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HIS Catalogue is now coming off our presses and will be delivered 
within the next few weeks. 


Like all Eagle-Made Catalogues, it is of an individual and distinctive 
character, made to meet the particular requirements of the jobber's 
stock. 


We offer an up-to-date Catalogue Service to Hardware Jobbers. We 
compile the copy, furnish the illustrations and take care of all the 
details connected with Catalogue building. 


We have not merely one of the largest printing plants, with facilities for pro- 
ducing a large volume of high grade Catalogues, but we have trained and 
experienced Catalogue men of ability to plan and produce exceptional Hardware 
Catalogues, that will be effective in accomplishing the purpose for which they 
were issued—TO SELL GOODS. 


A Hardware Catalogue that fails of its purpose—to increase your volume of 
sales—becomes not only an extravagant waste, regardless of ‘‘ how cheap’ its 
price, but is a lost opportunity. 


Catalogue Department—Brooklyn Daily Eagle 
305 Washington Street, Brooklyn, New York 
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Not only Prize Winners 
But Business Winners! 


HE judges selected these five window displays as 

first prize winners in the PYREX window display 
contest! Customers selected them as winners in the 
permanent contest for business! There are always rich 
prizes to be won with PYREX window displays— 
prizes in the form of extra profits! We will help you 
get your share by supplying you with material. 


PYREX 


PYREX SALES DIVISION, Corning Glass Works, 
4 CORNING, N. Y. 


Originators and Patentees of 
Oven Glassware 
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Down the hill rolls a one-eyed car. It stops before your 
gas tank. The driver, who has Mazda lamps in his 
home, Eveready Batteries on his radio and Eveready 
Flashlights in his cellar, attic, garage and automobile, 
says: “Gimme a new headlight bulb.” You hand him a 
bulb and say: “Here’s an Eveready-Mazda, best there 
is.” That completes the sale, for the two names that mean 
to the public the utmost in illumination are joined on 
Eveready-Mazda Automobile Lamps. They are stand- 
ard, unbeatable performers on the road, and questionless, : 
immediate sellers in the shop. 


Order from your jobber. 


NATIONAL CARBON CO., Inc., New York—San Francisco 


Atlanta Chicago Dallas Pittsburgh Kansas City 


Canadian National Carbon Co., Limited. Toronto, Ontario —— nm, “ 
«@, . 
i! 


MAZDA 
AUTOMOBILE LAMPS 
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THE FINEST ON EARTH 
A PROFITABLE SAW TO SELL—THE BEST 


In fact you'll not find a saw “just as 
good.” Ohe Four Hundred is without 
doubt “The Finest on Earth.” 


Discriminating users who pride them- 
selves on owning the best saw that 
money and skill can produce, demand 


Che Four Hundred. 


It is a saw extraordinary in quality, 
workmanship and finish. Made from 
“Silver Steel,’ Atkins exclusive for- 
mula; it will therefore outwear and 
outcut any other saw. 


Good hardware merchants all over the 
world are authorized to-guarantee this 
saw, “The Finest on Earth.” 


This saw is five gauges taper ground 
and given a mirror polish. Fitted with 
Improved Perfection Handle, the Han- 
dle that Prevents Wrist Strain; Solid 
Rosewood, piano finish. 


You can obtain Uhe Four Hundred in 
skew back regular or ship point pat- 
tern; also straight back regular or ship 
point pattern. 


Write for our latest catalog descrip- 
tive of “A Perfect Saw for Every Pur- 
pose” which includes Hand, Rip, and 
Panel Saws, AAA Non-Breakable 
Hack Saw Blades, AAA Power Saw 
Blades, Hack Saw Frames, Coping 
Saws, Compass Saws, Metal Cutting 
Saws and Plumbers’ Saws. 


THAT MONEY AND SKILL CAN PRODUCE 
| 


Modern Manufacturing Methods Make Atkins Saws the Leaders 


FE. C. ATKINS & COMPANY 


Established 1857 The Silver Steel Saw People 


Machine Knife Factory: Canadian Factory: 


Home Office and Factory: 


Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES: 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Atlanta Minneapolis Portland - 
Paris, France Vancouver, B. C. 
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Are You Ready for 
A Big “TRIMO” Fall? 


| 


Here’s a Small Reprint 


of Our First Fall 


FULL PAGE ADVT. IN THE 
SATURDAY EVENING POST 
Sept. 12th 


FULL PAGE ADVT. IN (Sept. 
COUNTRY GENTLEMAN 




















FULL PAGE ADVT. IN 
POPULAR SCIENCE MONTHLY 
(On Sale Sept. 20th) 





Other attractive Advts will also appear in 


Farm Journal Successful Farming Oil Weekly 
Oil & Gas Journal Plumbers Trade Journal Purchasing Agent 
Sanitary Engineer Southern Engineer 


PLACE A GOOD SIZE “TRIMO” 
™ ORDER WITH YOUR JOBBER NOW 7% 


Trimont Mfg. Co. Roxbury, Mass. 


America’s Leading Wrench Makers for Nearly 40 Years 
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ch WOOD size 


cartons. 


|. ‘The 10-inch (see. 
~ small illustration) comes packed in individual 
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vlaceable ~ 
Il cost! 


Sipe picture shows at a glance one of the big features that 
makes the TRIMO Pipe Wrench the economical choice of the 
householder, farmer, master mechanic and American industry. 
When the INSERT JAW in the handle of the TRIMO becomes worn 
or dull through many years of service, all you have to do is to 
spend a few cents for a replaceable jaw instead of buying a new 
handle which is a large portion of the cost of a new wrench. This 
same replaceable feature applies to all TRIMO parts, making this 
rugged tool low in FINAL COST. 

But it’s the masterly design of the TRIMO that most wrench-wise 
users admire. Note the NUT GUARDS, for instance, how they pro- 
trude slightly above the wheel, thus keeping the wrench in perfect 
adjustment when used in close quarters or laid down. TRIMO has 
a STEEL frame that WILL NOT BREAK— your guarantee of safety 
and durability.” 

For these and many other reasons, people who KNOW never 
quibble about paying a few cents more for this— America’s super- 
quality Pipe Wrench. At all hardware, mill and plumbing-supply 
stores. Insist on TRIMO—accept no other. 





TRIMONT MEG. CO., ROXBURY, MASS. 
* -» America’s Leading Wrench Makers 


For Nearly 40 Years 


Besides Pipe Wrenches, the TRIMO line includes Pipe Cutters, Pipe Vises, 
Monkey Wrenches and Chain Wrenches. The name TRIMO 
stamped on any tool is your 
guarantee of quality. 
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Forty-two years of doing 
one thing well 


The skilled mechanic, profit- 
ing by his long experience, 
uses great care 1n selecting his 
tools. 


Mechanics of to-day learn 
from their fathers the superior 
qualities of this supreme blade. 


“MAKERS SINCE 1883” 


Clemson Bros., Fue. 
FAlddletown, 2. WB. 


We have something to Tell You About Hack Saw 
Blades—W rite for Booklet 








STAR HACK SAW BLADES 
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What Dealer Couldn’t Sell Sand’s Levels? 


Sand’s Levels the standard for 30 years—the levels known 
to every level user in the country—nationally advertised. 


Nine of them—the proven best sellers in the big Sand’s 
line attractively arranged and strikingly displayed in this 
Special Case with Colored Posters and extra window cards. 


With This Assortment Display in the Window 


You are sure to stop level users. 


Their next step is into your Store where another display 
case, (just like this one), make selection easy for customers 
and sales easy for dealers. 


Two Assortments only to a Dealer at a Special Price that 
permits the small merchant to carry a complete stock of the 
best sellers and at a small investment. 


The demand is already created—What dealer couldn’t sell 


Sand's Levels? 


Your jobber will supply you. 


SANDS LEVEL © TOOL CO. 


8629-37 Gratiot Avenue __ | “SAND’S LEVELS TELL THE TRUTH” Detroit, Michigan 
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Pexto Tools for Radio Work 


———— se» 
TETTTT 
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No. 3 Radio Socket Wrench Set, consists of han- 















dle, an extension shank with coupling and eight No. 32 Radio Plier—Length 5 inches. 

sockets. Full Polished—Knurled Handles. 
Ebonized handle, nicely finished; shank, hexagon One jaw double. barrel construction of two 

bright steel; sockets, high grade steel, hardened. diameters for forming terniinals..or loops ‘on bus- 


Each set in individual box. bar and wire. Also has wire cutter. 


For use on Radio and Electrical assembly These Pliers insure perfect connections. 


Why not stock and _ distribute 
PEXTO Pliers, Screw Drivers, Ham- 
mers, Snips, Wrenches, Soldering Cop- 

No. 500 Beveled Head, Side Cutting, Lap-Joint ey Plumbers’ Scrapers, Auger Bits, 
Plier. Knurled Handles, Full Polished Head. Sizes Bit Braces, Dividers, etc., especially 
6” and 7”. catering to the demands of the radio 
enthusiasts, of whom there are thou- 
sands and who are really interested in 
having real mechanics’ tools? Pexto 
Tools always appeal to the Handy Man 
as well as to the skilled mechanic, and 
the best that this company has is built 
into each and every Pexto product. 





No. 270 Diagonal Cutting, Lap-Joint Pliers, Full 
Polished Head. Size 5”. 


Write for catalogue showing our 
complete line of Mechanics’ Hand 
Tools. 





No. 63 Long Chain-Nose, Side Cutting Pliers, 
Lap-Joint. Full Polished Head. Sizes 54%” and 


61". 


_/ tee ge x oat aw gee a and Fer- P eck, Stow & Wilcox Co. 
i ' eroid finish. 
"Sizes 214, 3%, 4%, 5% and 64". SOUTHINGTON, CONN., U. S. A. 





WORTH WHILE TOOLS 
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The Simonds 
Blue Ribbon Line 


The Best Selling Saws— 


A distinctive line of high 
gerade Hand Saws. The 
first to be standardized. 
Means less. stock for the 
dealer to carry and less 
money invested. Meets the 


SIMONDS demand for standard sizes 
SAW and STEEL at a reasonable cost. 
COMPANY 


“The Saw Makers” Every Saw absolutely 
Fitchburg, Mass. guaranteed. Quick turn- 
over and a good profit. 
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—and General 
You Can Sell Scores 


|< plana farmer, every lumber company, every haulage contractor, needs 
several of these general purpose chains. On the farm, they are one of 
the handiest chains to have around—for tying heavy loads—for stump pull- 





Welded general pur- ing—for log hauling, etc. 

pose chain—supplied ie , a ‘ 

ly pena oe This is but one of a score of chain specialties it will pay you to display. A 
rings and grab- few more are illustrated below. The ACCO Line covers practically the 
co erence: he mt entire field —dealers who have stocked these items and featured them are 
your jobber’s sales- developing profitable chain departments. Why not get this business in 


man for particulars. 


your locality? Ask your jobber’s salesman to show you the ACCO Line 
of chains and chain hardware. 


Have You All These Profitable Chain Specialties in Stock? 
Miscellaneous Chains and Attachments— 


Porch Swing Chains Dog Leads American Sash Chain 
Hammock Chains S-Hook, Ceiling Hooks Kennel Chains 
ACCO Round Cord Pulley Chain 


ACCO 





Dog Leads— 
Kennel Chains Elwel Cow Ties 
You can sell dozens in Far more sanitary than 
rope —last longer. 


your locality. The “‘Acco” 
line covers the whole field 
and simplifies ordering. 
Ask your jobber for an as- 
sortment displayed on at- 
tractive metal hanger. 


Save the dairyman’s 
time. Good profit 
makers. Furnished in 
welded or weldless 
chains. 
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Utility Chains 


In Your Territory 





Rings,Squares HameClips, Bits Sizes and lengths as 


ordered. 





Repair Links Safety Chain Loops,Dees CockeyeToggles 
Ladder Chain Jack Chains Quam Courany.e Clip Cockeyes ConcordToggles 


for your safety - 


a PRODUCT OF THE 


Cow Ties Passing Link Chain Harness Chains 
Wagon Chains Pipe Hanging Chain Butt Chains Breast Chains | 
Log or Binding Tie Out or Picket | Trace Chains Heel Chains pre 
é wel Passing Link 
Chains Chains e Halter Chains Chain — welded. 
Wide, open links 
Key Rings Well Chain Harness Hardware and preventkinking, | 
Lap Links Pump Chain rey ma Mpg | 
) 


~ 


AMERICAN CHAIN COMPANY, Incorporated, Bridgeport, Conn. 
In Canada: DOMINION CHAIN COMPANY, LTD., Niagara Falls, Ontario 

District Sales Offices: Boston Chicago New York Philadelphia Pittsburgh San Francisco 
World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes 


Develop Chain Sales for a Bigger Hardware Business 


CHAIN 


ACCO Sash Chain 
Tie Out Chains More quickly and easily Halter Chains 
No rotting likerope installed than cord—eas- Fitted with welded 
—willlastfor years. ily cut to right length. ring,wiretoggleand 
Lengths 20 to50ft. Staysonthe pulley— _  snap.Letcustomers 
You will get more won't fray, rot and break. know you carry 
business ifyou sug- Keep ACCO Sash Chain them— one of the 
gest them to your where yourcustomerscan most popular of , 
trade.AskforTenso see it. Suggest its use. farm chain spe- % 


anne peprprmpnm 
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ARCADE 
FILES 
Sell Themselves 


FINE temper, sharp 

teeth, proper balance 
and stability. These are 
your “sales clinchers” 
for ARCADE Files. 


For accurate filing in 
metal or wood, good 
workmen find them de- 
pendable—always. 


NICHOLSON FILE CO. 
ARCADE WORKS 
Anderson, Ind. 





ey, 2 +” 


aes TRADE MARK pee 


. x +. ‘ , 
7 4 . 
. > 


. , %. . 





- ‘ - 
; ; 

















August 20, 1925 HARDWARE AGE 


Wh tine 


CORRUGATING COMPANY 








erase 






ans 





WIRE NAILS 
Cc UT N AI LS _ een and builders are friends 


heeling nails. They appreciate 
nails that are well made,—with heads 
centered on shanks, uniform in size and 
finish. Wheeling nails are as nearly per- 
fect as all nails should be. ~ 


a ee ee ne 


id ang OS 


aRDENED-STEELCUT Wheeling can meet all your standards 
ap re a of special nail requirements. Ask Wheel- 


FLOORING ing or write the nearest branch for in- 


NAILS formation concerning wire nails, barbed 
These are individually hardened nails wire nails, cut nails, finishing nails, gal- 


that drive without bending. The steel vanized or cement- coated nails — nails 
is specially treated to obtain hardness 


without brittleness. The man who of every kind for every purpose, from 
wields the hammer knows that itis no spikes 8 inches in size to the small roof- 


easy task to pull nails from hard floor- 
ing—yet every nail that bends must ing nails made on tack machines. 
be extracted. That’s why Wheeling 
nails are economical: no valuable time 
is lost and no nails are wasted because 


these nails do not bend, 





aap pina ocaaapumasinamyaaenmmmmaemntiitastmntananbeimsasnsitnatatatiesarsnd atin 


WHEELING CORRUGATING COMPANY 
Wheeling, W. Va. 


Wheelin 


New York Chicago Kansas City Chattanooga Philadelphia St. Louis 
Richmond Minneapolis 
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Machine Screws 
Stove Bolts 
Tire Bolts 


PROVIDENCE 


American Screw Co. 
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REGD.S. PAT. OFF. 





The 
EVOLUTION 





Original plant of G. T. D. Corp’n. of 
Little Giant 


Screw Plates 






Old fashioned screw cutting 
tools 





sh WAtY 6 PUSEINE MPD OF ety 
“ ™ ~> 


Tap plant of G. T. D. Corporation today 


Away back when 
Grandfather was a boy 
the funny looking tools 
shown at the top of this 
page were what passed 
for taps and dies. 











“Jamb plates’ they 
were called then. The 
little building where 
the first real taps and 
dies were made was 
pretty small indeed in 
those days. Modern Little Giant Screw Plate 





With the passing of time, better methods, better factories and better equipment came, and with 
them a better PRODUCT. Today the world’s standard is the famous “Little Giant” Screw 
Plate, the result of a half century of progress. 


Dealers may be sure that when more progress is made in the manufacture of screw plates, GID 


will make it. “Little Giant’’ Screw Plates have been the leaders in their field for over forty 
years. 








GREENFIELD / TAP AND DIE. 
CORPORATION 


NFIELD. MASS ., U.S.A. 


Canadian Plant: Greenfield Tap & Die Corporation of Canada, Ltd., Galt, Ont. 
New York Store—15 Warren St. Chicago Store—13 So. Clinton St. 
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As Old as the State of 





NEBRASKA 





In the year when the United 
States purchased the terri- | 





same time, they are mind- 
ful of the obligations which 





tory of Alaska from Russia; 
when Nebraska was admitted to the 
Union; when Andrew Johnson was 
President of the United States and this 
country had only one-third as much 
population as it has today, Jacob J. Voll- 
rath, the founder of The Vollrath Com- 
pany, began his first experiments in 
enameling. 


It was those experiments that put Voll- 
rath Ware in the lead in its field. Because 
such experiments have been carried on 
even into the second and third genera- 
tions Vollrath Ware has retained and 
increased that leadership. 


The present owners of The Vollrath 
Company are proud of the po 
sition which their organization 
holds among manufacturers 
of enameled ware. At the 





Percolator. Has an inset that is 
enameled both inside and out. No 
metal comes in contact with the cof- 
fee. Made in 4-, 6-, and g-cup sizes. 


THE VOLLRATH COMPANY wee iio ieaiiiditien 





Roaster. Extra deep pan and extra 
Established 1874 


high cover; vent in cover; handle at 








go with that position, and 
are ever on the alert to live up to their 
responsibilities. 


They know that leadership has its pen- 
alties as well as its advantages. The mer- 
itorious product always has substitutes 
offered in its place; the successful man- 
ufacturer always has his imitators. 


But one of the really fine things that has 
grown out of Vollrath leadership is the 
gratifyingly large group of dealers— 
themselves leaders in the trade—who 
know Vollrath Ware and who handle it 
because it is the leader in its field. 


This group of leading dealers is growing 
larger every year,asmoreand more 
American housewives become 
awake to the advantages of Voll- 
rath Ware for kitchen work. 





| ae, 

| 3 7 
Refrigerator Dishes. Save space 
in the ice box. Their non-porous sur- 


faces keep foods fresh and pure. Made 


in five sizes. 





the sink clear of garbage. Made in 2%-, 


each end instead of on top; made in Sheboygan, Wisconsin 334, and 44-inch depths. As substan- 


two sizes to fit 14-, 16-, 18-, and 20- 


tially constructed as all Vollrath items, 
with legs to hold the strainer off the 


inch ovens, when of standard depth, 
1914 inches. (0) (Ll | [=) (s\ ry sink so as to allow complete drainage. 


WARE 
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The LORAIN Wick 
Will NOT Stick 
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HIGH SPEED OIL BURNER 


LORA 















The Inner Combustion Tubes Will Not Burn Out— 


The Wicks Will Not Stick 


HE LAST four years have proved conclusively the truth of two 
important claims made for the Lorain High Speed Oil Burner, 
namely, that the wicks will not stick and the inner com- 
bustion tubes will not burn out. (Read the Guarantee). With 

these claims proved, the Lorain High Speed Oil Burner becomes, with- 
out a doubt in the mind of jobber, dealer or user the most efficient 


device of its kind. 


No one familiar with various types of 
oil cook stoves can deny the efficiency of 
the short chimney type of burner that 
brings the flame in direct contact with 
the cooking utensil. 


The Lorain Burner, of course, embodies 
many other features that appeal to the 
user. First, the speed with which it 
reaches maximum heat. Second, the un- 
equaled intensity of its maximum heat. 
Third, the simplicity of design and con- 
struction which makes cleaning, when 
necessary, a quick and easy task. Fourth, 
the Lorain Wick which outlasts all other 
wicks. Fifth, the neat and compact 
appearance of the burner coupled with 
the real mechanical beauty of the several 
makes of oil cook stoves which have 


LORAIN HIGH SP 


GUARANTEE: 















Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 






AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 


adopted the Lorain Oil Burner as stan- 
dard equipment. 


There’s more than a fair margin of profit 
to be made by dealer and jobber alike 
in the sale of Oil Cook Stoves equipped 
with the Lorain High Speed Oil Burner. 
A big national advertising campaign 
coupled with ample and _ attractive 
dealer-helps is rapidly winning the pub- 
lic’s attention. 


The durability, economy of upkeep and 
operation of the product have made 
enthusiasts out of buyers. Jobbers and 
Dealers will do well to investigate Lorain 
Burner Oil Cook Stoves. You’ll find in 
their growing popularity ample proof 
of an opportunity to build a business 
that will net comfortable profits for 


years to come. 





s LD OIL BURNER 


Many famous makes of Oil Cook 

Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

New Process— New Process Stove 
Co. Div., Cleveland, O. 

Quick Me: al—Quick Meal Stove 
Co. Div., St. ‘Louis, Mo. 

Clark enthoKog M. Clark & 
Co. Div., Chicago, Ill. 

Dangler—Dangler Stove Co. Div., 
Cleveland, O 

Direct Action— N ational Stove Co. 
Div., Lorain, O. 

1925 
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SARGENT PLANES | 
and SQUARES... 


approved by your 
carpenter trade 


The Sargent name stands high in 
the favor of the building trade. 
Carpenters and builders know by 
experience that tools, as well as 
locks and hardware, imprinted 
with this name pass every test of 
service. Display Sargent Planes 
and Squares. They are regularly 
advertised in Carpenter, the 
publication reaching the crafts- 
man, and the foremost building 
magazines. 


Hardware 











Te, 
, 





SARGENT PLANES have many 
special features—but one feature 
common to all of them is the chro- 
mium steel cutter. The toughness, 
keenness, long life of this cutter 
can be equaled in few if any other 
tocl metals. In the Sargent Auto- 
Set Bench Plane (a popular type, 
shown above), the cutter may be 
removed, sharpened and replaced 
without changing original adjust- 
ment. Every part of every Sargent 
Plane is finely fitted and finished. 
There are types for every purpose. 


Sargent Framing Squares are the 
most accurately and completely 
scaled and tabled squares in use to- 
day. The lengths of common, hip, 
valley, jack and cripple rafters are 
all on the square; also all top, bot- 
tom and side cuts. The square does 
the calculating for the carpenter. 
Above is illustrated the new Sargent 
Take-Down Square, designed to fit 
the popular shoulder kit. It is the 
work of a moment to take it down 
or put it together. It is as complete 
as the Sargent one-piece type. 


Folders, imprinted with your name, will be furnished for customer distribution. 
Ask also for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers, New Haven, Conn. 


New York: 92-98 Centre Street 


Chicago: 221-223 W. Randolph Street 
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THE DECIMAL SYSTEM OF PRICING AND PACKING HAS BEEN ADOPTED FOR SARGENT HARDWARE 
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| DEPENDABILITY 


Flyatt 
Roller 


Bearin os 











As years go on customers become more and more 
insistent that the merchandise for which they pay their 
good money must be dependable and give complete satis- 
faction. 


For over half a century Coldwell has been making 
Lawn Mowers which have met the most exacting de- 
mands of the public. A style for every size and kind of 
lawn, and every one backed by the Coldwell guarantee 
of dependability and complete satisfaction. Write in now 
for our attractive 1926 proposition. 


DEPENDABLE LAWN MOWERS 
Hand, Horse &§ Motor 


COLDWELL LAWN MOWER CO., NEWBURGH, N.Y., U.S.A. 


FACTORY BRANCHES 319 South West Fifth St.. DES MOINES,IOWA. 4139 West Kinzie St.,CHICAGO, ILLINOIS. 
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Panco Half-soles are 
easy to apply — and 
qwear like tron! 

men, women and 
children. 


Every Sole 


a Panco Prospect! 


Practically everyone of vour customers has one or 
more pairs of old shoes at home that have been laid 
aside because the soles wore thin. PANCO will make 
them good as new again— 


Outwears Best Leather 2 to 1 


Necessities are among vour best selling items. PANCO 
is a real necessity to every man or woman who is in- 
terested in comfort—utilitv—and economy! 


If you are not carrying PANCO 
now—a trial order will convince you , 
that “there’s money in it for you!” 





TRADE MARK REG. 


Half Soles — Heels — Strips 








Order from your jobber—or direct. 


PANCO RUBBER COMPANY 
Chelsea, Mass. 





Black — or tan, for 
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Here it is 


Ornamental 


In good taste on any 
counter. 


Catches the eye Fir 


Its attractive design— of 
refined color scheme 


and high enamel fin- 
ish stop the passerby. SILENCE 


“* 
>... Ti - 
Seiler han 2 


ne 

Sells Susur 
It tells the story of FOR AL 
Domes of Silence and FURNITURE 


makes the sale. 


Prevents 
Pilferage 


REAR VIEW 





. Substantially constructed of 26 
The Cabinet gauge sheet metal—beautifully 
lithographed in five colors with a hard baked per- 
manent finish. 
. . With a base less than 11 
Compac Cin Size inches long and only 5 
inches wide it requires very little counter space. 
* . Contains one gross sets assorted sizes 
apacity made up of 1 dozen each of 34” and 
11%" sizes and 2% dozen each of the fast selling sizes, 
% "» 4's % ” and i". 











—Now 
more popular than ever 


DOMES / SILENCE 


“BETTER THAN CASTERS” 





~ FRONT VIEW 


as the customer sees it 


The New Metal 
Display Cabinet 


Takes Domes of Silence out from behind the counter 
and places them before customers in a convincing fash- 
ion. This speeds up sales on an item that has every 
home in town for its market. 

Replaces the old familiar cardboard display that was 
so easily soiled, torn and dog-eared, making it unfit 
for position on counter. 

Keeps sizes in orderly arrangement. Displays full face 
of packages and prevents their being stolen. 


Shi ip pe d Shipped loaded. Packed in 200 pound 


test shipping case to prevent denting 
or damage. 
° Costs $10.00—Sells for $15.00—50% 
P TICE Profit on Cost — 334% Profit on Sales. 


I] Packed !4 gross of straight sizes or assort- 
Refi S ment of 1 dozen each of 1%", 54", 34” 
and 7%” sizes. 


Order both cabinet and refills from your nearest jobber. 


DOMES of SILENCE Division —— 


Henry W Peabody & Co. 
17 Seete Street New York Cary 





a 





he Perfect Furniture Footwear 


& DOMES of SILENCE 


Be tter than Casters’ 
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“Life Insurance” In Screen Cloth 


LiTiTiTiTigTyTy 
Liil 


See eee eee 2 2 
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Back of every lasting success there is a 
logical reason. The reason for the success: of 
Gray-Wick Screen Wire Cloth is found in the 
service it gives. 














0 inca Fret 100 
* 
28 INCH 


Gray-Wick is produced from rust-resisting 
Open Hearth Steel made in our own furnaces. 
The wire is drawn in our own mills. Every 
operation from the raw material to the finished 
product is done under our own supervision. 
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Gray-Wick carries an extra.heavy electro 
zinc coating. enameled with transparent var- 
nish. “Life Insurance” is built right into it. 








12 Mesh, No. 


14 Mesh, 
16 Mesh, 


18 Mesh, 


No. 
No. 
No. 


33 gauge each way 


33 gauge 
33 gauge 
34 gauge 


each way 
filler 


warp 





No. 34 gauge each way 
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GRAY-WICK 
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s Gray-Wick has a pleasing Gray color. When un- a 
: rolled it lies smooth and flat and not wavy. This is a 38 
great advantage to customers in applying it to screen sas 
frames. tf 
: Every WICKWIRE BROTHERS Product is backed 3 
: by fifty years of experience. : 


Our Other Brands of Screen Cloth 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 
Wickwire Bronze 





Your jobber will supply you. 
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Never a Handle like this 


This Disstonite 
Handle is practi- 
cally unbreakable. 
Knocks and falls 
do not break it. 










The smooth, 
hard finish is per- 
manent. Easy to 
grip, easy to work 
with in comfort. 


 , The Disstonite 
oe | Handle holds its 
shape. Heat or 
. . cold, wet or dry 
—-nothing affects 

: he. it. 

. : ces 
= 





s 














The  Disstonite 


: : Handle will not 
: pipe Oe ees shrink; this and 
lo c k- washered 
| screws keep the 
f oe er ae % Saale blade always tight. 


i ~ bk Pps ea 
| | | ae oS eee The D-18 blade 
. is made to the 
| | exacting standards 
se of every Disston 
Saw. 


— ee 


WY 


on a Hand Saw before 


The warm, brown finish is polished 
to a lustre that endures for the life 


. ‘ 
Here is a saw that you can talk 
about—one that will interest every 


“Sad re Sh. pevekl 
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one who uses a saw. 
The new Disston D-18 Saw with 


the Disstonite Handle is a remark- 
able feat in saw making because: 


of the saw. 

The Disstonite is scientifically fitted 
to the hand. The smooth finish and 
perfect grip give comfort to the hand 


. and power to the arm. 
The shining D-18 blade is Disston 
standard in workmanship and steel. 


“ca ng an i Ties — Add this new Disston Saw to your 
t cannot warp, crack or check. stock. Hand it to saw users. Point 

Heat, cold, or dampness have no ef- out its merits. When they’ve grasped 

fect upon its shape. the Disstonite Handle you are well on 

The D-18 blade stays tignt always your way to a saw sale. 

in the Disstonite Handle because the You can get the D-18 from your 

handle cannot shrink; and every regular jobber. Consumer price, 

screw is lock washered. $4.50 each. 


Henry Disston & Sons, Inc., Philadelphia, U. S. A. 
Makers of “The Saw Most Carpenters Use”’ 


DISSTON 


SAWS TOOLS FILES KNIVES STEEL 


The Disstonite Handle is the tough- 
o_o est handle ever made; knocks and 


sale on Ge 2-18—dhe acc falls do not break or crack it. 





“‘The Saw Most 
Carpenters Use’’ 
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What Readers Say 


of HARDWARE AGE 


“T am a subscriber to your won- 
derful HARDWARE AGE, which fills 
my needs exactly, and I intend to 
take advantage of this periodical 


pAt 
“ for many years tocome. Thanking 
30 you for the opportunity to sub- 
39 scribe.” _ 
34 (Signed) Isaac Blum, 
Baltimore, Md. 
39 
30 “T look forward to HARDWARE 
38 AGE and devour every page.”’ 
AO (Signed) W. D. Hollard, 
Royal Oak, Mich. 
42 
43 “We have been readers of HARD- 
45 WARE AGE since the first summer it 
was published and we frequently 
46 avail ourselves of the good material 
48 contained therein.” 
50) (Signed ) 
B. Lemann & Bro., Inc., 
a2 Donaldsonville, La. 
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If you have an un 
ruly customer who : 
tends to brush hard- : 
ware aside remind’ 
him that the only 
dignified way to 
enter his new home 
will be by the use 
of hinges. 
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philosopher among the ancients should amuse himself at a childish game. Turning 
to the soldier the philosopher asked him why he carried his bow unstrung on his back. 


‘‘Because,’” answered the bowman, “‘If it were constantly under strain it would 
soon lose its pliancy and spring.’ 
‘So would my mind,” said the sage. “I must keep it young.” 


So it is with people, and so it is with stores. They must keep young in order to serve 
efficiently. Keeping young is keeping up with the tide of events, on the tip-toe of progressiveness. 
Stores keep young by a constant inflow of new ideas, by a constant freshening of stocks, and by 
a constant effort to satisfy the needs and desires of the people in their communities. Mer- 
chants keep young by constantly feeding their minds with the latest news and information con- 
cerning the business in which they are engaged; by keeping in touch with all that is young. 
‘Being young” in business means knowing and utilizing what is up-to-date in merchandise, 
methods and service. 

The merchant who, year in and year out, follows the same deadly monotonous grind, who 
never changes his ideas, his stock or his systems, who never reads, never takes a vacation, 
never attends a convention, grows old; his store grow old, all his customers grow old—and 


as they die his business dies with them. 
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Outings, etc. 
in them? It will pay. 
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During the next few months numerous farmer gatherings are 


scheduled—Farmers’ Picnics—Old Home Weeks—Farm’ Bureau 


Why not attend these events and take a real interest 




















Mixin’ with Your Farmer Trade 


How Small Town Merchants May Win More Trade Through 
Getting Better Acquainted with Their Farmer Customers 


HIS season of the year presents special op- 

portunity in many of the smaller communities 

for the merchant to become better acquainted 
with his farmer customers. 

It is a theme well worth thinking about, for it 
has proved a splendid factor in building business 
for many small town dealers. 

The particular reason for giving heed to it at 
this time of the year is that, during the next few 
weeks, numerous farmer gatherings are being 
scheduled. 

These gatherings may be known under various 
names for their respective sections of the country 
—Farmers’ Picnic, Old Home Week, Farm Bureau 
Outing, Grange Picnic and the like—they are well 
known to the small town dealer. 

Obviously, they are planned and arranged for 
the farmers—a big get-together, where Bill, John 
and Hank can take a day or part of a day off, leav- 
ing things in charge of the hired man. 

Most farmers are sociable folk and they are 
going to take very kindly to the fact that Hard- 
ware Man Johnson was enough interested in them 
to take time off from business and drive out to the 
picnic grove, in order to participate in their good 
time. 

To be sure, these picnics are not created for the 
purpose of Dealer Johnson being able to have one 


of his men lug along a case of fly spray in the 
store truck, to sell to the picnickers, nor is it 
necessary for him to consider that his presence at 
the picnic shall be a chance to approach these 
holiday folks on the subject of orders for dairy 
barn equipment, roofing, paint or what not. 

This is not the main idea at all and Dealer 
Johnson is well aware of this fact. 

Suppose your store is located in a small town, 
drawing most of its business from a farm trade. 

And suppose in this small town there are two 
other hardware stores—or even one other. 

Granting that your merchandise and prices are 
as good as the other chap’s, the stage is well set 
in your behalf if you make the effort to get better 
acquainted on a friendly footing with the farmers 
in your countryside. 

This is an absolutely sound basis of fact, too. 

The other day a small town hardware dealer 
whose store is situated in one of the well known 
dairy sections of the country was given an oppor- 
tunity to display a kitchen range to a farmer’s 
wife from his neighborhood. 

The farm in question was located just about 
midway between two towns, twelve miles from 
each. 

After spending about a half hour with the pros- 
pect, she remarked that she was quite well pleased 
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with one of the ranges he had shown and she 
further added that she would talk it over with her 
husband and come back at a later date. 

As this is often an easy excuse for a prospect, 
the dealer was somewhat disappointed at not be- 
ing able to close the sale. 

During the following week, this lady did re- 
turn, bringing her husband along and without giv- 
ing the range any further inspection beyond point- 
ing it out to her better half, as soon as he was 
free to wait upon her she called to the proprieter 
that if a slight adjustment was made in the price, 
she would take the range. In explanation of this 
price adjustment, she said they had called at the 
other town and had seen a stove identical in make 
and model and that it had been offered with the 
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requested price adjustment, to be delivered and set 
up, but since Merchant No. 1 had taken such pains 
with her in displaying the range, if he wanted to 
sell the range on the suggested terms, she pre- 
ferred to buy of him. 

Naturally, since the proposition involved only a 
small alteration of terms, the sale was closed on 
the spot and the instance seems a likely one to 
bear out our point—a friendly attitude toward the 
farmer, both in the store and out. 

Moreover, in a few more weeks, the season of 
the County Agricultural Fairs will again be here. 

In the past, we have frequently voiced a senti- 
ment in favor of displays and exhibits on the Fair 
Grounds for such small town dealers as are at all 
adapted to make them. 








The Evolution 


of the Plane 


HE Stanley Works, New Britain, Conn., at the Stanley Rule and Level Plant, 
have just issued a very interesting eight-page booklet on the evolution of the 
plane, the development of the Stanley Bailey plane, and the features of the present 


day Stanley plane. 


The story is very well illustrated, with drawings of all the various stages of plane 





=volution of the Plane 


The real origin of the Plane goes right back to oe The next step in the development of the Plane was 
very beginning of civilization — In its earliest form it wa made by the Hebrews Thev went one step ahead of the 
nothing more chan a stone flattened at one end much the early Egyptians by putting a flat sharp edge stone 
same as our modern chisel Samples of this type of tool through a piece of wood made smooth on the bottom 
have beer found that were in use as far back as 4000 B C The stone was held fast by a wedge See Figure 4 
They are illustrated in Figure 





As soon as the art of using metal hecame known to 
the Hebrews we find them substituting metal for the 
sharp ¢ tone in their Plane Iron was generally used, alse 

opper and bronze he drawing of Jesus shown 
i igure 5 shows this type of Plane in use 


“This 16fin was used by the ancient Egyptians He- 
brews and particularly the Phoenicians The latter using 
it for taking off the bark of large timbers and splitting 
them for their shipbuilding 

About 2000 B C the Egyptians improved upon this 
form of Plane or Chisel by making it out of base metal 
Samples of this type are shown in Figure ? 





Figure $ 
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In 400 B C Greece came into a dominant position 


Figure 2 in the then known world For military reasons and also 

These types were generally - by ony with because of their natural resources they made their build- 
mallets. In the cases of ty pes B an it was neces- ings chiefly out of stone and marble. For that reason 
sary to put on handle grips in ie coder ~ use them "This working in wood was pretty much neglected and conse- 
naturally made it very difficult to meee smooth sur quently: little improvement in carpenters tools was made 
faces ptians however roved upon this for many years. That the Romans used approximately 
method of emasaia ng wood by attac to a long handle to the same type of Plane as the Hebrews is indicated by 
the sharp edge metal (Fig 3A) While this construction Figure 6 which shows a Plane in use about 50A D_ [rt 


will be noted that this plane has an open mouth to allow 
shavings to come out This was the first plane to have 
this feature 





Figure 3. A and 6 
made it COmpe.a ively easy to push the tool along by 
hand, it did not give smooth even surfaces In order to 
make the wood smooth they rubbed stones over it (Fig 
4B) Figure 3C shows Egyptian workmen using such too 
in making coffins, so that they might obtain a compara- 
tively smooth emrteee on which designs could be carved 





This one was made of wood, covered on the top and 
bottom with iron The cutter was made of meta! and 
the wooden wedge xy itin place Inthe ruins of Pom 
peii, (about 79 A. 1D.) a plane similar to this but with 
out handle-holes was discovered (Figure 7) 





Figure 5C 





This 1s @ reproduction of a wood iia taken from a 
tomb in one of the pyramids of Egypt 


The Plane in common use in Europe at that ume is shows 
in Figure 


Chis was quite naturally felt in the ‘held « 
me wtance occurred in 1827 and was made by H Know! 
of the advantages this plane had over the common wood 


glenes of that me were lightness, no warpeng. a true we wk 
ing surface and the absence of wear on the sole (Fig tl) 





ing the cutter by a wooden wedge, which was s hel: iby twe 

parallel flanges The handle and knob were held by 
being driven into pockets t i not known whether 
this type of plane was manufactured to any extent but it 

was certainly the first cast iron plane made and had an 
important effect in the development of planes 





I g tor hat pla ul | nee } K I t i 
are in use in some countnes even today Nanes sin ' Poster pafent there was an a { { vd dyu 
the type slustraged in Figure & = now used in sore vent for varying the thickne of the shaving I lo 
yarts of Alaska Pre cuttes iron us plane, instead of this a square pocket was cast in the plane lace ahead of 
Pa ng as tened by edge is he Nd spe. by natls driven the mouth A block connected to a threaded screw w 
wee wend es roma e —_ st ‘ek A wide mouth al put io this pocket rt forced t< t 
W's ro drawn as desired to regul th ing I l 
‘ ss 3 


mgitudima adjustmen i 
plane sron was awarded to L. Sanford in 1844 This is 
Very litle further improvement was made in the he sentedin 4 ixur 13 
al i> . "4« 
»| > _@ 2 ~e 
Plane until the early part of the eyghteenth century Sion Gnaieees ail dite ueednats dan @ amen (ia alec 


a « é e 
moved on thre node It was attached to the cutting iron 
which it was thus able to regulate up and down The 
cutting won was cut out to allow tor this ad 





This was laters impro we woh =. st — ng, an tron in front 
of the cutter which served t the chips (Figure 10 ‘ 
aye : also by putting on a: enrent han ile In 1854 a patent was issued to W S Loughborough 
- : st plane with an improved method for fastening 





Figs il 
— his ly a ot gtene ae some time es ) ~ . A plane lew as end ea et wan wed 00 facten | 
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Stephens first rs tert’ " ms ag ony f resented the fre t bey ywrtant de It ure from the age Oo} 
> re a xl of fastening the cutter a wedg 
plane was made and sold by them as late as 1880 The wear 1887 caw on inventic n by M 8 tT, 
The establishment of the United States — more : oan i, 
specially the organization of the United States Pa old we = we atin wy te ra 
Oth ce gave an added stimu shes to inventio - a ‘all Acs me “4 The importance of this invention 


The first invention im connection wih Sites of any 


His patent was a plane of the cast tron type Some 





anaes Se granted T od _ lun 1857 for a 
md be 1 plane ha p iron Fig 16 He 
was la ter aware ded a patent t i " a mgttudinal adjustment 
i N The chief importance of tt wo pa 
that ey represent the ywrovement » pla 
before Bailey began hi pecere Be series of inventions 


In this tool there was used the old method of fasten 





In 1843 a patent was issued to W Foster for an im- 


development, from the very first method of smoothing a piece of wood with a flattened 
stone, to the modern and highly efficient tool of today. 

As is known to many carpenters and hardware merchants, Mr. Leonard Bailey did 
considerable development work on the plane which is now the Stanley Bailey plane. 
All of these steps are carefully described and illustrated, as well as the very latest 


improvements in planes. 


The story is told in a highly interesting, as well as instructive way, and contains 
a fund of worth while information on planes for the merchant and his salesmen. 
Copies of this booklet may be had on request to The Stanley Company. 








ee 


PR Ala 


# 
2 
he % 
é 





~=¢ he ba OO EP ane. ON 


a Ah NE, TN 


“ Ba a a A ANG A A NO | NORTE. NG RMD cs Ce 


LS he RIOD, MRE 


HARDWARE AGE 


August 20, 


1925 








~~ ~ : 7 


i) 


< 


7 
BS 











at Aa: 


LNT TE 


i] 
5 | iH 


Cater to the Peaches 


Win the Women Through Your Windows and Turn 
Dull Days into Profits 


By Charles P. Catlin. 


HE season for fresh fruits is now at its 
height. 

Everywhere delicious sliced peaches 
with cream are now being served for break- 
fast, at luncheon and as dinner desserts, whet- 
ting the appetites of entire families for luscious 
fruit desserts with that let’s-have-more-during- 
the-winter-months flavor. This creates a good 
demand for pots and pans. 

Cater to the peaches and get the cream of 
the fruit canning business. 

There are many housewives in your locality 
who are splendid prospects for new utensils. 
They need large size kettles, pans and other 
items of canning equipment to enable them to 
put up their winter supplies of peaches, apri- 
cots, pears, grapes, plums, crab apples, quinces. 

“The time has come . . to talk of many 

things, 

Of ships and shoes and sealing wax.” 

We need not worry about the ships and 
shoes, but the chimes of good merchandising 
ring out the fact that now is the time to dis- 
play sealing wax and other preserving equip- 
ment if you want to preserve and increase your 
prestige with the housewives and have your 
cash register chime the merry tune of greater 
sales and profits. Hardware merchants who 





i 





have cut their wisdom-teeth now appeal to the 
sweet-tooth. Sweeten your business with sales 
of the things housewives need to enable their 
families to enjoy jam, jellies, apple butter and 
canned’ fruit. This is the time to make women 








Berlin Kettles 
Preserving Kettles 
Sauce Pans 
Maslin Kettles 
Pressure Canners 
Stock Pots 

Pails 

Dish Pans 
Pudding Pams 
Milk Pans 
Colanders 
Measures 
Funnels 

Family Scales 
Basting Spoons 
Dippers 

Pierced Ladles 
Sugar Scoops 
Measuring Spoons 
Lemon Squeezers 
Apple Corers 
Sink Strainers 
Pot Cleaners 
Wood Spoons 


Peach Parers 
Apple Parers 
Peeling Knives 
Fruit Press 

Jelly Strainer Bags 
Pot Covers 
Repair Knobs 
Tin Fruit Cans 
Sealing Wax 
Wax Strings 
Melting Ladles 
Glass Fruit Jars 
Fruit Jar Caps 
Fruit Jar Rubbers 
Fruit Jar Wrenches 
Fruit Jar Lifters 
Fruit Jar Fillers 
Mixing Bow!s 
Fireless Cookers 
Graters 

Spice Boxes 

Fly Traps 

Fly Paper 

Fly Swatters 
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jam your store so they can jam the fresh fruit 
now on the market. , 

An attractive window display of the goods 
listed with the other items you have in stock 
especially suitable for the trade in your com- 
munity will produce good results. 

“The way to a man’s heart is through his 
stomach”—and for a hardware merchant the 
way to the women’s hearts is through featuring 
such items as these which help them make the 
menu please the men. 

Here are a couple of suggestions for window 
placards: : 





Our Canning Equipment 
~ Will Help You 
Can All You Can 











An appealing window display of pots and’ ~ 


pans and other canning equipment now suit- 


able for your trade will prove potent. in mak- 


ing your store present a panorama of profit- 
able sales activity and in winning you the 
panegyrics.of the women folk. Win the women 
through your window and you will succeed in 
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establishing your store as headquarters for 
household utensils. 

Now is the opportune time to accomplish 
this—and, in accomplishing it, to get your 





The Housewife Who Cans 
Needs the Pots and Pans 
now on display here. 














share of the family -purse. In this instance 
I would suggest that you display a wide variety 
of pieces of enamelware,; aluminumware and 
tinware suitable for fruit canning. Timely, 
unified lines well displayed catch the eye and 
effect immediate sales. 


Eat All You Can 
Then Can What 
~ You Can’t Eat. 
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Cater to the peaches—and can a few extra 
plums for your cash register. 
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Try This One 


HORROCK-SMITH HARD- 

WARE CO., Sacramento, Cal., 
uses a large plain board 6 ft. high 
and 214 ft. wide for displaying 
wood and wire.coat hangers, 
which are arranged as indicated in 
the accompanying sketch, seven 
hooks of hangers in the center of 
the board and two on each side. 
The board is set against a ladder or 
braced near the door of the store. 
The Shorrock-Smith Hardware Co. 
sells several hundred dollars worth 
of hangers every year simply by 
having them constantly on display 
in this way. Try it out yourself. 
It doesn’t cost much. 
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Conde’s “Outside Salesman” Proves 


Business Builder 


HE old saying that “opportunity knocks but 
once” has, like a number of our other favorite 
institutions become somewhat antiquated and 
it is now generally conceded that opportunity is 
apt not to knock at all but to require considerable 
pursuit for an ultimate capture. The one redeem- 
ing feature in connection with the “Glorified Ped- 
dler” is that he has revealed an opportunity by 
thoroughly demonstrating to the average retailer 
that there are many additional sales to be made 
in any community if that dealer goes after them. 
Hardware merchants everywhere are realizing 
that modern merchandising consists of something 
more than merely having an attractive store and 
a complete stock. The old idea of placidly waiting 
for customers to come in and buy has been sup- 
planted by the knowledge that it is necessary to 
go out and sell. Consequently a number of deal- 
ers, even in the smaller towns, are using outside 
salesmen and in practically every instance are en- 
thusiastic over the results. 

The experience of C. J. Conde, Sterling, IIl., is 
typical of many who are using this sales system. 
On April first of this year Mr. Conde hired a local 
young man at $40 per week to spend all of his time 
in outside selling for the store, and furnished him 
with a Ford car, the rear of which was equipped 
with a platform upon which washing machines or 
similar items may be carried. In about four 





months time this outside man has sold a little 
better than $6,000 worth of hardware, consisting 
mainly of such items as electric washers, furnaces, 
builders hardware and paint, and Mr. Conde is 
confident that his sales in a full year will come 
very close to the $20,000 mark. When you consider 
very little of this business would, in the ordinary 
run of events, have come to the store and that 
nearly every outside sale means a new customer, 
the result is even more impressive. 

Charles Parker, manager of the Smith Hard- 
ware Co., Viroqua, Wis., an agricultural town of 
2500, has employed an outside man for some time, 
paying him a straight salary and furnishing him 
with acar. This man specializes on power washer 
sales, although of course, he sells everything he 
can, and last year he was credited with the sale of 
over 100 washers alone. In pushing washer sales, 
this man has a definite system that has been 
worked out with remarkable success. Upon his 
first call at a home, he ascertains when the next 
washday is to be and then asks permission, which 
is usually gladly given, to bring a machine on that 
day and do the entire washing for the housewife. 
After the washing is completed, he suggests that 
he leave the washer until another washday so that 
the woman can run it herself and then after this 
second try-out he calls, ostensibly to take the ma- 
chine away but in reality to close the sale. 
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List of Items in 115-Year Old 
Bill of Goods 


1 doz. penne Brushes, eu., 600¢c. 
90) 


10 Wanhune Eh tebe bee eet ck oes 8.40 
et eg ‘Coffee Mills, en., 2, 98e., 


oe eal REE ara : 6.00 


Sten. "Butt Hinges, ea. 
0c 


" 
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"4 + ‘; 7° Shoe Brushes, 8600. ....... 
% doz. Iron Squares, 450c............ 

v b, 00 Vis doz. Patent Trowels, 720c..... 

if 


6.6 
4. 
3.3 
2. 
ca ia 3.6 
\ “4 doz. Steel Rat Traps, 360c......... 1.80 
4 4 pieces Black Galoon, 167¢......... 6.68 
(Rae Siege 1 doz. Double Bolt Pad Locks........ 4.50 
¥ 2 pr. Brass Candlesticks, 225c........ 4.50 
heey] J0 1 doz. Cloth Brushes. 4.50 
: oe Fence Gun Loc ks, '100e. 6.00 
>pr. Shovel and Tongs, ‘ic. aie 5.64 
ad F LS $Cards Watch Chains, 75c......... 2.25 
2Cards Finger Rings, 7he.......... 1.50 
eur rm 1 doz. Snuffers, ea., 100c. 300c...... 4.00 
I os nay Se ag eee: sh0e, seat anes 3.50 
Les 6 doz. Tin’d Lron Spoons, 1000 ie ands 6.00 
* /. VO ; 5 ym ¥ ee a ea ah a. heal te ae dc 12.00 
; % Card Spurs, $11 20/100............ 5.60 
othe OX '%, doz. Snuf€ Boxes, 190c............. Db 
1 Buneh Beads, ea., 100c. 167c...... 2.67 
A AY/) \%, doz. Shell Combs, ea., 600c, 1200. 9.00 
v4. : 4, doz. Bread Baskets, 800c.......... 4.00 
ae ee ee eee 1.00 
‘: 4h, Jl | 5 Bee SS "ons ch aeseoeseececes 4.00 
=— pcm naa tty ea., 425ec. 750c..... 11.75 
ee J doz. Inkstands, ea., 150c. 210c...... 3.60 
oa 4, BY ie B Bt Pe asc ccccceccccccess 87 
: % doz. Morocco Pocket Books, 700c... B.b0 
ix & > 4 1 gro. Steel Knitting Vins, 160c., 2 Ibs. 
; : iron Knitting Pins, 40c........ 2.40 
b 1% Gro. Cast Knives and Forks, 800c.. 4.00 
4 o/12 gro. Desert Knives and Forks, No. 
3 - 2339, NS Shier nh 66 oe woe e a 4.50 
y as eftts As Buck Table Do No. 1171B 
« D.Z5 : al 144e. ee eee 5.76 
a's und. Gun Flints, 100-1 doz. Thumb 
» Ao Latches, 120c...............-0. 4.20 
5 pr. Stirrup irons, 340c., 1 doz. Scis- 
Zt 2 CE 6 dwn se b66K8s.% 600 20.00 
Sabie sat 3 doz. Buck Penknives, 400c......... 12.00 
2 doz. Buffalo Penknives, 6.40 
- 3. SY | 1 doz. Troy Combs, ea., 24%4-187L, 2%- 
; 225, 2%-237L, 3 2/8-267........ 9.17 
a O Z 4 gro. Brass Jews Harps, 450c....... .25 
ae Il gro. Shoe Tax, 200c, 2 doz. Com- 
modes, 150c. SE ee ae ee 5.00 
Y. 1 doz. Pocket Glasses, 100c., % doz., 
cg, Oe Pocket Glasses, 125c........... 1.62%, 
a; 2doz.Thumb Lancets, 220c.......... 4.40 
2 ae 5.00 1 doz. ate Locks, 220c, 1 card Beads, 
ee a ee ee ak oe Oe a 0.0 OR od 3.45 
: 3 gro. ‘ia I I gd nie be hee O08 6.00 
“Se Is 2 doz. Chest Loc ks, ee q.an 
; uy doz. Burning Glasses, ee 62% 
A e: 1 doz. Combs, ea., 43c., 56c., 60c., 60c. 
LF wee I 3.26 
1% doz. Combs, 200c., 1 doz. Combs, 
i fi 175e. eee wet et one CoC CORO BAe ee 8 4.9% 
+ A ci! 1 card Glass Seals, eu., 100c., 200c. 3.00 
EE Ee ae 1.00 
Ly 10 doz. Hat Buckles, 12! eae 1.25 
38 1 Rule, 120c., % doz. Ink Posies: 100c. 1.70 
3 gro., ea., 70c., 85c., 1 and 1% in. 
A ap | | ENP ST ST eT ere Tere 4.65 
; 2 doz. Enameled Cloak Pins, 225c.... 4.58 
2 doz. Tooth Brushes, 60c........... 1.20 
Fe EE ee 1.10 











A 115-Year Old Bill of Goods 


ware Invoice Dated 1853,” appearing in 

HARDWARE AGE July 16, W. D. Biggers, sec- 
retary and general manager of the Continental 
Co., 1323 Book Building, Detroit, Mich., has sent 
us the 115 year old bill of goods illustrated on 
this page. 

In his letter accompanying the historical docu- 
ment, Mr. Biggers says: 

“Recently in the HARDWARE AGE, I noticed a 
copy of an invoice dated 1853. 

“Tnelosed I hand you an invoice dated Phil- 
adelphia, Nov. 7, 1810, one hundred and fifteen 
years old. My grandfather, Mr. Samuel Lowry, 
was in the hardware and general merchandise 


A S a result of an article, “Historical Hard- 


business In Cincinnati at that time. He did most 
of his buying in Philadelphia and New York City. 
He crossed the mountains from Cincinnati to 
Philadelphia once a year to do his buying. 

“You will note on the invoice of 1853 that tea- 
spoons were priced at $2.50 and $3.50 per gross 
and on the invoice of 1810 they are priced at 
$1.00 a dozen or $12.00 per gross. You will also 
note on this invoice that inch screws were priced 
at 70 cents and 1'4, inch screws at 8&5 cents a 
gross. 

I thought possibly you would be interested in 
this document. I have several other invoices be- 
sides the one I am mailing you of from 110 to 115 
years old and most of them from Philadelphia.” 
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IFTEEN years of black and red calender 
days had been torn off by Father Time 
since Jim and Al Winthrop had gone into 
the hardware business. And now Destiny, after 
several previous attempts to bring them to- 
gether, had finally relented and sanctioned a 
meeting. So a train was taking Jim, now. pro- 
prietor of a hardware store bearing his name 
in a fairly good-sized Eastern city, to visit his 
twin brother at Brixton in the Middle West. 
Jim and Al had parted looking as much alike 
as the proverbial two peas in a pod. As they 
met on the station platform at Brixton, both 
were startled by the great changes in the 
other’s appearance. Now Al had plenty of 
facial bulge over which to spread a smile and 
carried an over-size waistline to go with it. 
Jim was the opposite extreme. He was thin as 
skimmed milk and his solemn face seemed too 
set for a real smile. 
Their greetings were spontaneous and broth- 
erly, but each paused afterward to give the 
other the once-over. : 















Al and Jim—The Hardware Twins 
When Jim met his twin brother, Al, after 15 years, he held Bull Luck re- 


sponsible for Al’s big waistline and general air of prosperity—but he 
changed his mind when he saw AI in action. 


“You look as though luck had been pretty 
good to you,”’ Jim commented to Al, as the lat- 
ter led’ him to his newest model coach. He 
stared at it admiringly and added: “Whew! 
You must have made some money to have a car 
like that. I can’t afford one. And I don’t see 
how anybody else can—in the hardware busi- 
ness.” 

“Yes, I guess I’ve been a little lucky,” Al re- 
sponded. “Some hard work too, of course. And 
say, you couldn’t pull me out of the hardware 
business with a tractor. I like it.” 

Jim gulped in dismay. 

Meanwhile Al was hailed by friendly voices 
from all sides as they drove through the main 
street of the town to the former’s store. The 
size of the establishment took Jim’s breath 
away. It was two stories high and nearly 75 
yards long. Everything about its appearance 
—_ as cheerful and up-and-coming as Al him- 
self. 

“What’s the size of your town?” Jim asked. 
(In their infrequent communications with each 
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other down through the years neither had 
shown any ability at shooting statistics.) 

“We call it 6,000,” Al said. He lowered his 
voice. “But the truth is it’s only about 5,000.” 

“Ts that all,” exclaimed Jim, somewhat dis- 
dainfully as he allowed a frown to show in his 
pinched face. “Why our Centerdale has 25,000 
people.” 

“‘And no doubt your store is five times as big 
as mine,” commented Al pleasantly. “I hope 

“It is not,” responded Jim. “In fact it isn’t 
—er—dqulite so large.”” Jim knew he was cover- 
ing up the facts a little; his store was only 
about one-third as large as Al’s. In alibi he 
added: “Back East there are so many factors 
working against us that if one stays in busi- 
ness at all he’s doing well. We have chain 
stores, cut-pricers, canvassers and a million 
other enemies which I’ll bet you don’t have to 
contend with.” 

“Well, it hasn’t been all fun out here either, 
Jim,’ was the comeback and as they sat in the 
coach at the curb Al pointed across the street. 
“That chain store over there is far from 
asleep.” 

For the first time Jim noted the chain store. 
He was surprised. It was half as large as Al’s 
store and twice as large as the chain store op- 
ogg his own establishment back in Center- 
dale. 

“Besides,” Al went on, “the mail order fellows 
keep up a continuous bombardment of the com- 
munity for miles around here. Many cut-price 
fellows have opened up too in the past few 
years, but I’m afraid they’ve found the going 
tough. At least none of them have stayed 
long.” 

They went inside Al’s store. 

Just beyond the door a salesman was bidding 
a customer farewell. ‘Say, George,” declared 
the salesman, “before you go look over those 
hammers on our special table.” The salesman 
pointed to an attractive table display of ham- 
mers near the door. 

The customer picked up one of the hammers, 
brandished it to feel its balance, looked over its 
head and claws. “Just what I want,” he said, 
and promptly purchased it. 


Al greeted the customer cordially as he left. © 


He responded with beaming face. 

“Of course, you have something like that 
near your front door,”’ Al asked Jim. 

“Well, not all the time,” Jim replied. “I 
don’t have much chance to fool with such 
things.” 

Al looked at him in surprise. “Jim, I rate 


this table idea as one of my best Extra Profit 
salesmen. Besides, it’s the greatest thing I 
ever found to keep customers friendly.” 

“Extra Profit salesmen? What do you 
mean ?” 

“Well, you know the difference between a 
good, profitable business and an ordinary busi- 
ness often lies in the fact that the former 
makes extra profit on things it pushes that 
would not otherwise sell. I’ve found that while 
regular business brings a living, it’s those 
Extra Profit articles that give the small addi- 
tional volume that converts the business into 
a very profitable venture. 

Jim was puzzled. “Do you really mean that 
selling a few articles like that makes the differ- 
ence between just a living and big profits?” 

“Yes, siree! That additional volume makes 
this business surprisingly profitable. Why, man 
the profits from our table idea alone—you see 
we have a similar table at the other two en- 
trances—average $15 to $25 a week. Of course 
we don’t always sell hammers. Sometimes it’s 
lanterns, sometimes it’s thermometers. In fact 
we give most of our stock that can be shown 
that way achance. But it is always something 
useful and popular. We call customers’ atten- 
tion to the articles individually by having a 
salesman accompany each customer to one of 
the doors for a farewell greeting and inciden- 
tally asking the customer to look over some 
item on the tables.” 

Inwardly Jim was doubtful. 

“Two or three times out of five the customer 
buys one of the articles featured,” Al went on. 
“Ratio worth going after—don’t you think?” 

Al pointed a few paces down-the aisle. In 
the center of it were numerous small articles 
marked at 5 and 10 cents. 

“You dabble in 5 and 10-cent stuff?” Jim 
asked ratherzincredulously. 

“You bet!” Al clapped his plump hands for 
emphasis. “We always keep those tables well 
filled with knicknacks. People walking by pick 
out one here and there. You’d hardly believe 
the amount of extra, profit these ever-selling 
articles bring us in the course of a year. 

“The 5-and-10 items, the door table articles, 
also others displayed about the store—they are 
articles that people might buy somewhere else 
if we did not put them out where they can 
grab ’em.” 

“Well I’ve stuck more to straight business,” 
said Jim in a tone half confessional. He didn’t 
add that tucked away on his shelves were scores 
of such articles that he might have moved by 
Al’s methods. 











Next Week—Another Al and Jim Story 


You will find some real, practical merchandising information as a background for 


next week’s whimsical installment of the ‘“‘Hardware Twins.” 


Watch for it! 
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L. W. Hartsig on Early Days in the 
Hardware Business 


About thirteen years ago the editor of Harp- 
waRE AGE had a hunch that a series of articles 
on the question of how to sell builders’ hardware 
at a profit would be of value to the retailer, the 
jobber and the manufacturer, and he began look- 
ing for someone to write such a series. 

A number of names from different sections of 
the country were suggested; name after name was 
eliminated, until the final choice was made. Lew 





L. W. Hartsig 


W. Hartsig of Chicago was chosen because he 
had the reputation of telling all he knew upon any 
subject. 

He certainly told all he knew about builders’ 
hardware, and it was of interest and value to 
everyone employed in this most intricate and dif- 
ficult part of the hardware business. If you are 
fortunate in preserving the back numbers of 
HarpwarRE AGE you will find a picture of Mr. 
Hartsig as he looked in 1913. You will also 
find a few introductory remarks as a preliminary 
to his work. 

He greatly emphasized the necessity of 


Our Readers’ F orum 


gen. No, I was too young 


“standard details to which standard hardware be 
applied,” the scale drawings of which were placed 
adjacent to the subjects covered. 

Thanks to the campaign made by Harpware 
AGE, these details are now accepted as standard 
by all architects, millmen and builders’-hardware 
manufacturers. 

Lew Hartsig is now connected with The Ameri- 
can Enameled Products Company of Chicago, 
manufacturer of “Sno-Wite” porcelain enameled 
bath-room trimmings. 

Below is a letter he has written for our Readers’ 
Forum, which deals with his early experiences in 
the hardware business. 





BOUT a year ago I read in your 
A well-appreciated organ a story of a 
—(one kind of goods in a window- 
show)—claiming for New England _ the 
glory of being the originator of this idea. 
This has rankled in my heart for a year. 
You are wrong. The glory belongs to my 
good old home State, Michigan, and that 
grand city, Detroit. 

I am now sixty-two and one-half years 
old. July first, in 1878, I started to work 
for M. Limbach, the oldest Woodward 
Avenue hardware store in Detroit. ‘The 
BOSS always wore a Prince Albert coat and 
a plug hat. I was ambitious; I wanted to 
trim the windows—to sell Nettlefold and 
Chamberlain screws made in Birmingham, 
and wrought butts and bolts made in Solin- 
was given the use 
of a little red Junior wheelbarrow and sent 
down to the wholesale houses on Wood- 
bridge Street after horse-nails, horse-shoes 
and other items; too many to mention. 
Streets paved with cobblestones, sun shining 
hot;—couldn’t push my laden barrow up- 
hill over the cobblestones ;—city ordinance 
prohibiting use of sidewalk by vehicle ;— 
wheelbarrow’ especially mentioned as 
vehicle;—I broke the law;—friend police- 
man took me to the station ;—telephone just 
installed in the station and in the Wood- 
ward stores. The Boss, called down to the 
station, was fined one dollar in silver by the 
sergeant. He was near-sighted, and 
couldn’t see the gleam of pleasure in the 
officer’s eyes. I always will remember the 
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kindness of the Boss;—he told me to al- 
ways use the shady side of the street. Next 
day, was caught again;—taken to the sta- 
tion;—Boss called by telephone ;—fined two 
dollars in silver. The Boss liked me;— 
wouldn’t fire me;—sold the little red wheel- 
barrow ;—wouldn’t let me trim the windows. 
I met Mr. Beard, who also wore a plug hat; 
—on the road for Sargent & Co.;—also met 
Mr. Schmidt of Boker & Co.;—changed my 
mind ;—wanted to go on the road and wear 
a plug hat;—quit my jJob;—went next door 
to T. B. Rayl & Co.;—sold drills, planes, 
screws and bolts. One day I listened in;— 
heard T. B. tell Dud;—bought big stock, 
every size, lag screws and machine bolts ;— 
not moving—. Next day T. B. said to me, 
‘Lew, you trim the windows.” Hurrah! 
At last I could commit a revolution. I 
washed the two windows in and out;— 
brushed down the dead flies on wall and 
ceiling ;—noticed a dead fly on the red-flan- 
nel covered floor of the window move about; 
—enlarging glass showed hundreds of mi- 
nute young flies crawling out of the body, 
(this is the truth, so help me) ;—went down 
in the basement;—gathered one each of 
every size lag-screws;—placed them in 
graduated order on floor of window;— 
trimmed the other window with machine- 
bolts in like order. T. B. came down late 
that morning; surprised at crowd in front of 
window;—listened to comments of the 
gazers;—none in praise;—all condemned 
me ;—fool—crazy—disgrace! I hid myself 
—so T. B. could not see me—but watched 
him as he pushed his way up to my window; 
—my heart missed many beats, then went 
racing—because of the smile that broke 
through his whiskers;—T. B. told Dud to 
go out in front. 'T. B. and Dud had many 
2 laugh on me that day. 

BUT!—next morning;—THE DErtROoIT 
I’ REE Press ;—on the front page ;—gave my 
windows a whole column write-up gratis; 
it cost us nothing. ‘The man who wrote it 
was C. B. Lewis, known to fame as M. 
Quad, the writer of “The Lime Kiln,” and 
“The Bowser Stories’;—he was a mind- 
reader ;—he ended his story with the com- 
ment, “if you want a lag screw or a machine 
bolt, don’t go anywhere else; go to T. B. 
Rayl & Co., because this window exhibit 
tells the passer-by that every size is carried 
in stock.” All this happened forty-five 











vears ago. I will remember ‘TT. B. as long 
as I live. He and Dud came down to- 
gether that morning ;—Dud said to me, “So 
you put it over, huh /—How old are you?’ — 
‘Seventeen years,’ said I;—T. B. said, 
“Old enough to shave. Here, take this pair 
of ivory handled Rogers razors in morocco 
case, and every time you shave, think of me.” 
A wise man indeed ;—how can I forget him; 
—-am using these same razors every morn- 
ing. ‘T. B. is gone to his reward—a rich 
one—his life when with us was full of kindly 
acts. C. B. Lewis is also gone, but we of 
the passing generation loved him; yes, mil- 
lions of us loved him for the bubbling humor 
that filled us with happiness. 


(Signed) Lew W. Harrsia. 
P. S.—The writer recently had occasion to 
talk to Steve, (you know Steve of Lake 
Street, Chicago). He has the habit of 
swatting flies—puts in too much time 
swatting flies;—told him my fly story. 
Steve looked me in the eye and said to me, 
“Lew, that’s a darned lie!” Darn it, Steve’s 
known me for thirty years;—I’ll never tell 
him another story! L. W. H. 








An Appreciation of Saunders Norvell’s 
Article on English Conditions 


$¢ HE writer was very much interested 
in reading Saunders Norvell’s ar- 
ticle on conditions in England, not 
only for the information it contained, but for 
the good words which he spoke for that 
country as well. 

“If more writers would take this same 
attitude on International relationships, it 
would do much to improve the feeling be- 
tween the two countries. I was more 
pleased as I had just finished reading an 
editorial in your “Daily News” in which they 
rubbed it into England quite strongly be- 
‘ause she had objected, to some extent, to 
France and other countries getting more 
favorable terms than she was being allowed, 
from your country. I did not like the tone 
of the article and it seems to me that some of 
your journalists try very hard to keep old 
grudges before the people.” 

(Signed) G. V. Wuirer, 
Sumner Co., Ltd., 


Moncton, N. B. 
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An American Hardware Store 


in Mexico 


ESS than five years ago a cream separator 

in Mexico would have been as much of a 

curiosity as a fur coat in the Sahara 
Desert. Stretching this period of time back 
only a few more years, the same might have 
been said of modern farm equipment. Today 
in the State of Chihuahua, especially, there is 
a fast growing demand for up-to-date farm im- 
plements, and a cream separator there now no 
longer excites comment. 

On Aug. 1, 1921, the Myers Co., whose head- 
quarters are in E] Paso, Tex., opened its sixth 
branch store in Chihuahua City, Mexico, with a 
stock of farm machinery and wagons. At first 
business was rather slow, but after the intro- 
duction of a few modern farm implements the 
native farmers soon caught on to their advan- 
tages and this branch of the business has grown 
beyond all expectations of the company’s offi- 
cials. In no small measure the success of the 


business may be attributed to the Mennonite 
Colony, of about 6000 farmers, located about 
80 miles from Chihuahua City at San Antonio 
de Arenales, an excellent farming country. 
The farmers composing this colony migrated 
from Canada some four years ago, bringing 
with them modern farm machinery and blooded 
livestock. The Mexican farmer, who is today 
more wideawake than his predecessor, was 
quick to see the advantages of farming under 
modern conditions. 

Another very important matter concerning 
the improvement in farming methods in Mexico 
is the help obtained from the Mexican Govern- 
ment. The government now has several men 
in the State of Chihuahua who are thoroughly 
trained in agriculture, and these men spend 
their entire time in visiting different sections 
of the State assisting tillers of the soil in 
getting the best results in farming. This 
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naturally means that the best agricultural im- 
plements are recommended. 

In addition, the Myers Co. also has a trained 
salesman who visits the territory, making 
demonstrations wherever necessary. All clerks 
are also familiar with the use of each farming 
implement sold, while J. Hise Myers, manager 
of the Chihuahua City Branch, is not only an 
experienced salesman of farm machinery, but 
also speaks Spanish as well as his Mexican 
customers and is as familiar with their prob- 
lems on the farm as they are themselves. 

As the implement business increased there 
came such a demand for a complete line of 
hardware that the company secured a location 
and constructed its own building to house both 
the agricultural implement and hardware de- 
partments. This building, which was occupied 
on January 1, of this year, has a frontage of 
50 ft. on Libertad Street, the main business 
thoroughfare of the city, and extends through 
the block to Victoria Street, giving it entrances 
on two streets. It is of reinforced concrete 
construction and well lighted. Disregarding 
the usual custom in Mexico of installing rolling 
steel shutters in the front, plate glass windows 
were put in, and these are kept well lighted 
throughout the entire night. Electric current 
is comparatively cheap, being furnished by a 
large hydro-electric plant some 85 miles distant 
from Chihuahua City. The company’s officials 
figured that a well-lighted store interior at 
night was better protection against burglars 
than steel shutters, and at the same time the 
front windows have proved invaluable adver- 
tising helps. 

In this connection the Myers Co. recently 
started the introduction of electrical household 
devices. Formerly there was only intermittent 
electric service in Chihuahua City during the 
night, but since the operation of the hydro- 
electric plant mentioned, there is available cur- 
rent the full 24 hours of the day. The Mexican 
housewife, as a rule, is entirely ignorant of the 
employment of electricity in the home, other 
than for lighting purposes, and it can well be 
imagined that more than ordinary salesman- 
ship is required on the part of the store’s em- 
ployees to make this particular line profitable. 
The secret lies in service rendered; the clerk 
must at all times be able and willing to demon- 
strate an appliance, and in some cases it was 
found necessary to visit homes for this pur- 
pose. 

The Mexican hardware salesman’s work is 
more complicated than that of his American 
brother. For instance, there is a dual system 
of weights and measures with which to contend. 


HARDWARE AGE 


Nails, for example, are sold by the metric sys- 
tem, or at so much per kilo instead of per 
pound. Meters and centimeters take the place 
of feet and inches, although some American 
customers insist on sticking to the English sys- 
tem of weights and measures, thus requiring 
considerable expert figuring on the part of the 
clerk. Another essential requirement is that 
the clerk must speak both Spanish and English 
in order to successfully serve the trade. 

Strange as it may seem to Americans who 
knew Mexico ten years ago, but who have not 
been back since, there is a fast growing demand 
for cooking stoves. Oil and gasoline stoves 
lead, although there is a growing demand for 
cast iron wood stoves. This does not mean that 
the Mexican housewife has abandoned the oven 
that has been a built-in feature of homes in 
Mexico for centuries, but the stove seems to be 
used in many homes mostly as an auxiliary to 
the oven, where quick meals are desired, and 
also in the homes of the poorer classes whose 
homes have no ovens. 

In the sale of paints it was found that only 
the well advertised American brands could be 
readily disposed of in Mexico. Along this line 
Mr. Myers called attention to the fact that 
illiteracy is fast disappearing im Mexico, and 
this aids materially in advertising by the 
printed word. However, a distinctive trade 
mark is probably a more valuable asset in 
Mexico than in the United States, as far as 
the sale of reliable goods is concerned. 

Considerably difficulty was experienced at 
first when glass was added. Frequently pieces 
had to be cut to order, and unless the customer 
was a carpenter, he or she, would almost in- 
variably measure the opening with a cloth tape, 
or in many instances. bring in a piece of string 
with knots showing the size wanted. So much 
trouble was experienced in cutting glass to 
measurements taken in this way that an iron- 
clad rule was adopted that all openings must 
be measured with either a steel tape or a 
rule. This is seemingly a small matter, but 
since the rule was adopted much trouble has 
been avoided. 

A plan employed by many American mer- 
chants, but not generally adopted in Mexico, 
is that of marking all goods plainly with the 
selling price. , 

In addition to the Chihuahua City branch, 
the company has retail stores at Hatch, Las 
Cruces and Cloudcroft, N. M.. and at Fabens, 
Tex., all of which carry a full stock of hard- 
ware as well as farm implements. H. L. Bir- 
ney, with headquarters at El Paso, Tex., is 
general manager of the firm. 








Don’t Try to Push This Train Off Track 


Ody railroad men will tell you of the conceit of the skunk. A cow will at times get in the 
way of trains because she does not know any better. She is just plain stupid. But not so the 
skunk. So much confidence has it in its ability to stop all comers with its terrible smell that it will 
resolutely and purposely stand its ground against the tons of momentum of on-rushing locomotives. 
There are many merchants in the retail field who have much in common with the skunk. Even 
though they are keen enough to realize the irresistible power behind the train called Advertising and 
Advertised Goods, they choose to stand up against it and try to fight it with the relatively inadequate 


merchandising powers at their command. 
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How the Small Town Merchant 
Can Retain Local Trade 
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HE average merchant is strong on alibis. that can be said of the new conditions is that 
Whenever there is a falling off of his busi- it has put the man in “Pumpkin Center” in 
ness, he is apt to place the blame on some closer touch with his brother in New York or 
condition outside his store and admit himself Chicago until their habits, ideals and require- 
powerless to cope with it. The prevalent use ments are identical. With this change has 
of automobiles seems to be the most popular come an evolution in merchandising in the 
alibi, especially with the retailers in the smaller small towns and now the store on Main Street 
towns—“automobiles,” he claims, “have made must carry a similar stock and use the same 
it possible for customers to go to larger centers methods as in the large cities to be successful. 
to do their buying; automobiles have taken all A good example of what the small town mer- 
the ready cash out of the country; automobiles chant can accomplish in spite of the compe- 
have disrupted the home life of the commu- tition of larger towns can be found in Hancock, 
nity ; automobiles are responsible for the crime Minn., a town of about 700 population, located 
wave,” and so on indefinitely. only eight short miles on a concrete road from 
Perhaps some of the charges against the Morris, a progressive little city of 3000. R. L. 
automobile have some basis and it is certainly Stebbins, manager of the Stone-Stebbins Hard- 
to be admitted that with their advent living ware Co., in Hancock, for the past 25 years, 
conditions and buying habits of the public have admits that his store has changed but says, 
changed. The fact remains, however that “With all the changes, human nature stays 
automobiles are here to stay and a good many the same and the store that courteously and 
dealers have found that by adapting them- efficiently serves the needs of a community will 
selves to the newer conditions, business goes have a prosperous business.” 
on even better than before. While the easy With this creed in mind, Mr. Stebbins has 
transportation has undoubtedly made it pos- overcome the ““bug-a-boo”’ of his customer go- 
sible for people to go from the smaller to the ing to the larger town via automobile, by study- 
bigger towns it has also made it possible for ing the wants of his community and catering 


them to come from the more remote districts 
to the smaller centers. About the worst thing (Continued on page 79) 
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In a big hardware store in Virginia, a store 
that carried a fine stock and sold at reasonable 
prices, I found customers few and far between 
and I wondered why. After going there a 
few times to make purchases I discovered the 
reason. The salesmen were slow. It took me 
an hour and a quarter to buy $2.50 worth of 
goods, with no rush of trade and no difficulties 
about selecting the items bought. I found that 
it was proverbially said of that store, “It takes 
a week to get anything at Blank’s.” 


* * * 


I think there sometimes develops an at- 
mosphere of deliberateness in a store where 
nobody initiates energetic action. The em- 
ployees in such a store may not mind, but when 
they come to seek positions elsewhere or when 
they try to start in business for themselves, 
then that habit of slow action will be a serious 
handicap. 

+ * « 

A billion dollars a year is said to be the total 
fire loss in America. Without doubt hardware 
stores stand their share of the loss through 
their own fires and through helping pay the bill 
that fires impose on all of us. 

In a single town, just during my stay there 
of six months, the two largest and most im- 
portant hardware stores burned up. One of 
the best things a hardware store employee can 
do is to make sure that he in no way, by care- 
lessness or otherwise, contributes to the possi- 
bilities of fire. The fire in the store is more 
often the fault of the employee than of the 
boss. 

*x * + 


The politicians don’t like a man who won’t 


Can you be natural and easy in sug- 
gesting to a customer further items you 
Or do you 


think may interest him? 
make hard work of it, so he can see the 
wheels of effort go around and hear 
them grate and grind as you try to get 
results? If such salesmanship is hard 
work, it is probably because you do not 
practice it enough to become proficient. 





stay put. They prefer the type whose attitude 
on any subject they can always determine in 
advance. I don’t applaud very much the man 
the politicians like, but I like to be able to 
determine where a man stands on matters of 
principle, and I wouldn’t want to work for a 
hardware dealer who never thought twice alike 
about the principles and management of the 
business. I believe, before hiring to a hard- 
ware merchant, the retail salesman ought to 
find out more about him than how much he 
pays per week. 
+ * © 

Oh, a Grandfather Man is a man satisfied 

To do business like grandfather did. 
His store’s like it was when grandfather died; 

His stock is most of it hid. 


Now, who wants to be a Grandfather Man 
Or work for one of that kind? 
Not you—not I. That isn’t our plan. 
We'll hire to someone who’s up with the van, 


To the most progressive we find. 
* + * 


It is pretty important that a fellow take in 
about so many baseball games during the sea- 
son, but he ought to show a little consistency 
in asking for extra time off for the purpose. 
When a fellow is always ready to ask for extra 
time off and never ready to put in overtime 
on, he has a distorted idea of what is fair and 
reasonable. 

” + aa 

The salesman who said, ““We’re all out of rat 
tail files, but we’ve got some good hedge 
shears,” showed the same kind of sense that 
was exhibited by the man =ho wrote of the 
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death of a mother, saying, “The hand that 
rocked the cradle has kicked the bucket.” 


* * * 


Can you be natural and easy in suggesting 
to a customer further items you think may in- 
terest him? Or do you make hard work of it, 
so he can see the wheels of effort go around 
and hear them grate and grind as you try to 
get results? If such salesmanship is hard 
work, it is probably because you do not prac- 


tice it enough to become proficient. 
* x * 


A steel range pedler tells me he can call on 
fifteen prospects a day in the rural districts 
among farmers, with the assurance of averag- 
ing one chance in ten for a demonstration. He 
says it takes him not more than two minutes 
to find out, from talk with the prospect, 
whether that prospect can be induced to allow 
a demonstration. 

These fellows sell ranges despite the handi- 
caps that attend their house-to-house method, 
and the difficulty of getting permission to dem- 
onstrate, and the inferior quality of their prod- 
uct. I wonder what percentage of women en- 
tering your store would consent to inspect your 
ranges if every entering customer were asked. 

* * ” 


Are you asked sometimes to do collecting for 
the store? Probably you don’t like the work, 
eh? Call it medicine and take it because it’s 
good for you, if for no other reason. If you 
are ever going into business for yourself you 
need to know how to collect bills, and the best 
way to learn how is by experience. Collecting 
teaches a fellow persistence. It teaches him to 
look for opportunities. It teaches him about 
human nature. Cyrus H. K. Curtis once when 
a youth collected an account from a dancing 
master by persisting in calling on him at 5 
a.m. If tricks are justified in any trade it is 
probably in collecting. 


* * * 


I can promise you that if you will devote one 
hour per week systematically to reading this 
paper you will benefit by it to the extent of a 
great increase in ability ina year. The benefit 
will not all come from what you read in HARD- 





WARE AGE, but from the formation of the habit 
of reading business literature. Make a start on 
such reading and pass up the “Mushy Stories” 
and the “Hollywood Hop” type of magazines, 
with bathing beauty covers and literary sewer 
contents, and you will soon be on your way to 
something worth while. 

*K * * 


“It’s none of the boss’ business what I do 
outside of store hours,”’ Charles told me, when 
it had come to his ears that his employer had 
commented unfavorably on his_ nocturnal 
habits. 

“And yet, Charley, my boy,” I said, “if the 
way you spend your outside time interferes 
with your doing his work efficiently, your off- 
duty habits are costing him money. Would 
you rather he would just dock your pay and 
say nothing?” 

2k * * 

If you are going to wear a flower in your 
buttonhole, wear a smile on your face. A but- 
tonhole bouquet and a grouch go together about 
as well as a tombstone and a jazz band. People 
like to do business with cheerful retail sales- 
men and in a cheerful store. They will like the 
flower and they will like the smile, and if your 
cheerfulness is equalled by your good sense, 
they will come back. Otherwise not. 

* * * 


I walked into a store the other day and stood 
by the counter waiting for someone to come 
and wait on me, and I could overhear the sales- 
man who was in sight complaining to an ac- 
quaintance that he didn’t like his job. 

“T ain’t getting a cent more than I got when 
I first came here,” he was saying, “and I’ve 
been here over a year. The boss is away now, 
and when he comes back I’m going to tell him 
he’s got to get a man in my place or pay me 
more money.” | 

I must have exhibited an interest in the con- 
versation because the fellow looked at me and 
lowered ,his voice, and I didn’t get the rest of 
what he said. Curiosity took me back to that 
store a couple of weeks later. The boss was 
back but the employee was nowhere to be seen. 
No gloom visible on the face of the boss, either. 
















A Good Fish Hook Display 


playing small fish hooks, cotter pins, 
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\ SIMPLE, inexpensive method of dis- 


tacks, etc., is an ordinary biscuit tin, 
placed on the wrapping counter. The Boyle 
Hardware Co., Ogden, Utah, uses one of 
these for this purpose, and according to 
John Klemke, Jr., manager of the store, it 
has enabled the firm to dispose of a substan- 
tial volume of small items of this type with 


surprising regularity. 
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Between the Mill Stones 


By Hamp Williams 


that if millionaires in this country 
never died most of us would become 
paupers and eventually a few men would own 
and control everything that is worth while 
and we would all be working for them what- 
ever they would be willing to pay. Outside of 
being relieved of their increased power by 
death we have another remedy which is not 
quite so quick of action and takes longer to 
do the work; yet it is sure and that is 
“Taxes.” Our Government is making in- 
roads on their fortunes right along, but the 
trouble is the more the Government takes 
from the millionaires the more he takes from 
the people, so it looks like between the Gov- 
ernment and big business it is only a ques- 
tion of time until most of us will be hired to 
the Government or be working for the very 
rich, and as I see it if a millionaire did not 
die occasionally we would be blown up. 
What the syndicates can’t trade us out of 
the Government takes away from us in 
taxes. 
There are more people working for 
Henry Ford than any other man living, but 


Heist just about made up my mind 


‘he is adding to our producing power as well 


as to our pleasure. Next to him is a com- 
bination of millionaires, the Oil Syndicates, 
and they give us something for our money; 
but the price we pay just now for the privi- 
lege of living with Uncle Sam, who we are 
glad to say never dies and never will, unless 
he commits suicide, is too great, and the 
more the Government taxes big business the 
greater toll big business demands of the 
people. We pay our taxes and then we help 
pay theirs. 

Farmers of this country made 4% on 
their holdings last year. The Retail Hard- 
ware men made less, and still the Govern- 
ment is doing everything it ean in the way 
of advice to help the poor farmer. The 
average farm in this part of the country is 
worth less than $5,000. Do the small 
farmers make 4% net? No, they are like 
us small retail hardware dealers. ‘They 
make nothing. A lot of men bought farms 
in this country in 1919, paid part cash. bal- 
ance on time with interest at the rate of 8% 
per annum. How long will it take them to pay 


these farms out on a basis of 4% net in- 
come, if they make it, as against 8% interest 
which they are paying, crop failures, 
drouths, floods, boll weevil, etc., to be 
reckoned with? The 4% net made by the 
farmers in 1924 does not apply to this sec- 
tion. We helped bring the average down. 
While the big planter made 8% and more. 
There were enough small farmers who made 
nothing and less than nothing to bring. the 
average down to 4%. People cannot live 
on a general average. If they were all the 
same size financially, mentally, and phy- 
sically, they could. ‘The large farmers with 
money to buy machinery and stock make 
maybe 8% or more net, while the small one 
and two horse farmers make nothing but a 
poor living. ‘There is where the Govern- 
ment gets a general average. Looks all 
right on paper, but it is damn poor con- 
solation to the man who is making nothing 
and only serves to bring down the average. 

It is the same way in the retail hardware 
business with an average profit of 3% net. 
This general average will be increased to 
both farmer and merchant, Just as the one 
and two horse farmer plays out and the 
small retailer is devoured by chain stores, 
catalog houses and peddlers. 


If we are to help increase the general 
average we should begin at the bottom in- 
stead of the top. We are too much in- 
clined to go into big ‘stores and recommend 
systems of accounting, buying, financing, 
departmentizing, and other things that the 
small one, two, and three horse stores can- 
not use. 

What is wrong and where is the remedy? 
The remedy is with the people. Politics? 
No, not politics, but rotten politics, not all 
corrupt, but just enough Tea Pot Domes, 
crop speculations, vote buying, ignorant, 
and disreputable officeholders in both State 
and National Governments, to keep us 
down to a low average. 

If it were not for the enormous supply of 
natural products—which we are consuming 
rapidly—and the immense production of 
farm and factory each year we wouldn't last 


long. 
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Russia 





A Nation of Enormous Wealth Pledged to the Task of Overturn- 
ing the Governments of the World 


The First of Three Articles 


By Saunders Norvell 


and since my return writing some serious and 
other not so serious articles for THE HARD- 
WARE AGE. 


| HAVE been amusing myself while in Europe 


* * * 


The big thought I have had in my mind since 
the Russian Revolution has been RUSSIA. The 
mystery of Russia and what Russia means to the 
future of the world has been constantly in my 
subconscious mind. Whether I especially notice 
things about Russia because I have been thinking 
of Russia or whether it is a coincidence, it does 


seem that from time to time the influence of” 


Russia reaches out through various channels and 
touches my thoughts. 
* * 

Both in London and here in New York, I have 
been brought in direct contact with certain busi- 
ness representatives of the Soviet Government. 
When I was in London, Mr. H. Gordon Selfridge, 
formerly of Messrs. Marshall Field & Company, 
Chicago, and now the head of the famous depart- 
ment store in London, had just returned from an 
extended trip over Russia. His remarks in re- 
gard to conditions in Russia, while evidently very 
guarded and covering mainly the outward appear- 
ance of things, were, to me, exceedingly inter- 
esting. 

* a bo 

Then it was fate, a coincidence or an accident, 
that led to my meeting, here in New York, a very 
intelligent, observing young student who had just 
returned from a visit of a vear to Russia. He 
lived in Russian families. He came in direct con- 
tact with the working people. He even learned 
to speak Russian. His story of Russia was 
absorbing. 

* * a 

In the New York World, issue of Sunday 
Aug. 9, 1925, there is a long article by John 
L. Lewis, President of The United Mine Work- 
ers, on the subject of the Communistic or Red 
drive in the United States to make converts to 
Communism of the American union miners. I 
had always ignorantly supposed that the Union 
Mine Workers and the Communists made common 
cause—that they worked together—but apparent- 
lv from this article by Mr. Lewis, the Communists 
are recognized as dangerous enemies to the 
Union and the Unions are fully aroused and work- 
ing against Communistic propaganda. 

* * ” 


One day recently the secretary of a manufac- 


turers’ association called to ask us to join. I was 
surprised when he stated that the manufacturers 
of this country did not realize the kind or the 
amount of propaganda that was being broadcast 
among the workers in manufacturing concerns in 
this country. He laid before me Communistic 
papers that are printed and have a very large 
circulation in this country. I read these papers 
with the greatest surprise. I had no idea that 
the United States Government would allow such 
radical stuff to be printed. I asked the secretary 
of the association if the State Department knew 
what was going on. He smiled and answered— 
“Of course they know. They are keenly watching 
every move of the Communists in this country. 
Every prominent Soviet or Communistic leader 
is a marked man. They are fully aroused to the 
danger of this Soviet propaganda to our institu- 
tions, but they are’ working quietly, not only in 
this country, but in connection with the State 
Departments of other countries.” 
* 

Then I remembered when I was in London read- 
ing the discussion that took place in the House 
of Commons on the subject of the arrest and 
expulsion from England of certain Soviet agents. 
I remembered reading the speech of one of the 
leaders in the British Parliament in which he 
stated that the Soviet Government were spending 
huge sums of money in England. They had 
selected England as the most vulnerable capitalis- 
tic government for their point of attack. He 
stated—and the matter was printed broadcast in 
the British papers—that the Soviet Government 
was stirring up and financing the agitation among 
the peoples of China, India and Egypt, as well 
as financing the Riffs in Morocco. The object of 
the use of all this money and this energy was to 
overturn the so-called capitalistic form of govern- 
ment and to convert the world to Communistic 
ideas. 

* * aK 

Somewhere I remember reading that Napoleon 
Bonaparte prophesied that some day the whole 
world would become English or Russian. Curious 
prophecy! Now, as a matter of fact, there is a 
Titanic battle being fought on the world stage 
between the British idea of capitalistic govern- 
ment and the Russian idea of Communistic gov- 
ernment. It is the most dramatic thing taking 
place in the world today. It is the biggest thing 
in its far-reaching effects to the welfare of the 
world since the World War. It is strange, how- 
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ever, that with all these facts in the background, 
here in America the average, fairly well posted, 
intelligent American has not given the Russian 
situation any thought whatever. 

* * OK 

My purpose in writing these three articles on 

Russia is not to defend the capitalistic form of 
government, nor, on the other hand, am I advocat- 
ing Communism. All I am trying to do is to 
call the attention of the readers of this trade 
paper to conditions in Russia as they have been 
reported to me and to make certain general re- 
marks on this interesting phase of world eco- 
nomics. 

ok * A 

In the first place, let us compare Russia with 

the United States. The vast development in the 
United States has been the result of a very large 
population living in a continental country of 
extraordinary proportions, in one closely-knit 
geographical mass, speaking the same language— 
a wide country without any trade barriers such 
as are brought about by tariffs, Customs Houses 
and a difference in language. Note how closely 
the situation in Russia approximates that of the 
United States in the matter of geography, of 
language and of the absence of trade barriers. 

* cs *K 


The next reason for the rapid development and 
increase in wealth of this country has been our 
undeveloped resources in farming land, timber, 
mines, water power, gold, silver, coal, iron, oil, 
etc. 

Take the case of Russia. This country has tre- 
mendous resources of a similar nature that have 
hardly been touched. There are a long list of 
items valuable to civilization that are produced 
only in Russia. One of these is platinum and 
there are a number of other items not only in 
minerals but in agricultural products that could 
be listed. No one actually knows the resources of 
this big and mysterious country. No survey of 
these resources has ever been attempted. There- 
fore the student of world conditions is impressed 
with the boundless undeveloped wealth of Russia. 
She has the land, the wealth and a teeming popu- 
lation. Russia is destined to be a mighty force in 
the economical evolution of the world, either for 
good or for evil. 

K * 

Now, turning from material facts, let us con- 
sider some spiritual or intellectual facts that are 
just as, or more important. It is not so many 
years ago that all over this world people believed 
in the Divine Right of Kings. The monarchical 
form of government was taken as a matter of 
course. From the beginning of the world there 
had always been kings. Loyalty to the king was 
the basis of all government. To be disloyal was 
to be a traitor and the crime was punishable by 
death. The entire world thought that this was 
only proper and right. 

* x * 

For a while there was a so-called “Roman Re- 
public” but this form of government passed 
away and was almost forgotten. Then in the 


course of time in France certain radicals had the 
temerity to lift their voices against the mon- 
archical form of government. Here and there 
men questioned the principle of the Divine Right 
of Kings. Such men of course were looked upon 
as radicals and revolutionists. No one ever 
thought their teachings would amount to any- 
thing. However, time passed and what do we 
see in the world today? In most countries the 
kings have folded their tents and passed away. 
Great republics exist everywhere, both in the 
New and in the Old World. Now the point I am 
attempting to make is that this tremendous 
change in the form of national government has 
taken place, as history goes, in a comparatively 
brief space of time. It is also apparent to any 
student of history that the Communist of today is 
feared and despised as was the man who ques- 
tioned the Divine Right of Kings a little over 100 
years ago. They are and were feared bcause they 
propose to set up a new form of government. 
% os * 

In the old days the monarchists sang: “God save 
the King.” Then came the Marseillaise: ‘‘God 
save the people.’”” Now come the Communists and 
sing their International: “God save the workers,” 
and this song, the International, is scaring some 
of the European governments stiff. If all of us 
over here in the United States who are in love 
with our own institutions and who think our form 
of government is the best that the world has 
ever devised, knew the facts of what is going on 
in the world, we would be scared, too. Powerful 
world forces are at work. Not only is the so- 
called capitalistic form of government at issue, 
but old established religions are also being put 
to the test. Communism openly attacks the Chris- 
tian and all other religions. Right at the outset, 
in comparing Communism with other forms of 
government, we must grasp the fact that the 
Comunistic standard .of what is right and wrong 
is entirely different from the capitalistic stan- 
dard. To illustrate: The capitalistic government 
places a man in possession of his house. The 
Communistic government, if it thinks a man has 
a house too large for his needs, takes it away 
from him and places this man and his family in 
two or three rooms, admitting others to share the 
house with him. To do this under our form of 
government would be crime. Not to do it under 
their form of government would be considered a 
crime by them. What we would consider the 
basest form of treachery, according to our stan- 
dards, the Communist, according to his, considers 
the highest form of patriotism. To sum up the 
entire matter, a student of this new force in the 
world must realize at the outset that the principles 
of Communism and the principles of capitalism 
absolutely can not mix. They are like oil and 
water. There can be no compromise or middle 
ground between the two systems. 

*K * * 


Such, in general terms, being the line-up, is it 
worth while to read the story of eye-witnesses, 
who have just returned from this mysterious 

(Continued on page 77) 
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Official Data Shows Decline in Cutlery Imports—President 


in cutlery importations. 


i} 


Decrees No Tariff Tinkering 


By W. L. Crounse 


WASHINGTON, Aug. 17, 1925. 


HE Fordney-McCumber Tariff Law has caused a big drop 
Official data has just been made 


available by the Bureau of Foreign and Domestic Commerce, 


which shows in. detail the imports of cutlery for the fiscal year 


which ended June 30, last. 


For the purpose of the comparison, the 


figures for the latest fiscal year are compared with those of the 
12 months ending June 30, 1922, which was the last full year prior 
to the enactment of the Fordney-McCumber law. 


These statistics reveal the efficiency ; 


of the new tariff rates in reducing im- 
portations, which are shown to have 
been almost exactly cut in half. The 
figures also show that there has been 
an increase in the value per unit of 
the goods actually imported, especially 





in the item of razors, which has always | 


been a leader in this schedule. 

The total value of the cutlery im- 
ported during the year ended June 30, 
1922, was $2,783,925. This total was 





pocket knives, $923,775; razors and 
parts of, $577,588; scissors and shears, 
$858,265; all other cutlery, $414,300. 
For the fiscal year ending June 30, 
1925, the total imports were valued at 
but $1,321,076. The distribution by 
items of the 1925 imports was as fol- 
lows: Pen, pocket and other folding 
Llade knives, $318,654; razors and 
parts of, $189,745; scissors, shears and 
clippers, $412,538; all other cutlery, 


divided into classes as follows: Pen or | $400,139. 


President Coolidge Opposes 


Tariff Revision 


_ the leading foreign govern- | 
itself is the lowering of the tariff to 


ments which owe war debts to the 
United States urging reductions in our 
tariff to enable them to cancel their 
debts in part with profits made on 
goods sold to America, and with sev- 
eral domestic industries bringing pres- 
sure to bear upon President Coolidge to 
raise the rates of certain schedules, in 
order to provide more protection, it is 
not surprising that Mr. Coolidge 
should have felt obliged to give con- 
siderable attention to the tariff prob- 
lem during the past few weeks. That 
he has made up his mind to stick to his 
original intention of opposing tariff 
changes in the coming Congress is evi- 
dent from the following authoritative 
statement, which emanated from 
Swampscott during the past week: 

“It is becoming apparent to the Ad- 
ministration that with the money cen- 
ter shifted to the United States, and 
Europe owing the United States more 
than $12,000,000,000 in direct loans, in 
addition to large private loans, there is 
a demand for modification of the pol- 
icy of this Government to permit re- 
payment of the war loans and the set- 
tlement of trade balances. 


























“The first thing that has suggested 


enable debtor nations to sell their 
goods in the United States. Such a 
policy is not acceptable to President 
Coolidge and the Republican party. 


Certain Schedules Not High Enough 
“Even the present tariff, with the 


| not be accepted by the Administration, 





| 





which is proceeding along the opposite 
line and raising the rates wherever 
possible through the flexible tariff 
clause. President Coolidge has defi- 
nitely declared his opposition to a 
tariff revision in the next Congress.” 


Budget Director Slashes Na- 
tional Expenditures 
IRECTOR LORD of the Budget 

1) Bureau announces a budget to 
be provided by the coming Con- 

gress for the new fiscal year beginning 

July 1 next of $3,100,000,000. This is 

about $290,000,000 less than the ex- 

penditures for the present year, and on 
the basis of present figures will be the 
lowest of any year since the war. 

This big cut in expenditures, com- 
bined with increased tax receipts, has 
inspired Treasury officials to hope to be 
able to recommend to the new Con- 
gress a tax reduction of the tidy sum 
of $400,000,000. This is a clean $100,- 
000,000 more than Secretary Mellen has 


heretofore felt justified in suggesting, 




















schedules reasonably high, has not been | 


able sufficiently to aid the American 
farmers and the New England textile 
manufacturers, it is held. New Eng- 
land is suffering from 1educed employ- 
ment more than any other section of 
the country. Last week another 10 
per cent reduction was made in the 
wages of woolen workers in nearly all 
the New England mills, affecting all 
the employees in the American Woolen 
Company’s plants as well as the in- 
dependents. The wages in some of 
the shoe factories at Lynn and else- 
where, it has been announced, will be 
reduced shortly unless trade conditions 
improve. 

“So the suggestion which has been 
made by foreign economists and ad- 
vanced by American students that the 


| tariff schedules should be reduced will 

















_ and is made up in part of national econ- 


omies and unexpectedly large income 
tax receipts. 

With a view to ascertaining the at- 
titude of business men with regard to 
the best method of securing early re- 
lief from tax burdens, a Washington 
newspaper recently sent out a question- 
naire to several thousand heads of large 
and small business enterprises, asking 
first, whether Congress ought not to 
grant relief as speedily as _ possible; 
second, whether the President should 
call Congress in extra session; third, 
whether the proposed revision “should 
be entirely free from political dis- 
putes,” and, fourth, whether Congress 
should handle the tax reduction matter 
before giving consideration to any other 
subject. 


Want Speedy and Direct Action 


Without exception, every business 
man replying to the questionnaire ex- 
pressed approval of the reduction of 
government taxes by the speediest and 
most direct action of Congress. 

Regarding the proposal favored by 
many business men to have President 
Coolidge convene Congress in extra ses- 
sion in October, to comply with the 
general demand for tax reduction, the 
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replies to the questionnaire reflect a 
division of opinion. 

They unmistakably express confidence 
in the tax reduction program which 
President Coolidge and Secretary Mel- 
len have announced they will submit to 
Congress, but this confidence does not 
extend to the legislative branch of the 
government. Almost every reply re- 
veals disgust of Congress and scep- 
ticism regarding the purely political 
aspects of the subject. 

Many of the responses suggest that 
the legislative branch of the govern- 
ment accept the judgment of the Presi- 
dent and Secretary Mellon and keep the 
consideration of the subject entirely 
free from the acerbities of political di- 
vision. 

Tax Committees Should Meet Early 

Some of the business men replying to 
the questionnaire suggest that instead 


of a special session the Senate Finance 
and House Ways and Means Commit- 
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tees be convened in advance of the reg- 
ular session and reduce to legislative 
form the executive recommendations on 
taxation. 

It will be noted that the last sug- 
gestion is in line with the announce- 
ment of the Ways and Means Commit- 
tee, that will begin a series of public 
hearings on the tax reduction matter on 
Oct. 19. These hearings will extend 
for two or three weeks, and it is the 
hope that Chairman Green will pre- 
pare a tax reduction bill by the time 
Congress assembles the first Monday 
in December. 

Even with this advance work, how- 
ever, Congress will have to break all 
precedents if a tax reduction law is to 
be enacted before the holiday recess. 
It is much more probable that the re- 
duction measure will not receive the 
President’s signature before some time 
in February. 

The taxes to which the proposed re- 
duction law will relate are those the 
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first payment on which falls due March 
15, 1926. It is obvious, therefore, that 
if the new law is placed on the statute 
books but a few days before March 15, 
it will serve the purpose and will ob- 
viate the necessity of making refunds. 


Demand Repeal of Pullman 
Surcharge 
‘ STRONG effort is to be made in 


the coming Congress to force 
the repeal of the surcharge on 
Pullman car accommodations. The Na- 
tional Council of Traveling Salesmen’s 
Associations will determine the legisla- 
tive program to be followed out when 
they hold their convention in the Hotel 
Pennsylvania in New York, Sept. 1-3. 
As spokesmen for more than 900,000 
men who are patrons of the Pullman 
service the greater part of the year, the 
National Council represents the great- 
est organized body of men affected by 
the surcharge. 








Lost Cycles in Trade 


T may be too soon for a complete generalization, but it is not too soon to conclude that one 
| principle has worked out—that familiarity with a cycle tends to destroy that cycle. 


One 


can count up quite a number of trade cycles that have disappeared, and it is not difficult to 
see that the knowledge in men’s minds of what was in danger of occurring caused them to 
take a course different from what they would have taken without this knowledge. 


It was before the war that this influence of anticipation was first seen. According to the 


cycle a panic was due in 1913, i. e., 1873, 1893, 19183. 


Intermediate, there was a crisis in 


May, 1884, and a depressed condition of trade in 1904. The panic scheduled for 1913 did not 


come. 


Late in 1912 there were many predictions of it, and on Dec. 18 President-elect Wilson 


promised “a gibbet as high as Haman’s” for any one who should be caught helping to bring 


one on. 


Immediately after the war there arose a great deal of talk about cycles in business. 
course was analyzed from the numerous precedents. 


The 


The general point in it all was that the 


policies of business men had swung alternately from one extreme to the other—too much confi- 


dence at one time, too little at another. 


The notion gained much vogue that business swings 


could be predicted long in advance, just by tracing a curve and carrying it forward. This 

might have proved correct if the knowledge had been confined to one man or a few men, but 

the cycle talk had the widest publicity. It became obvious then that if the theory should 
be generally adopted it would fail, because everybody would endeavor to beat the game and 
there would be no one left to play it according to the old rules. 

Enough experience has now piled up to indicate that pretty much this sort of thing has 
occurred. Whenever there has been even a little talk of possible inflation men have grown 
cautious and the inflation has been nipped in the bud. Whenever it has appeared that men 
have been just a little more conservative than they needed to be the course of trade has 

broadened out again. 

True, we have had cycles of late, but they have not been the cycles that were talked of 

. before the war, or even for a time just after the war. They have been much shorter, and 

therefore fundamentally different, for the great value in cycle teaching lies in its being correct 

in point of time. An error of a year would have a man buying with prospect of a six 
months’ advance when he ought instead to have sold six months previously. 

. We ought to reflect now how much good the cycle talk has done. It has not helped a 

few men to get rich, which may have been the original idea, but it has helped to keep busi- 

ness on an even keel. The war was bound to leave things in uncertain shape. We had one 
big upswing and downswing, and subsequent swings of slowly decreasing amplitude would 
have been natural. The knowledge disseminated has greatly modified these swings. 

The experience of this new order of things, however, is relatively short. It does not fol- 
low that all possibilities of extreme swings have been removed. The publicity has prevented 
the old forces from working as they used to work. Some new and unforeseen force may de- 
velop to give business an unwholesome turn, but it seems quite clear it would have to be an 
entirely new and unfamiliar influence.—The Iron Age. 
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CURRENT NEWS 





Death Claims Frank Cassell 


HE Grim Reaper has again taken his toll from the ranks of 
hardware. Following poor health, which extended over sev- 
eral weeks, and an operation for the removal of a kidney, which 
had become infected, Frank Cassell, first vice-president and sales 
director of the Belknap Hardware & Mfg. Co., Louisville, Ky., died 
at the Baptist Hospital, Louisville, Wednesday morning, Aug. 12. 
The end was unexpected, as he had seemed well on the road to re- 
covery when complications set in, resulting in his death. 


Frank Cassell was born at Atkins, 
Va., July 31, 1872. He attended school 
at St. Albans, graduated from Roanoke, 


Va., College, and, after studying law | 


for a short time, entered the hardware 
business for himself at Radford, Va., 
a few miles from where he was born. 
Twenty-one years ago he started his 
career with the Belknap Hardware & 
Mfg. Co. as a salesman. His genial 
personality, business aptitude and sales 
ability were soon manifested, and he 
advanced steadily until in 1908 he was 
made sales manager of the firm. In 
1924 he became vice-president and sales 
director, a position he held at the time 
of his death. 

Frank Cassell was a prominent and 


extremely popular figure in his home | 


city and in hardware circles generally. 
Possessed of a striking personality, a 
voice and a natural talent for 


prood 
speaking, he was a familiar 


public 


man of the Speakers’ Committee of the 
Louisville Boosters Club, and was in 
great demand as a public speaker. He 
was an interested worker for the Pres- 
byterian Church, the Odd _ Fellows, 
Masons, Dad’s Club, Niles Club, Pen- 


H. Z. Callender Elected Vice- 
President Whitman & Barnes 


Harry Z. Callender has been elected 
vice-president in charge of sales of the 
Whitman & Barnes Mfg. Co., manu- 
facturer of twist drills and reamers, 
Akron, Ohio, at the July meeting of 
the company’s board of directors. 

He came with Whitman & Barnes in 
September, 1895, nearly thirty years 
ago, as an order clerk in the Cincin- 


nati office. He served there for five 
vears, after which he became travel- | 
ing representative in the Southern 


States. He was on the road in this 
district for sixteen years and during 


that period established many life-long | 


friendships and connections for the 
company. 

It was during this period that he 
was signally honored by election to the 
“Old Guard,” an organization famous 


in the South. 


Its membership is limit- | 
ed to one hundred and its qualifications, | 


dennis Club and Audubon Country 
Club, and was always prominent in 
social and other activities of Louisville. 


the fact that every public body in 


Changes in Daven Personnel 


As a result of various internal re- 


_adjustments, necessitated by its rapid- 
_ly expanding business, the Daven Radio 





sales manager. 


Corporation, Newark, N. J., has recent- 
ly announced a number of changes in 
its personnel. 

W. H. Frasse, president, announces 
the appointment of K. R. Moses as 
Mr. Moses was pre- 


viously sales promotion manager -of 
_Crosley Radio Corporation, and sales 
'manager of the Amberola Division of 
the Thomas A. Edison, Inc. 


Louisville paid tribute to him, eulogiz- | 


ing the memory of Louisville’s Prince 
of Boosters. 

It was further demonstrated in the 
action of the small boys in the neigh- 
borhood of his residence, who collected 
funds among little chaps under four- 
teen years of age with which to pur- 
chase a floral offering from the boys 
who keenly felt the loss of a friend and 


/ com rade. 


He is survived by his widow and 
three children, Frank, George and Mary 
Cassell, the youngest being about four- 
teen years of age; a brother, George 
Cassell, at Radford, and two sisters 


figure on the convention platforms. For | 4¢ Atkins. 


several years he was active as chair- 


The loss which the hardware trade 
has suffered in his death is a heavy one 
—the loss to his firm and his close asso- 
ciates is a still heavier one. Genial, 
whole-souled, Frank Cassell is gone, 


W. A. Balevre has been appointed 
advertising and sales promotion mana- 
ger. Mr. Balevre has been connected 
with the Daven Radio Corporation for 


The esteem in which he was held by | the past 18 months and before that 


his fellow townsmen is exemplified in | 


was with the Adams Morgan Co., 
manufacturers of the Paragon receiv- 
ers. C. B. L. Townley, formerly of 
the International General Electric Co., 
has been appointed purchasing agent. 
M. D. Runyon, formerly prominently 


identified with the electrical appliance 


See 





Se = — 


but his memory and the record of his | 


accomplishments still lives. 


among others, require 15 years’ con- 
structive road work in the Southern 
States. 

In 1918 he was transferred to Akron 
where he assisted in the reorganization 
of the sales department, made neces- 
sary because of the war. 


' men’s 


During the trying years of depres- | 


sion following the war, Mr. Callender’s 
ability was of the highest order and 


he has acted as assistant sales mana- | 


ver since August, 1924. 

His thirty years’ experience with the 
company has equipped him with a 
knowledge befitting his new position. 





J. H. Jones Recovering 


automobile accident while on his vaca- 


tion in Maine with his family, is rapidly 
recovering at his home, having recently 
been discharged from a Boston hospi 
tal. His injuries are not quite as 
serious as first believed. 


business, has been appointed special 
representative and will represent the 
Daven Radio Corporation among the 
manufacturers of complete sets. 

The sales department has established 
an office at 332 South Michigan Ave- 
nue, Chicago, IIl., and D. Harris 


| of Chicago has been placed in charge 


as Daven representative. 

A sales office has also been estab- 
lished at 209 Baltimore Bldg., 14th and 
Walnut Streets, Kansas City, Mo. Fred 
Garner, A. M. I. R. E., will be in charge 
of this office as Daven factory repre- 
sentative. 

F. D. Rankins has been appointed 
New England sales representative with 
offices at 1018 New Chamber of Com- 
merce Bldg., Boston, Mass. 

R. A. Sayres has been appointed 
Daven sales representative to cover the 
ae District of New York 
vity. 


Traveling Men to Fight 
Pullman Surcharge 


Definite steps are to be taken by the 
National Council of Traveling Sales- 
Association in an attempt to 
force the elimination of the railroad 
surcharge for Pullman tickets, at the 
annual convention to be held at the 
Hotel Pennsylvania, in New York, Sept. 


«1-3. 


As spokesmen for more than 900,000 
men who are patrons of the Pullman 


service the greater part of the year, 


the National 


Council represents the 


largest organized body of men affected 


J. H. Jones, Decatur & Hopkins Co., | 
Boston, who was seriously hurt in an. 


| 
| 


| 
| 


today in railroad revenue. 


by the surcharge. 

Its position, it was stated at the 
executive headquarters recently, is that 
the Pullman surcharge was initiated as 
a war measure and has no proper place 
It is claimed 
that it operates as an unfair surtax and 
should be repealed. 
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William L. Humason Dead 


William Lawrence Humason, presi- 
dent Humason Mfg. Co., Forestville, 
Conn., died at his home in New Britain 
Sunday afternoon, Aug. 2. Mr. Huma- 
son was a native of New Britain, being 
born there June 7, 1853, and resided 
in that city all his life. After leaving 
Harvard College in 1877 he became 
identified with his father in the man- 
agement of Humason & Beckley Mfg. 
Co., small hardware, and succeeded his 
father as president of that company. 
When it was taken over by Landers, 
Irary & Clark Co. he gained control- 
ling interest in Peck & Young Mfg. 
Co., which was later incorporated un- 
der his own name. 





Bridgeport Brass Co. Distrib- 
uting Convention Novelty 


Since economy is the national key- 
note at Washington these days, it is 
only natural that the industries of the 
country should get down to fundamen- 
tals in line with the national trend. 
Truly this is become a “brass tack” 
era and will be so regarded years hence 
when historians review our present ac- 
tivities. 

The Bridgeport Brass Company is 
doing its part to foster the “brass tack”’ 
idea by distributing free for convention 
purposes a neat little brass tack pin, 
to those associations whose members 
use products similar to the brass goods 
made in the Bridgeport Brass Com- 


pany’s factory. To others, owing to the, 


persistent demand for these attractive 
little emblems, a nominal charge to 
cover costs has been found necessary. 

We are assured by the manufacturer 
that requests from readers of this 
paper will receive special consideration 


in the distribution of the brass tack | 


pins. 


New Osborn Distributors 


The Osborn Mfg. Co., maker of 
household and personal brushes, Cleve- 


land, Ohio, has recently appointed the | covered, and complications which even- 


following distributors of the Osborn 
Blue Handle brushes: Farwell, Ozmun, 


Kirk & Co., St. Paul, Minn.; J. R. M. | 


Adams Co., Baltimore, Md.; Treman, 
King & Co., Ithaca, N. Y. 

The Osborn Blue Handle line is dis- 
tributed to the trade through author- 
ized distributors who at all times carry 
a complete stock of all numbers. 


retail stores—never by house-to-house 
canvassers. 





Eppinger to Wholesale 
Sporting Goods 


Lou J. Eppinger, manufacturer of | 


sporting goods, 310-312 East Congress 
St., Detroit, Mich., has recently entered 


the wholesale sporting goods business, 
and now has three salesmen covering 


the entire State of Michigan. 











Jersey Coast Dealers Hold Meeting— 
Llew Soule Talks on Retail Salesman 


HERE is an exceedingly live group of hardware merchants 
along the New Jersey coast 


of the friendly get-together spirit so prevalent in business 


today. 





merchants who realize the value 


A few months ago these merchants formed a preliminary associa- 
lion and began holding a series of evening meetings, one each month 
in the various towns along the coast. 


The meetings are not of the cold 
and formal type. On the contrary, they 


| are more like a family reunion, with 
‘a. good dinner, plenty of good fellow- | 
_According to Mr. Soule, the average 


ship, a few informal talks and a gen- 
eral discussion of business problems. 

The fifth meeting was held Monday 
evening, Aug. 10, at Seabright and was 
attended by about forty merchants and 
their salesmen. 

Through the efforts of Chris Snyder 
of Asbury Park, Llew S. Soule, editor 
of HARDWARE AGE, was drafted as the 
speaker of the evening, his topic deal- 
ing mainly with the selection and train- 
ing of employees. Mr. Soule, a former 
retail salesman and hardware mer- 
chant, spoke feelingly concerning the 
average merchant’s attitude toward his 
employees. “Your salesmen,” he said. 
“are your direct representatives to the 
customers. They either properly repre- 
sent or they misrepresent the mer- 


| them 
| gave some interesting statistics dealing 


chant they serve. If they do not repre- 
‘sent him in the proper light the fault 
'is his, because he 


has not taken the 
interest in them which they deserve.” 


retail salesman is honest, hardworking 
and conscientious, but his efforts are 
often misdirected. He urged the mem- 
bers to take a greater personal interest 


in their employees, to educate them in 


the lines they sell and cooperate with 
in their efforts. In closing he 
with retail salesmen and = sugyvested 
Ways and means for improvement. 

He was followed by several mer- 
chants who spoke briefly on the same 
subject, after which the meeting de- 
veloped into a question box session, 
with both salesmen and merchants par- 
ticipating. The discussion became so 
interesting that the meeting did not 
adjourn until a late hour. 





Lambert A. 


Rehr Dead 


Lambert A. Rehr, president of the Reading Hardware Co., manufacturer of 
builders’ and general hardware, Reading, Pa., a prominent figure in the busi- 
ness world, died recently from an attack of uremic poisoning. 


About six months ago Mr. Rehr con- 
tracted a very heavy cold which con- 
fined him to his home for over a month, 
and from which he never 


tually caused his death set in. 

Mr. Rehr was very widely known in 
business and financial circles, and at 
the time of his death was president of 


435 Attend Outing of Cleve- 


Osborn Brushes are sold only through | 


land Retailers 


With an attendance of 435, or much 
larger than at any of its previous out- 
ings, the annual picnic of the Cleve- 


_land Retail Hardware Association was_ 
held at Albers’ Villa, a roadhouse near | 


Elyria, July 29. During the afternoon 


an exciting program of athletic events 


including races and a baseball game 
was carried put and the winners were 
recipients of fine prizes 


fully re- | 
for the last fourteen years, and presi- 
dent of the Board for almost the en- 


that were) 
donated by jobbers and manufacturers. | 


pre ° . ~ 

the Reading Hardware Company, Penn 
| National Bank of Reading, and 
| Reading Lumber Company. 


the 


He was a director of our company 


tire term. His loss is felt very keenly 


as is evidenced by the adoption by the 
Board of resolutions per the attached 
copy. 


The first annual radio exposition to 
be held in Cleveland will take place in 
that city Nov. 7 to 15 at the City Audi- 
torium. This is one of the largest 
auditoriums in the country and pro- 
vides ample space for a large number 
of exhibits. The exposition will be in 
charge of a committee of manufac- 
turers and jobbers, of which L. G. 
Baldwin, radio sales manager of Wil- 
lard Storage Battery Company, is gen- 
eral chairman. G. W. Bodenhoff, 511 
Guarantee Title Building, is the show 
manager and has charge of allotting 


exhibit space. 
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Look tor Good Fall Business— 


Prices Firm and Collections Good 


f) 


throughout the country. 


favorably and business generally is expected to exceed that of last 
Favorable weather conditions have helped the average retailer 


year. 


HE demand for hardware continues consistent, according to re- 
ports received from the various hardware market centers 


The month of August has started off | 
_ably well, and in addition a fair volume 


to move this stock of seasonal lines and has also brought him fre-. 


quently into the wholesale market with numerous fill-in orders. 
Collections are generally good and prices for the most part are firm. 
Another indication of the basically healthy condition of the hardware 
market is the fact that some wholesalers report that retailers are 
showing interest in special lines as well as in fall merchandise and 
This is taken to indicate that money is plentiful and the 


staples. 





outlook for fall business entirely favorable. | 


No Price Changes in 
New York Market 


susiness in the New York wholesale 
market continues consistent and with- 
out any indications of the usual mid- 
summer slump. As a matter of fact, 
August has started off very well in- 
deed, and some of the jobbers predict 
that sales for this month will be well 
in advance of those of last year. The 
bulk of the business now going forward 


_in the Northwest, a greater proportion 


fill-in buying of seasonal lines 
futures have not yet begun to move with 
any rapidity of freedom. 
_typical between seasons period. 


is to meet the fill-in requirements of | 


who, judging from the fre- 
are coming 
are ex- 


retailers, 
quency with which they 
into the wholesale market, 
periencing rapid turnovers. 
Another indication of the firm tone 
of the New York market is the fact 
that prices on practically all lines are 
firm, and jobbers are unable to see any 
possibility of marked departures from 
prevailing levels. The retail trade is 
also strongly inclined to the same point 
of view, as is indicated by the large 
volume of fall and winter business 
placed with wholesalers in this terri- 
tory. Collections, generally speaking, 
are good and indicative of the basically 
sound condition of business generally. 


—_— ~~ —_—__— 


Look for Good Fall Business 


in Northwest 


_ Wood screws have been cut about 5 per 
'cent in a new list just issued by lead- 
ing manufacturers. 
the primary lead market finds reflec- 


shot has advanced 20c. a bag, lead zinc 


_ galvanized sheet steel has been followed 


_this district are only fair. 


Trade in the Northwest, tributary to | 
the Twin Cities, is showing the effects | 


of the approach of fall. Retail stocks 
are being changed to meet the fall de- 
mand, and holiday stocks are attracting 
the interest of the merchants. 
Indications are for a very good fall 
husiness in the hardware field, as well 
as in other lines. Crops promise a very 
good yield, and reports state that there 


are millions of dollars of new wealth 


owing to their unimportance. 


of which will pass through retail and 
sobbing channels than last year. 





Business Quiet in Pittsburgh 


Matters still are quiet with the Pitts- 
burgh hardware trade. There is only 
and 


There is a 
It is 
still commonly believed that when the 
vacation season is over the _  ap- 
proach of the fall will be marked by in- 
creased business. The week has 
brought out few important price 
changes in the leading hardware items. 


The strength of 


tion in practically all of the products 
into which that metal enters. Lead 


traps 15 to 20 per cent, bar lead and 
solder 1c. a lb., and it looks like higher 
prices shortly for lead gas connections. 
A recent advance in mill prices of 


by a like advance in warehouse prices. 
Collections in the hardware trade in 





Radio Tubes Cheaper in 
Boston Market 


Cunningham radio tubes have been 
reduced 50c. in list price and a better 
discount is allowed the retail dealer. 
Structural rivets have dropped 50c. a 
i100 lb., while rubber hose in a jobbing 
way is approximately lc. per foot 
higher. Price changes otherwise re- 
ported in the Boston hardware market 
are not deserving of special mention 





| Radio Tubes Drop in Chicago 


—Other Prices Advancing 


Chicago jobbers announce a decline 
on Cunningham and R.C.A. radio tubes 
from $3 list to $2.50, but this is the 


| only exception to an otherwise firm and 
advancing market. 


The demand for 
seasonable items is holding up remark- 


of orders for fall merchandise for fu- 
ture delivery is beginning to make it- 
self felt. Higher prices are predicted 


on steel sheets and wire products fol- 


lowing a continual increase in steel 
mill activities in this district, and the 
very heavy demand of all kinds of 
building materials is apt to cause ad- 
vances in that line also. 





Paint and Varnish Industry 


Looks for Good Year 


The paint and varnish industry 
throughout the country is anticipating 
an entirely favorable year, according 
to a statement by J. H. McNulty, pres- 
ident of Pratt & Lambert, Inc., But- 
falo, N. Y., at the company’s recent 
convention of salesmen of the central 
and Canadian divisions, held at the 
Hotel Statler, Aug. 5-6. 

Encouraging crop reports, increased 
railroad activities and a record build- 
ing program of $3,000,000,000 in con- 
struction for the first six months of 
1925, were cited as evidences of the 
country’s prosperity, by President Mc- 
Nulty. He referred to the recent sig- 
nificant statement in the Wall Street 
Journal in which President Mitchell of 
the National City Bank, New York, 
predicted that 1925 was approaching a 
business peak reached in 1920—a boom 
year—but with this difference, that 
1925 business was upon a much more 
substantial basis. 

Following Mr. McNulty, W. P. Wer- 
heim, advertising manager, outlined 
the company’s extensive advertising 
campaign for the next six months, the 
appropriation being the largest yet 
made. 





Drop in Gasoline Price 


The Standard Oil Company of New 
Jersey announced another reduction of 
one cent a gallon in the tank wagon 
price of gasoline throughout its terri- 
tory, and its southern subsidiary, the 
Standard Oil Company of Louisiana, 
announced an average reduction of 1% 
cents a gallon in its territory. This is 
the second reduction of one cent a gal- 
lon announced by the Standard Oil 
Company of New Jersey within a week, 
making the current tank wagon price 
in New Jersey 17 cents a gallon. This 
is 2% cents a gallon below the high 
price for the current year established 
early in June, but is still 3% cents a 
gallon above the low price quoted last 
autumn. 
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Consistent Demand in New England Market 
—August Retail Sales Ahead of Last Year’s 


(Boston office of HARDWARE AGE) 


‘NENERAL hardware conditions are little changed in the New 
England field. Most retail firms are doing as well or better 
than they did in August, last year. The first half of August is 

usually a quiet period in the wholesale market due to the fact that 
a large majority of salesmen and heads of the various companies 


are on vacation. 


It will be Sept. 1 before the jobbing trade as a 


whole is back on the job and really hustling. Business so far 3 
month, however, has been unusually active, largely because of 


sudden and somewhat unexpected buying movement in 


“adio aaah 


Nothing like it has been known in the hardware trade at this 


particular time. 


In addition, retail dealers are either mailing in 


a somewhat large volume of business than usually develops in Au- 
gust, or are coming or sending representatives to market with 


trucks and taking away goods. 


As for the business outlook, things seem to be steadily improv- 


ing. The major industries of New England are looking up. 


For 


instance, the shoe industry is busier than it has been before in 
months; the woolen mills are getting more and more business all 
the time as a result of the recent reduction in wages and price of 


goods, while the cotton textile industry is doing very much better - 
Silk and mixed silk goods manufacturers 
Labor, therefore, is more actively employed 


than it was a month ago. 
are rushed with orders. 


and saving money, as statements from saving banks demonstrate. 
Building is on a liberal scale and gives every indication of continuing | 
so, although the apartment house field is fairly well covered, for | 


the present, at least. 


Manufacturers, merchants and bankers all 


are confident business is to be good this fall and winter. 


APPLE PARERS.—Orders for apple 
parers continue to come into the whole- 
sale market. 

is of a piecing-out character. 
We from jobbers’ 

stocks 
$9 per 
$12. 


Anois Parers. — Little 
doz. net; Rocking table, 
BATTERIES.—Fresh impetus to the 
demand for batteries, especially -those 
adapted for radio machines, 
veloped the past week. 
in the history of some of the local job- 
bing houses have so many batteries 
been sold in a given number of months 
as In 1925. 
We quote 
stocks: 


Batteries.—Flashlight, 
unit 


quote Boston 


Star, 


from Boston jobbers’ 


in lots of six 
packages 


or more assorted in 
one shipment, No. 9835, 24 to the 
package, Sc. each net; No. 950, 36 
to the package, 9c. Columbia, No. 


$30.22 per 100. 


6, in lots of 50, 
in packages of 50, 


Radio.—Dry cell, 


No. 7111, 29c. each net. No. 6, in lots 
of less than 12, 40c. each net: in lots 
of 12 to 50, $35.22 per 100; in larger 


lots, $30.22 per 100. Cluster batteries, 
6 to the unit, 12 units to the barrel, 


$1.60 each net: 8 units to the barrel, 


$1.98 and $2.34 each. 
BOLTS AND NUTS.—lIndividual or- 





ders for bolts and nuts are increasing 
indicating more activity in 


in size, 
shops where they are used. Retail | 
hardware dealers, in quite a few in- 


stances, are increasing stocks. 
quote from Boston jobbers’ 
stocks: 

Bolts.—Machine, square head, H. P. 
nuts, 40 per cent discount; 


and 5 


Current buying, however, 


has de- | 
Never before | 





nuts, 
40 per 


and T square 
bolt ends, 
list plus 20; 


square head, © 
35 per cent discount; 


cent discount; tap bolts, 
common carriage bolts, 30 and 10 per 
cent discount; tire bolts, 40 per cent 
discount; stove bolts, 70 and 10 per 
cent discount. 

Nuts.—H. P., square and hexagon 
and Cc. P. Cc. & T., square and hexa- 
gon, less le. per Ib.; others, list; 


hexagon nuts, ,,-in. 
60 and 10 per cent dis- 
50 and 10 per cent dis- 
hardened nuts, 


semi-finished 
and smaller, 
count; larger, 
count; finished case 
50 per cent discount. 


CHOPPERS.—Choppers are still sell- 
ing fairly well, but the wholesale trade | 


is 


business next month. 


be from 
stoc 

Food Choppers.-—Universal line, No. 

$1.25 each net; No. 1, $1.52; No. 
i. 86: No. 3, $2. 37. Russwin line, ho 
1, $18. 23 per doz. net; No. 2, $22.28; 
No. 3, $28.35. 

Parts.—Universal line, bdéy, $1-to 
$2.25 each list; feed screws, 50c. to 
$1.30: cutters, 25c. to 30c. each; 
cranks (complete), 50c to 60c.; clamp 
screws, 45c.: thumb nuts, 20c.; han- 
dle screws, 10c. Discount, 25 and 10 
per cent. 


quote Boston jobbers’ 


Meat Choppers.—Universal line, No. 
323, $2 each net; No. 331, $3.38; No. 
333. $3.72: No. 304, $5.91; No. 344, 
$9.45 : 


| CORN CUTTERS.—Belated and filling- 
‘in buying of corn cutters is reported | 


' merchandise 


'in jobbing circles. 
is turning out a great 


| ELECTRIC FANS.—More 


Corn Cutters.--Vermont, $3 a doz. 
net; Wallingford, spring steel, No. 6, 
$5.35; Brooks, corrugated, $4 


hot sticky 


_ weather has helped retail sales of elec- 


tric fans, 


which in turn is reflected in 


_the wholesale market. 


| GALVANIZED WARE.—The 


We quote from Boston jobbers’ 
stocks: 

Electric Fans.—Black, No. 6, $2.85 
each net; No. 8, $3.50. Ivory, No. 8, 
$4.55. 


market 


for seasonable galvanized ware is in a 


| satisfactory condition. 
' are 


Jobbers’ stocks 


means excessive, but well 





by no 
_ assorted, while retail stocks generally 
' are small. 

We quote from Beston jobbers’ 
stocks: 

Pails.—Galvanized, No. 1312, $4.86 
per doz. net: No. 1314, 40-lb. to the 
doz., $5.40; No. 1514, 50-lb. to the 
dozZ., $6. 46. 

Garbage Cans.—-Galvanized, No. 4, 
$1.15 each net; No. 2, $1.60: No. 1, 
$1.88. U nderground cans, inside can, 
14 x 17 in., $10.50 each; 15 x 22 in., 
$13. 

Coal Hods.—15-in., $3.64 a doz. net; 
16-in., $5.12; 17-in., $5.50; 18-in., $6. 

Ash Cans.— National Enameling 
and Stamping line, No. 190, $4.20 
each net; No. 171, $3.50; No. 181, 
$3.88. Other makes, No. 1700, $28 
a doz. net; No. 1800, $31. 

Watering Pots.—4- -qt., $6.25 per 
doz. net; 6-qt.. $7; S-qt., $8; 10-qt., 
$9.75; 12-qt., $10. 80; and 15-at., $13. 

LAWN ACCESSORIES.—Local job- 


_bing prices on rubber hose have been 


advanced about le. 


a foot to conform 


_ with new lists recently issued by manu- 


facturers. It is strongly’ intimated 
that present prices will not hold unless 
there is a material drop in the cost of 
crude rubber. 


| MOTH BAGS.—Moth bags are going 


inclined to look for much better | 


good in a wholesale way. It will not 
be long before summer clothes will 
have to be put away for the season, 
and the ‘retail dealer should get his 
share of the moth bag passing business. 


We quote from Boston jobbers’ 
stocks: 

Moth Bags.—Pine tar, four suits, 
84c. each net; for overcoats, $1.04; 
for ulsters, $1.17;, for automobile 
coats, $1.34. 





POULTRY SUPPLIES.—Jobbers con- 
tinue to book orders for poultry sup- 
plies, with incubators and brooders the 


'most active items. 


| serving 


The season for such | 
RADIO GOODS. 


deal better than was anticipated at the | 


| 


| 


onset. 
We 


stocks: 


quote from Boston jobbers’ 


.—Good 
pre- 
by 


EQUIPMENT 
makes of 
reported 


PRESERVING 
sales of all kinds and 
equipment are 
jobber and retailer alike. 

We quote from Boston 
stocks: 

Bottle Cappers. — Iiveready, 
base padded, $10.80 per doz 
wood base, $11; steel base plain, 

Strainer Sets.—Eveready, stand, $4 
per doz. net; bag, $2; filter bag, $4. 

Rubbers.—Good Luck and Mason, 
75e. per gross. 


jobbers’ 


steel] 
net; 
$10. 


According to local 
jobbers, buying of radio goods has 
started off with a bang. Bookings the 
past week were heavier than for any 








o4 


similar period in the history of the 
local jobbing hardware trade. Buying 
has therefore started in about a month 
earlier than last year. Rather than a 
decrease, as many people believed 
would come, interest in radio goods 
never before has been as keen as it is 
today. The list price on Cunningham 
tubes has been reduced from $3 to 
$2.50, while discounts to the retail 
trade, which were 25 per cent, are now 
30 per cent. 

RIVETS.—Jobbing prices on_ struc- 
tural rivets have been dropped 50c. a 
cwt. Quotations on other kinds of 
rivets have not changed. 

We quote from Boston jobbers’ 


stocks: 
Rivets.—Structural, $3.60 per cwt. 
base. lron rivets, small, 40 and 10 


per cent discount. Copper rivets, 30 

and 10 per cent discount. 
ROOFING MATERIAL.—Encouraging 
reports are given out by jobbing houses 
regarding buying of all kinds of roof- 
ing material, both for immediate and 
future retail wants. Because of the 
continued high cost of wooden kinds, 
more and more prepared shingles are 
going into daily consumption. Con- 
struction remains on a high level, which 
naturally helps the sale of papers, coat- 
ings, cement, etc. 

We quote from Boston jobbers’ 
stocks: 

We quote from Boston jobbers’ 
stocks: 

Shingles. Super strip, 12%-in., 
$7.20 per square; 10-in., $5.85; lock 
top, $5.15. 

Roofing Paper.—Slate surface, red, 
green and blue black, $2.25 per roll; 
weathered brown, $2.84; ordinary 
roofing paper, medium weight, $2.40; 
Rockroid, light, $1.10; medium, $1.35; 





heavy, $1.60. Saturated felt paper, 
$80 a ton 
Roof Coating. — Stormtight, liquid, 


green and red, 5-gal., $3.40 per gal.; 
1 gal., $3.50: plastic roof cement, 5- 
gal., 32c list: l-gal., 35c. Discount 
30 le per cent. 

Roof Coating. — Liquid, black, in 
drums or barrels, $1.50 per gal. net; 
in half barrels or drums, $1.60 per 
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, $1.80 per gal.; 
Roof Cement.—P'lastic, 


Roofing Cement.—In 1-lb. cans, 32 


SHOVELS.—Retail dealers are show- 
ing somewhat more interest in snow!  gtocks: 
shovels, and jobbers expect buying will | Sklis. —Oxford, 5 ft., $2.47 a pair; 
: J P pe | «Bly ft., $2.99: 6 ft., $3.52: 6i% ft., $4.20: 
be even better before the close of all - _ $4.73; 7% ft., $5.35; 8 ft., $6.05. 
° 1 . 4 


_Shovels. — Polished, 
3 $1 2.40 per doz. 


$18.01; 
No. 2, 
80: No. 6, $20.19 
“Snow a —Wooden boys, 


| SKATES.—Jobbers 
i in skates booked for future No. 300, $26.40. 


year, are most popular. 


_ Skates. -—— ‘hildre ‘n's 
bearing, 


ice Skates.—l nion 
: ' ir net; No. 


‘Ladies’ Skates. —No. 
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in all Goodyear welts. Tubular No. 90, 
lots, gray enameled, $5.50; nickel plated, 

: , l-gal. | $6.50. 
colors cost consider- Skate Straps.— Black or _ russet, 
with common buckle, 26-in., $1.25 
—_ oa in 50- per doz. net; 26-in., $1.75; '30-in., 
lots, | $1.75; 36-in., $3: 42-in., $3.75. With 
lots, patent buckle, 20-in., $1.50; 30-in., 

colors $2. 


SKITS. 


9 


3-lb. 


5-Ib. * <p 
— more skiis than it did last year. 


i 
eceeiieneaeetmeeeeeees 


We quote from Boston jobbers’ 


jobbers’ | wood, 4 ft.. 75c.: 4% ft, $1.15: 5 ft., 
$1.47; 5% ft., $1.68; 6 ft., $1.90. Skii 
net; Bie. poles, 5 ft., 59c. each; 4% ft., 33c. 
J * % ¥ . . 
Y SLEDS.—Most of the big retail houses 


, 

















with ; : . a : 
single and this business gives indication of 
double — cleaning up much earlier than usual. 
; Pathfinder, We quote from Boston jobbers’ 
», steel, long han- stocks: 
500, $5 per doz. net; Fiexible Flier Line.—No. 1, $2.50 
}; split wooden D- each, net; No. 2, $3.17; No. 3, $4; No. 
$9.45; 4, $4.54: No. 5, $5.84. Racer, $4.34; 
Junior Racer, $3.50. 
’ Paris Mfg. Line.—No. = $12 per 
sizable doz., net; No. 100, $13.20; No. 150, 
$15.60: No. 200, $19.20; No. "550, $21.60; 
Outfits, as was the case last Frame Sleds.—No. 52, $11.40 per 
doz., net; No. 54, $17.40. Clipper, No. 
2, $10.80; No. 4, $14.40; No. 6, $18. 
jobbers’ Sleds.—-Speedster, No. 340, $48 per 
doz. list; No. 345, $54; No. 350, $60; 
with No. 35d, $72. Discount 40 per cent. 
with Miscellaneous.—Baby sleighs, No. 0, 
girls, $18 per doz. list. Boxes, No. 1, $72 


per doz. list. Discount 40 per cent. 


(oO. 











No. of jobbers’ stocks is unusually good 
$1.36 a for this time of the year. Quite a 
Rtas sizable amount of business has been 
rs ° i, 

booked by the wholesale firms for de- 
POR nag livery during and after September. 
ae We quote from Boston jobbers’ 
stocks: 
a pair Waliboard.—Regular, ;,-in. thick, 
men's $32.25 per 1000 sq. ft.: Super, ,-in. 
$6.50; thick, $36 per 1000 sq. ft. net. 




















Saf ety in Chains 


AFETY float featuring safety 
products entered by the Do- 
minion Chain Company in the 
Civic Holiday parade during Old 
Home Week in Niagara Falls, Can- 
ada, July 13-18. This parade took 
an hour and a quarter to pass a 
given point. 




















land retail hardware trade will take on 


least orders already booked suggest so. 


Bas have covered on their 1925-26 sled re- 
No. 4, $19.41 per quirements. Quite a large number of 
the smaller concerns have still to buy, 


W ALLBOARD.—Although it could be 
better, the movement of wallboard out 
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August Starts Off Well in New York— 
Active Fill-in Demand Reported 


USINESS in the New York wholesale market continues con- 
sistent, and without any indications of the usual mid-summer 


slump. As a matter of fact, August has started off very well | 
indeed, and some of the jobbers predict that sales for this month | 
will be well in advance of those of last year. 
ness now going forward is to meet the fill-in requirements of re- | 


tailers, who, judging from the frequency with which they are 


coming into the wholesale market, are experiencing rapid turn-overs | 


An indication of the generally favorable condition prevailing in 
the New York market is the fact that wholesalers report that the 
* majority of retailers are receptive to an unusual degree to special 


and new goods. 


This condition, it is pointed out, seldom obtains 


except at a time when money is more or less plentiful, and collec- 
tions are good. The fill-in demand for staple and seasonable items 
continues active, and covers such a wide range of merchandise 
that it is impossible to mention any one item as being particularly 


active. 


The bulk of the busi- | 


| 
| 
| 
i 


| 
| 
| 








! 
| 
| 


Another indication of the healthy tone of the New York market is 
the fact that prices on practicaclly all lines are firm, and jobbers 
are unable to see any possibility of marked departures from prevail- 


ing levels. 


The retail trade is also strongly inclined to the same 


point of view, as is indicated by the large volume of fall and winter 


business placed with wholesalers in this territory. 


Collections, gen- 


erally speaking, are good, and indicative of the basically sound con- 


dition of business generally. 





Demand for Stove Boards 


Stove boards are particularly active | 


fall items at the present time. Prices 
are firm and stocks sufficient for cur- 
rent requirements. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Stove boards (paper lined) 24 x 24, 
= 40 per re 26 x 26, $9 per doz.; 
28 x 28, $10. 05 per doz.; 30 x 30, $12 
per doz.; 32 x 32, $14. 75 per doz.; 

35 x 35, $17. 40 per doz. and 32 x 42. 
$19.80 per doz. 





Weatherstrip in Demand 


As the fall season advances, the de- 
mand for weatherstrip has increased 
noticeably, and jobbers report quite a 
volume of business in this line. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Wirf’s weatherstrip, packed 500 ft. 
to the reel, maroon, $27.50 per reel; 
white, $35 per reel. 





Strong Demand for Crab 
Nets and Traps 


As usual at this season of the year 
there is an active demand for crab 
nets and traps. 

JOBBERS’ QUOTATIONS mete RE. 

TAILERS, F.0.B. NEW YOR 


Traps, $7. 20 per doz. 





Brush Prices Firm 


A well maintained demand for 
brushes is reported by New York 
wholesalers, with prices firm and stocks 
sufficient for current requirements. 





Jobbers quote retailers f.o.b. New 
Fork, a discount of 33144 per cent on 
the following household and personal! 
use brushes, which are quoted here at 
list prices. 

Nail brushes, S85e. each; — split 
duster, $1.25; cloth brush and skirt 
brush, $1.60; dust mop, $1.90; bath 
brush, medium, $1.95; large, $2.30; 
refrigerator brush, 30c.; percolator 
brush, 15c.; vegetable brush, 25c.: 
dish mop, 35c.; pan greaser, : ; 
dustpan and _ brush, $1; radiator 
brush, 55c.; bottle brush, 35¢. 


Wine Presses Moving Well 


The demand for wine presses is 
particularly active at the present time, 
and the bulk of this business is being 
scheduled for delivery late this month 
or early next month. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O. EW YORK: 

Boss press, No. 1, $6.70; No. 2, 
$7.50; No. 2%, $10; No. 3, $12.75, and 
No. 4, $16.25 each. 

Boss presses, with hinged tub, No. 
2, $8.60; No. 2%, $11.15; No. 4 $14, 


and No. 4, $17, 30) each. 





Boss crushers, aluminum teeth, $6 
each. 

Fruit presses, 2 qt., $2.95: 4 qt.. 
$4.60; 6 qt., $6.25; 12 qt., $8.75. 


eee 


Ice Cream Freezers Active 


As a result of the advancing summer 
season, the demand for ice cream 
freezers has fallen off considerably, al. 
though numerous fill-in orders are re- 
ported by local wholesalers. 

JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.0O.B. NEW YORK: 

Gray Goose freezer, 1-qt., $2. + 
2-qt., $2.81; 3-qt., $3.35; 4-qt., $41 0, 
and 6-qt., $5.22. 

Alaska and Peerless freezers each 
— a discount of 20-10 per cent off 
Ss 


reg ty 
































Peerless ice chippers, Cyclone ice 
chippers, Toy Town ice crushers 
and freezer floor clamps take a dis- 
count of 334, per cent. 


Power freezers take a discount of 
10 per cent. 

White Mountain freezers, 2-qt., 
$2.83 each; 3-qt., $3.38 each; 4-qt., 
$4.12 each; 6-qt., $5.23 each; S-qt., 
$6.75 each, and 15-qt., $12.80 each. 

Auto Vacuum freezers, 1-qt., $3.53 
each; 2-qt., $4 each; 3-qt., $5.35 each, 
and 4-qt., $6.67 each. 

New Standard freezer, 1-qt., size, 


$1.15 each. 


-_---—-——- 


(Good Demand for Screws 


The demand for wood screws con- 


tinues consistent in the N. Y. whole- 
sale market. Prices are firm and 
stocks adequate. 
JOBBERS'’ og ep tela. or RE. 
TAILERS, F.O. W YORK 
Wood scre ws, iron bright, flat 


head, 7214-33 
Same. iron blued, 
25 and 10 per cent. 
Same, brass, flat head, 
10 per cent. 
Same, brass, round and oval head, 
25 and 10 per cent. 
flat head, 57%, 25 


1% and 10 per cent. 
round head, 706, 


70, 25 and 


6742, 
Galvanized, 
10 per cent. 
Nickel plated, 
and 10 per cent. 
Full packages are extra 5 per cent 
_ Escutcheon pins, 33% per cent off 


and 


round head, 60, 25 


list. 

Machine screws, 40 and 10: lag 
screws, 40 and 10; stove bolts, 75 and 
10. Cap screws, 80 and 5 per cent. 





Keg Nails Moving 


The demand for keg nails is con- 
sistent, although not particularly heavy 
at the present time. 

JOBBERS’ QUOTATIONS TO RE-.- 

TAILERS, F.O.B. NEW YORK: 

Keg nails, $3.40 base: wire 

and brads in 1 Ib. papers, 70 

per cent. 


nails 
and 10 


—_——— 


Furnace Scoops Active 


Furnace scoops are among the more 
active fall items at the present time, 
according to reports current in the 
New York wholesale market. Prices 
are firm and_ stocks. sufficient for 
present needs. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Furnace scoops No. 2, hollow back, 


black steel blade, malleable ‘‘D’’ han- 

dle, $5.04 per doz.; long handles, $4.80 

per doz.: furnace scoops No. 2, riv- 

eted back, heavy black steel blade 

and wood “D’’ handle, 84c. each: 

long handle, 84c. each. 

Good Market for Snow 

Shovels 


A particularly active demand is re- 
ported for snow shovels and _ scoops, 
with prices firm and stocks generally 
sufficient. 


JOBBERS’ QUOTATIONS TO RE. 
TAILERS, F.O.B. NEW YORK: 

Long handled snow shovels. $4.50 
per doz.; American steel, $9.35 per 
doz.; galvanize d steel (2% x 16 in.), 


$11.40 per doz.; Menzie shovels, $10.80 
per doz. 

Snow pushers, 12 x 18 in., $12 per 
doz.; 12 x 24, $16.20 per doz.. 

Street cleane ‘rs, 12 x 31, $33 per doz. 

Sidewalk _scrapers, solid shank, 
steel blade, 7 x 4%, black finish, $4. 20 
per doz.: sidewalk scrapers, 


half polished, black finish, $6 per p Rony 
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Demand Steady in Chicago Territory— | 
Prices Firm with Upward ‘Tendency 


(Chicago oftice of HARDWARE AGE) 
EPORTS from all sources continue to be of a distinctly optimis- 
tic nature. Seasonable merchandise of all kinds is in good 
demand and quite a little volume of orders is developing for 
fall items for future delivery. 

Prices are remarkably firm and several advances are announced 
by the jobbers this week, among them rises in rubber covered 
wire, galvanized ware, solder, linseed oil and turpentine. The only 
exception to the general stiffening of the market is a rather sub- 
stantial drop in radio tubes. 

The conditions surrounding the steel industry in the Chicago area 
are showing a steady betterment and this situation leads to the 
prediction that steel sheets and wire products are due for a price 
advance in the near future. 

Building activities continue at full speed and all sorts of ma- 
terials are in heavy demand and higher prices are also being 
prophesied for them in some quarters. Jobbers report a large and 
steady volume of orders in builders’ hardware. 


AUTOMOBILE ACCESSORIES.—The per set; cylinder front door sets, 
. $7.50 per set. 
demand for all items is heavy and ., ; i 
ae - ’ CHAIN.—The sales volume is just fair. 
prices are firm. “er: ‘ 
| ; Prices are firm. 
We quote from jobbers stocks, : : - : 
f.o.b. Chicago: We quote from jobbers stocks, 
Spark Plugs.—Splitdorf, 50c. each; f.o.b. Chicago: *%-in. proof coil chain, 
$8.50 per 100 Ib.; Tenso, Bull Dog 


regular, 58e. each; Champion X, 45¢ ) I 
it and Brown coil chains, 50-10 per 





| 





FISHING TACKLE.—Sales on all 
items are holding up very well. 
I’ I{LES.—There is a good steady sales 


volume with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 

EROUIT PRESSES AND CIDER 
MILLS.—Sales are showing some 
slight increase as the real selling sea- 
son approaches. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Juicy fruit presses, 
3-qt., $3.60 each; 6-qt., $4.40 each; 
12-qt., $6.25 each. Iinterprise, Junior, 
$10 each; Medium, $13 each; Senior, 
$17.40 each: Extra large, $28 each. 

Cider Mills.—Junior, $21.75 each; 
Medium, $25.50 each; Senior, $38 each: 
Self Feed, $16 each. 

GALVANIZED WARE.—One leading 


jobber has advanced prices on pails 
and tubs slightly, indicating liquidation 


of surpluses is complete, and manu- 


facturers are withdrawing low prices, 


_due to high price of spelter. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.10; No. 2, 
$6.85; No. 3, $8; 10-qt. galvanized 
after made pails, $2.15; 12-qt., $2.35; 
14-qt., $2.65; 5-gal. galvanized oil 
cans, galvanized breast, $6.50 doz.: 
14-bu. galvanized after made baskets, 
$4.75: 1-bu. galvanized baskets, $6.75 
doz.; 14%-bu. galvanized baskets, $8.75 
doz. 


GARDEN HOSE AND LAWN SPRIN- 


KLERS.—Jobbers have made no an- 


nouncement of new prices as_ yet, 


although manufacturers made an ad- 
vance some days ago. 


each; Champion Blue Box line, 5: : ; ; 
each; A. C. Titan, 58ec. each; lots of cent discount, NO. 00-442 electric 
100. S6e. A. C. Special Ford, 44c. welded cow ties, $2.75 per doz. 
each, ’ " hy T ] 
Spot Lights.—Anderson, No. eu. COPPER RIV ETS AND BU RRS.— 
$6.50 : | . Prices are unchanged and a_ good 
Horns.—Ik. A Mlectric (Ford), $4 . 
eels steady demand is reported. 
5 geen Standard, No. 21, We quote from jobbers’ stocks, 
$1.20 each. : f.o.b. Chicago: Copper rivets and 
“aw — Rose, 1%4-in. cylinder, burrs, 45 per cent discount. 
. de. 
Chains.—Non-skid, dozen pair lots, | EAVES TROUGH AND CONDUCTOR 
3314 per cent discount; 50 pair lots, = . . , 
a. har Gua Ghana | PIPE.—There is a fair demand. Prices 
Tires and Tubes.—30 x 532 oversize are unchanged. 
cord tires, $12.55 each; regular cord, a ; , 
$s. 60 each: gray inner tubes, 30 x 3%, We quote from jobbers’ stocks, 


$1.80 each: red inner tubes, 30 x 3%, f.o.b. Chicago: Single bead lap joint 
$?.25 each. gutter, 5-in., $4.50 per 100 ft.; corru- 
>on . . rome gated conductor pipe, 3-in., $4.75 per 
AXES.—There is little demand at pres- ee ft.: plain ridge roll, 1%-in.. $4 
100 ft.; corrugated conductor el- 





ent. No change in prices. online E rrugal 
We quote from jobbers’ stocks, OWS, 3-in., $1.36 doz. ; 
fob. Chicago: First quality single | ELECTRICAL AND RADIO MER- 
bitted unhandled axes, 3 to 4 Ib., $14 ca a oune~ on 
doz. base: double bitted, $19 doz. CHANDISE.—The demand is steadily 
Seen iene ae — es improving. Rubber covered wire takes 
< #35, Se ¢ 1 . s .1e oa, v ° ° 
doz. base; single bitted handled axes, sharp advance and radio tubes decline. 
$15.50 to $24 per doz.. according to = i ‘ , salle ~~ 
quality and grade of handle: special mi om jobbers’ stocks, 
unguaranteed handled axes, $12 per rs 1icago. . 
doz. base Electrical Merchandise.— No. _ 14 
a Sere 3 a . rubber-covered wire, $8 per 1000 ft.; 
BOLTS AND NUTS.—There is a good in 100-ft. lots, $7.75; No. 18 lamp cord, 
—* — Reman on Gon $13.64 per 1000 ft.: in 1000-ft. lots, 
active demand. Prices are firm. isa; Sika. frees Kenee teey sackets. 
We quote from jobbers’ stocks, Isc. each; two-way plugs, 45c. each; 


fo.b. Chicago: Carriage bolts, cut in lots of 10, 40c. each; one-piece iat- 


thread, 50 per cent discount; small tachment plugs, 13c. each; two-piece 
carriage bolts, rolled thread, 50-19 attachment plugs, 12c. each; dry 
per cent discount: machine bolts, cut cells, boxes of 50, 30% each; less than 
thread. 50-10 per cent discount: case lots, 34¢. each. 

small machine bolts, rolled thread, Radio Supplies.—Radio B batteries, 
50-10-5 per cent discount: all stove No. 766, $1.40 each; No. 767, $2.62 
bolts, 75-5 per cent discount: lag each. 


Battery Chargers.—Apco line, n 


Screws, 60 per cent discount. 
lots of less than 10, $13.50 each, net 


. 7+ “* yr 7” a .; - _ I - 
BUILDERS’ HARDWARE.—Sales ar« Cate one a tA 
reported as exceptionally good. Prices $2.50 list. Discount 25 per cent. 
om Ge Loud Speakers.—Western Electric, 
yery tirm. No. 522W, $9.50 list. Discount, 30 

We quote from jobbers’ stocks, per cent, 





ro.b. Chicago: 2% x 3 steel butts, . ys ~ if ae ‘ . 
f.o-b. Chicago: 2% x 3i% steel butts. | FIELD FENCE.—Some small sales are 
finish, $2.76 per doz. pair; 4 x 4 steel reported, but there will be no big de- 
butts, old copper and dull brass ‘ : — . : 

a... i dex wane beary mand until the crops are in. 

steel bevel inside sets. case lots, We quote from jobbers’ stocks, 
$6.75 per doz.: steel bit-keyed front f.o.b. Chicago: 726-6-12%, $29.02 per 
door sets. $1.75 per set: wrought 100 rods; 1948-6-14%, $44.08 per 100 


brass hit-keyed front door sets, $3.25 rods. 


i 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, “-in., 10%c. 
per ft.; %-in., 13c. per ft.; 3-ply, 
good quality, wrapped, %-in., 10c. 
per ft.; %-in., 12c. per ft.; 4-ply, 
good quality, wrapped, -in., 12c. 
per ft.: %-in., 14ec. per ft.: 5-ply. 
good qualitv, wrapped, -in., 9c. 
per ft.; %-in., lle. per ft. Lawn 
sprinklers, Rain King, $28 (doz. ; 
original fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 

GLASS AND PUTTY.—Dealers are 
anticipating their fall needs to some 
extent and the sales volume is increas- 
ingly good. 

We quote from jobbers’ stocks, 

f.o.b. Chicago: Single strength A, 28- 
in. bracket, S8& per cent discount; sin- 
gle strength A, 34 to 40-in. bracket, 
&6 per cent discount: single strength 
A, all other brackets. 8&5 per cent 
discount: double strength A, all sizes, 
86 per cent discount: double strength 
Bs. &§7 per cent discount. Putty, pure 
gerades, $3.75 ner 100 lb.: commercial, 
$3.40 per 100 Ib. 


HATCHETS.—Prices _ still without 
change and the demand steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingline, $11.20 doz.: first 
quality hatchets, No. 2 broad, $14.45 
doz.;: medium quality hatchets, No. 
? shingling, $7 





2 $7.25 doz.: medium qual- 
itv hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—tThe = sales 
are good and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Vauehn-Bushnell. 16- 
oz. nail hammers, $10.50 doz.: May- 
dole, $12.60 doz.; other makes, 16-oz. 
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machinist hammers, $7.85 doz.; Com- 
petitive grade, 16-0z. nail hammers, 
$4.50 to $6 doz. 
HANDLES, AGRICULTURAL.—Sales 
are very good and prices unchanged. 
We quote 
f.o.b. Chicago: 
Hay Fork’ Handles. 


from jobbers’ stocks, 


— Straight, 


chucked and bored, best grade, 4%- 
{t., $4.50 doz.; o-{t., 5.50 doz.: xX, 
4\%-ft., $4 doz.: 5-ft., $4.80 doz » 
4%-ft., $2.40 dca. : 5-ft., $2.80 doz. 

Hay Fork Handles.—le ‘nt, chucked 
and bored, best grade with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX, bent, with 
strap, ferrule and cap, 4-ft., $5.50 
doz ae hi? $5.75 doz.; XX, bent, 
4%, -ft., 4.50 doz 5-ft., $5.50 doz.; 
X, bent, 4%-ft., $3 doz.: 5-ft., $3.40 
doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX, bent, 4-ft., $4.15 doz.; 4%- 
ft., $4.40 doz.; X, bent, 4-ft., $2.60 
doz.; 4%%-ft., $2.95 doz. 


Garden Hoe Handiles.—XxX, 4%-ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz. 

Garden Rake Handles.—XX, 514-ft., 
$5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Handies.—Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 
$3.90 doz.; D handle, best grade, 
$7.95 doz.; X grade, $6 doz. 

Spade Handies.—lD handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—The sales volume 
is active and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.——-No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 


hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 


Hatchet and Hammer Handles.— 





No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 
HINGES. avy 
demand is reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap eee 
in bundles, 4-in., $1.03; 5-in., $1.: 
6-in., $1.60; 8-in., $2.70; 10-in., $4. 30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1. 56; 5-in., $1.66; 
§-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pair. 

ICE CREAM FREEZERS.—Sales con- 
tinue to show a good volume. No price 
changes. 

We quote from jobbers’ stcoks, 
f.o.b. Chicago: White Mountain I1- 
qt., $4.85 list; 2-qt., $5.65 list; %-qrt., 
$6. list; 4-qt., $8.25 list; 6-qt., 
$10.45 list; 8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
$25.60 list; 20-qt., $33.20 list; 25-qt., 
$42.60 list; Arctic, 1-qt., $4 list; 2-qt., 
$4.60 list; 3-qat., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. 


LAWN MOWERS.—The demand _ is 
very slight, as is only to be expected. 


We quote 
f.o.b. Chicago: 
Lawn Mowers.—16-in. ball bearing, 
h-knife, 11-in. wheels, $12.35 each; 
Ij-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%4-in. wheels, $8.65 
each; 16-in. ball bearings, 4-knife, 
"in wheels, $7.85 each; 16-in., plain 
bearing, 4-knife, 9%-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife. 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each 


NAILS.—The demand is fair and the 


market is considered much firmer. 


from jobbers’ stocks, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter’ than 
1-in. 


OIL STOVES.—tThe sales are continu- 
ing in fair volume. Prices unchanged. 
are list prices. discounts 


These Dealers’ 


are noted after each group. 
OIL COOK STOVES 
NESCO— 
OR SS Ee rrr $9.50 
el, WE Oe IS 6s bere escceuces 17.35 
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| 





























HARDWARE AGE 


EUG. ZES BS WUFMOTW. ccccccccccccscedaeee 
No. 313 4 i, ee Fe 
BVO. ZAG & DWOPMOTMs occ ccc cccccccc cde 
No. 1102 high shelf only......... 5.25 
No. 1108 high shelf only......... 6.50 
No. 1104 high shelf only......... S.00 
No. 1105 high shelf only......... 9.75 
Nesco dealer’s discount, 30 and 5 
per cent, 
PERFECTION— 
No. (2 BD WOPUOUR. oo cccccccccvcctat.ee 
No. 73 3 burners......... eee 22.50 
ee ee Se I gone ses sceeeun 28.50 
Pee, 2 In oc ik cvcciceaces 3Y.50 
Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 } per cent. 
PURITAN (Improved M Model) 
POO. @e BD WOPMORR sc ccc cccccccecth ta 
Pe, SE SB WUCMGW so. cc ccc ccvcees 22h) 
Ss Fe 28.50 
Puritan discounts same a VDertec- 
tion. 
OVENS 
NESCO— 
No. 05 1 burner solid door.......$2.19 
No. 5 1 burner glass door........ 2.23 
No. 010 1 buiner solid door...... ‘1% 
No. 10 1 burner glass door....... 4.40 
No. 020 2 burners sold Gdour...... 
No. 20 2 burners glass door...... 0.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door..... 5.70 
Dealer’s discount, 80 and 5 per 
cent. 
PERFECTION— 
No. 211 1 burner plain door......$°.50 
No. 211G 1 burner glass door.... 2.79 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door. 6.00 
ey EE teed dhe sh ot aeee esas 6.15 
Dealer's discount, on 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. ; 
PURITAN— 
No. 42G 2 burners glass door...$5.25 
Dealer’s discount, 10 or more, 3d) 
and 5 per cent; less than 10, 30 per 
cent. 
WATER HEATERS 
a a ag dla og $15.00 
oy es a a ) > 40.00 
ee i.,.lUe SS eee S000 
Nesco discount, 30 and 5 per cent 
Perfection discount, 30 and 5 per cent. 
in lots of 10 or more; less than 10, 30 
per cent. 

WICKS, ETC. 
Rockweave wicks, 25c. each. 
Perfection and Puritan, $4 per doz. 

and $48 per gross. 
Discount same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—Oil and turpen- 
tine recover last week’s decline by an 
advance of 3 and 2 cents respectively. 


We quote 
f.o.b. Chicago: 
Linseed Oil.—Raw, 


stocks, 


$1.15 


from jobbers’ 


barrel lots, 


per gal.; 5-barrel lots, $1.10 per gal. 

Linseed Oil.—DBoiled, barrel lots, 
$1.18 per gal.; 5-barrel lots, $1.13 per 
gal. 

fel eeaita saat lots, $1.11 per 
gal. 

Denatured Alcohol.— Barrel lots 
6H0c. per gal.; steel drum, extra, $6 
returnable. 

White Lead.—100-lb. kegs, 16.25: 
50-Ib. kegs, $7.75; 25-lb. kegs, $3.90; 
12144-lb. kegs, $2. 


Dry Paste.—Barrel lots, 7%c. per 
b. 


Shellac. - (4%-lb. goods), white, 
$4°5 per gal.; orange, $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
PYREX WARE.—Sales are fair and 


prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles. — Round, No. 167, $12 
doz.: No. 168, $14 doz.; No. 182, $12 
doz.: No. 184, $14 doz. 

Casseroles. — Oval, No. 193, $12 
doz.: No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
~~ Rie 0) doz.: No. 209. $7.20 doz. 

Pots.—2-cup, $20 doz.; 4-cup, 

$04 y Fe 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—Sales continue to 
be only fair and prices unchanged. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys $1.30 per pair; for girls, 
$1.40 per pair. 

ROOFING AND PAPER.—There is an 


active demand and prices continue high 
and very strong. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade tale = surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light tale sur- 
faced, $1.20 per square; red rosin 

| sheathing, $57 per ton. 
ROPE. demand is fairly good. 
Prices show no change. 

We quote from jobbers’ stocks, 
f.o.b. eg rot No. 1 manila standard 
brands, 24% to 26%ec. per Ib.; No. 
2 manila, be. per Ib.; No. 1 sisal, 
1744c. per Ib.; No. 2 sisal, 1l64ec. per 
Ib. 


SOLDER 


are good and there 
is no change in prices. 
We quote 





stoe ks, 
bright 
round 
list; 
hew 
cent 
cent 


from jobbers’ 
f.o.b. Chicago: Flat head, 
screws, 80-10 per cent new list; 
head blued, 78-10 per cent new 
flat head brass, 76-5 per cent 
list; round head brass, 74-5 pet 
new list; japanned, 72-10 per 
new list. 


METAL.— 


demand is 


AND BABBITT 


Prices advahce and the 


| strong. 


STOVE 
| Early sales 


| advance, 


We from jobbers’ stocks, 
Warranted 50-50 
Ib.: medium, 
Ib.: tinners’ 
Ib.: high 


quote 

f.o.b. Chicago: 
der, $40 per 100 
solder, $39 per 100 

solder, $38 per 100 
babbitt metal, $20 per 100 Ib.; 
ard No. 4 babitt metal, $13 per 


STEEL SHEETS.—Sales are fair 
prices very firm. 

We 
f.o.b. 
sheets, 
sheets, 


sol- 
$9-5 
10-60 
speed 
stand- 
100 Ib. 


and 


jobbers’ stocks, 
Chicago: 28-gage galvanized 
$5 per 100 lb.; 28-gage black 
$4 per 100 Ib. 

PIPE, COAL HODS, ETC.— 
are fairly good, with prices 


quote from 


firm. 
We 
f.o.b. 
50 gage, 


jobbers’ stocks, 
Chicago: Best full gage pipe, 
12c.; 28 gage, 13c.; 26 gage, 
lhe. per joint. Corruated elbows, 
30 gage, $1.20; 28 gage, $1.50 doz. 
Galvanized coal hods, 17-in., $5 doz. 
WIRE GOODS.—There has been no 
but prices are much firmer 
than two Weeks ago. Dealers are buy- 
ing more freely and a little farther 


quote from 


_ahead than they have been. 


We from jobbers’ stocks, 
8 black annealed 
lb.; No. 9 gal- 


$3.50 per 100 Ib.; 


quote 
f.o.b. Chicago: No. 
wire, $3.05 per 100 
vanized plain wire, 


catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; S0-rod 
spool galvanized hog wire, $3.34 per 
spool. Polished fence staples, $3.60 
por 100 Ilb.; 12-mesh black wire cloth, 
$1.90 per 100 sq. ft.; 12-mesh gal- 
vanized wire cloth, $2.20 per 100 sq. 
ft.; 14-mesh bronze wire cloth, $6.25 
per 100 sq. ft.; galvanized poultry 
netting, 55-5 per cent discount; gal- 
vanized after poultry netting, 50-5 
per cent discount. 
|WRENCHES.—The sales are _satis- 
factory and prices are firm. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount: Coes’ 
wrenches, 40-10 per cent discount: 
engineers’ wrenches, 50-10) per cent 
discount off new list: Stillson, 70 per 
cent discount; Trimo, 60-10 per cent 
discount. 

Snap-On Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15. 25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14.85; No. 404 Universal Socket 
Set, $8.75: No. 505B Serew Driver Set, 
$3.40; No. 900 Square Socket Set. 
$3.70. All Snap-On Wrenches less 40 
per cent. 


i 
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Renewal of Building Helps Pittsburgh Market 


—F'reer Movement of Futures Reported 


(Pittsburgh office of HARDWARE AGE) 


HE hardware business still is somewhat sluggish in this dis- 
trict, although there is a slightly freer movement of futures 
than was the case recently, and fall building activities already 
are beginning to be reflected by the demand for building hardware 


and sheet metal building materials. 


There is only a fill-in demand 


for lines seasonal to this time of year and the larger shipments 
against fall and winter requirements are not strongly in evidence. 
Sentiment is cheerful as to the fall business prospects and the belief 
is common that as the summer wanes demands will show an appre- 


ciable gain. 


Prices still exhibit considerable firmness, notably on 


the products into which lead enters, all of which have moved upward 
in price since a week ago, while recent advances in rubber goods 
are firmly held. Wood screws are off 5 per cent in price in new lists 


just issued. 


$2 a ton in keeping with the recent advance in mill prices. 


tions are fair. 


AUTOMOBILE 
—Prices are holding and no important 
changes are looked for. 


Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 
Spark Plugs.—A. C. plugs, lots of 


less than 10, 65c. each: lots of 10 to 


49, 5Sec.: lots of 50 to 99, 55c.; lots of 
100 to 200, 57¢e.; lots of 300 or more, 
17c.; A. C. plugs, No. 1075, for Ford 
cars, lots of less than 10, 49c.; lots 


of 10 to 49, 44c.; lots of 50 to 99. 42c.; 

lots of 100 to 200, 39c.; lots of 300 or 
37¢ 

makes, 


Meters. — Standard 
cent off 


lots of less than 10, 25 per 


list: lots of 10 to 19, 30 per cent off 
list: lots of 20 or more, 37 per cent 
off list. 

Horns.—Spartons, single lots, 33% 


per cent off list; $60 list and over, 
if per cent off list; $90 list and over, 
49 and 5 off list. 
Windshield Cleaners.—Trico, uni- 
versal automatic cleaners, $3.25 each. 
Jacks.—Millers Falls, No. 145, $3.75 





each. 
Pumps.—Anthony line, $2.20 each. 
BATTERIES.—Very steady demand is 


reported, with prices holding firm at 
recent levels. 


Jobbers’ quotations to. retailers, 
f.o.b. Pittsburgh: 
Broken Tnit 
Packages Packages 
Each Fach 
a ee ee $1.95 $0.97 
I, oi a a 1.32 1.22 
No. 164 peseeeeveeve0es 1.22 1.14 
No 7? 1.40 1.30 
 _ 2 2.62 2.44 
No. 772 2 62 2.44 
SS SD > Sale nee ee ea 3.33 3.09 
No. 771 ad a ala te {? 29 
No. 6 dry cells, ignition type, 29c. 


each in full packages; 30c. each for 


broken packages. 
BOLTS, NUTS AND RIVETS.—Fac- 
tory prices on bolts and nuts are firmly 
maintained and resale prices hold in 
the lack of any primary weakness. 
There is a fair demand. 


We quote out of jobbers’ 
follows: 

Machine bolts, small rolled threads, 
20 and 10 per cent off list: all sizes 
eut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list: all sizes cut threads, 
1h per cent off list: stove bolts, 75 
cent off list: tire bolts, 40 and 
cent off list: nuts, hot pressed 
tapped. 3 25c. off list: e¢.p.c. 
blank or tanned, 3.35c. off list: 


as 


stocks 


per 
1 pe 
blank or 
and tf 


Warehouse prices of galvanized sheet have advanced 


Collec- 





ACCESSORIES. | 




















i 
| 
| 
} 





rivets, small wagon and tinner’s, 60 

per cent off list. 
CONDUCTOR PIPE.—Fall building is 
fairly heavy in this district and is 
causing a good demand for conductor 
pipe. Prices in both galvanized steel 
and copper pipe are unchanged but firm 
on account of the upward tendency of 
the primary markets. 

We quote out of Pittsburgh ware- 


houses: 
Galvanized sheet steel pipe, No. 28 
gage, 3-in., $4.75 per 100 ft.; copper 


pipe, 2 to 5-in., 16-0z., 32 per cent off 
list on direct mill shipments and 28 
per cent off list out of jobbers’ stocks. 


GARBAGE AND RUBBISH CANS.— 
A very steady demand is reported in 
these lines, with prices showing no 
change. 


Security 


Line Ash Cans.—No. 1, 
$2.80; No. 2 


, $3.25; No. , $3.85; 
Garbage Cans, No. 10, $2.05; Garbage 
Pails, No. 7, $1.50; No. 71.60; 
No. 9, $1.90: Keystone Garbage Cans, 
No. 11, $1.70; No. 12, $1.95; No. 13, 
2.25: Security Rubbish Cans, No. 30, 
$4.85. 


GAS CONNECTION (LEAD).—High- 
er prices are expected soon on account 
of the strength of the lead market, 
which has already caused advances in 


a number of lead products. Pittsburgh 
_ jobbers quote: 
18-in., 30c. each; 24-in., 35c. each; 





30-in., 40c. each; 36-in., 45c. each. 
GUNS AND LOADED SHELLS.—Re- 
leases against orders for fall delivery 
are daily becoming more numerous in 
preparation for the fall hunting season. 


GAME TRAPS.—tThe approach of the 
trapping season is bringing in a few 
orders but in recent years the tendency 
of the retail trade has been to hold 
back until the opening of the season 
before ordering freely, and the expec- 
tation is that this will be repeated this 
Prices are regarded as very low 





year. 
this year. Pittsburgh jobbers quote: 
Victor No. 6, $1.19 each: Neo. 1, 
$1.38: No. 1%, $2.44; jump straps, 
No. 1, $1.83. 











KEGS (CWOODEN).—tThere is a very 
steady movement in kegs from jobbers’ 
stocks, with prices holding steady at 
recent levels. Pittsburgh jobbers quote: 


Red White White Oak 

Oak Oak Charred 
5 gallon ....$1.15 $1.30 $2.35 
10 gallon .... 1.55 1.70 2.70 
15 gallon . 1.80 2.00 3.00 
20 gallon . 2.00 2.20 3.50 


LEAD SHOT.—Prices have recently 
been marked up 20c. a bag in keeping 
with the advance in raw lead. 


MILL, MINE AND FACTORY SUP- 
PLIES.—Supply houses here still find 
business quiet. Although there has 
been a quickening in the demand for 
coal and production is a little heavier 
than it was recently, there is not much 
buying of supplies by coal mining com- 
panies and the railroads also are very 
sparing buyers. Factory prices of 
wood screws have been cut 5 per cent 
but there has not been any change in 
retail quotations. Wrenches are easier 
and there has been a slight drop in 
prices of picks and mattocks. Rubber 
building is higher in keeping with the 
crude rubber market. Advices from 
rope manufacturers suggest the con- 
tinuance of present prices for the 60- 
day period beginning Sept. 1. 


Jobbers’ prices to retailers: 

Pipe Wrenches.—Walworth, 70 and 
5 per cent off list; Trimo, 70 and 5 per 
— off list; Larco, 70 per cent off 
ist. 

Fittings.—Cast iron screw, 36 per 
cent off price list; flange, 47 per cent 
off list; malleable, lb., list plus 4 per 
cent; standard iron body gate valves, 


35 and 5 per cent off price list; 
standard brass globe valves, 30 per 
cent off list; standard brass gate 
valves, 45 per cent off list. 

Rope. — First grade long fiber 
manila, 26c. per Ib. 

Belting. — No. 1 leather, 45 per 


cent off list; No. 1 rubber, 40 per cent 
off list. 

Twist Drilis.—Carbon, 60 per cent 
= list; high speed, 45 per cent off 
ist. 

; Files.—High grade, 50 per cent off 
ist 


Screws.—Wood screws, 72% and 5 
per cent off list: milled cap and set 
screws, 75 per cent off list. 

Picks and Mattocks.—Carbon picks 
and mattocks, 50 per cent off list. 

Hacksaw Blades.—Best grade, 50 
per cent off list. 


PAINTING SUPPLIES.—Linseed oil 
has advanced 2c. a gal. but other items 
under this heading are at the prices of 
a week ago. Business shows some im- 
provement over the recent average but 
remains below that of a year ago at 
this time. 


Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.: lower grades, $2.50; 
white lead, 15%4c. per Ib. in 100-lIb. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more: tur- 
pentine, $1.11 per gal. in barrel lots; 


—- oil, $1.14 per gal. in barrel 
ots. 
PRESERVING EQUIPMENT. — De- 


mand holds up well in these lines and 
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3"Scre 


The demand tor wire cloth that 
is permanent and rust-resisting has 
been unusually large. The home- 
owner has become disgusted with the 
necessity of painting and repairing 
screens every year. He realizes that a 
strong, durable bronze screen cloth 
will last practically the life of the 
building. That is just the reason why 
leading dealers everywhere specify 


“Golden Rod” Bronze Wire Cloth. 


That's Why Leading Dealers 
__ Everywhere Specify 
‘GOLDEN ROD’ BRONZE 


mm 











“Golden Rod” is 90% copper, with an 
alloy added, which gives it greater 
strength and durability than soft cop- 
per wire cloth. Its tich gold color 
rapidly turns a dark antique finish 
when exposed to the weather. 

We also manufacture “Apex Electro- 
plated Galvanized” and “Vulcan 
Black Painted” wire screen cloth. 


Ask Your Jobber for Catalog 
and Prices or Il rite Us. 


JOHN M. HART COMPANY 


Old Colony Building 


Chicago, I[Ilinois 


HANOVER WIRE CLOTH CO. 


Manager of Sales 


Manufacturers 


Hanover, Pa. 
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are steadily reducing their 


Prices show no change. 


jobbers 
stock. 

Jobbers’ prices follow: 

Bottle Cappers.—Everedy, 
lots, steel based padded, 
doz.; wood base, $11; 
plain, $10.50. 

Strainer Sets.—Fveredy, 
lots, strainer stand, $4 
strainer bag, per doz.; 
$4 per doz. 

Scales.—lI niversal, 
No. 11021, $1.55: No. 
1621, $3.50. 

Jar Rubbers—louble lip, red, 76c. 
per gross in 12-gross lots: 75c. in 6- 
cross lots and S0c. in 1-gross lots. 


SHEET METAL.—Sheet copper has 
advanced Yc. per lb. but zinc prices 
show no change. Demand is reported 
to be good. 


in dozen 
$10.80 per 


steel base, 
in dozen 
per doz. : 
filter bag, 
No. 1021, $1.25; 


19221, $2.50; No. 


¢° 
Pa 





99: 


We quote sheet copper at 22%c 
per lb. from jobbers’ stocks in lo ts 
of 300 Ib. or more and 264,c¢. per Ib. 
in Single sheets; sheet zinc, 12%4c. per 
Ib. in loose. sheets; 11%c. in 100 Ib. 


in 300 lb. casks and 10%ec. 


casks. 


casks: lle 


in 600 Ib. 





$2 a ton in mill prices of galvanized 
sheets has caused a similar advance in 
warehouse prices. Flat sheets are un- 
changed. There is a good demand as 
fall building fairly active in this 
district. 
Prices out 


is 


of Pittsburgh jobbers’ 


stocks: Galv. flat, No. 28 gage, $5.30 
base per 100 Ib.: corrugated No. 28 
gage, 2%-in., $4.49 per square: one 
pass cold rolled black, No. 28 gage. 
$4.15 base per 100 Ib., all for lots of 
one to nine bundles, 


| from 


'in raw 


HARDWARE AGE 


SHOVELS.—The recent adjustment in 
prices appears: to have stabilized the 
market but has not brought about any 
great increase in sales. Local jobbers 
quote fourth grade shovels at $1l a 


doz. for black and $12 for polished. 


First quality carbon shovels are quoted 
at $14 a doz. 


SINK TRAPS (LEAD).—The advance 
lead has resulted in higher 
prices for sink traps, with jobbers now 
quoting 1% in. at $1 each and 1% in. 
at $1.45 each. 


SOLDER.—The strength of the raw 
lead market is responsible for a stiff 
advance in solder, which is now quoted 
Pittsburgh jobbers’ stock at 
37% c. per lb. for half and half. 


STOVE PIPE AND ELBOWS.—The 
approach of the fall is bringing out 
specifications for early orders in rather 
good fashion. 
months ago are holding. 


We polished blue 
stove pipe from Pittsburgh 
heuses, No. 28 gage, 6 in., 
100 joints; elbows, $1.48 
Nickeled stove pipe, 4 in., 85c. per 
joint; elbows, collars, 40c. 


WAREHOUSE STEEL PRICES.—The 
steel mills are so willing to take small 


nested 
ware- 
$15 per 
per dozen. 


quote 


75dc. : 


— 





Prices named several | 


lot business that warehouse business | 


suffer. Prices do not change much. 
We quote from Pittsburgh ware- 
houses: Bars and small shapes, in- 
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hexagons, 
4 -in. 
under 3-in. 
bars, 2.90c. 


squares, 


cluding rounds, 
Z-in. X 


angles under 3-in. x 
and channels and tees 
2.90c. base; reinforcing 
base: bands, 3.60c. base; cold rolled 
shafting andscrew stock, 3.60c. base; 
squares and flats, 4.10c. base; struc- 
tural shapes, 3c. base; plates, tank 
quality, 3c. base; floor plates, oc. 
base. 
WIRE PRODUCTS.—There is a good 
deal of firmness to mill prices and 
naturally in jobbing quotations. Dis- 
tributors no longer find the mills 
hungry for orders as they were a 
couple of months ago and naturally are 
not disposed to force sales in the belief 
that they could replace stocks for less 
money. The outlook is for some rather 
good sized purchases of fence and fenc- 
ing materials this fall. 


We quote from Pittsburgh jobbers’ 


stocks: 
Fence Wire: 

(per 100 Ib.) Annealed Galvanized 
No. 6 to 9 gage........ $3.00 $3.15 
No. > o theta ce kaa eae 3.05 3.50 
SS. MS pe cag 6% cea ele ae 3.55 
Oe Peer se 3.65 
.— lc (/*E,UlC—ER eee 3.80 
tS secewkdhwesse ohne ee 4.00 
2 i cccieenceeeeneae & 55 4.30 
EE ie Cee cata eons 4.50 

3arbed Wire (per S80-rod spool): 
2-point De .seesstse6eesseuw $3.01 
DE Ce ccceveneseesestssebns 4 $.22 
4-point SS rey te 
|... SPR CPeTPeLITIeTiT Tre. 
2-point cattle (special).......... 2.28 

Woven wire fence (per 100 rods): 
DET cinencdweeénbeednee nde teks $39.36 

DM «cau, ce eueaeee deeds eeeeee 5 55.20 
pe eee ae 4 zs 
SS a re ae ee ee ee 
stright nails base per keg, $3 to $3.05, 
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with the utmost neatness whenever possible. 


“Clear the Decks” 


Field’s and of a typical ten-cent store for the comparison. 


Most of us desire to be associated with the selling of quality goods. 
are not, the usual method of handling quality goods may go a long way: 


the impression that ours do have quality. 


NE characteristic difference between the store which sells quality goods and that 
which does not is that in the latter piles 
to litter the counters while in the former everything is arranged or stored away 
Mentally picture the interior of Marshall 


of merchandise are customarily allowed 


Even if we 
s toward giving 


But there are other good reasons than the mere protection of quality goods which 
make it advisable to handle them as described, and why whatever goods have been 


brought out to 
sale is attempted. 


make one sale should be put back in their places before a succeeding 


A customer may come in with a fixed intention to make the purchase of certain 
merchandise only to be utterly confused and driven from the purchasing frame of mind 


by seeing a confusion of competitive goods. 
to be among the rejects of the previous customer. 
merchandise about will undoubtedly tend to distract the customer’s 


your selling talk on any particular goods. 


What he had in mind to buy may happen 
For another thing, too much other 


mind away from 


Therefore, much the better plan is to keep the decks clear. 
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“ Quality leaves 
tts imprint 





Perfect Control of Perfect Ventilation 


Flood the home with sunshine and fresh air— 
the good fairies of health. AiR-Way Multifold 
Window Hardware is the perfect answer to 
the doctors’ urge for lots of air and light. 
Equipped with AiR-Way, windows slide and 
fold inside—no interference with screens or 
drapes. When open, the full width and 
depth of the window frame is unobstructed; 


closed, the windows are weather and rattle- 
proof. Can be opened at any point for 
ventilation. Bedrooms are sun-parlors by 
day, sleeping porches by night. Breezy in 
summer, snug and cozy In winter. 

At small expense out-of-date methods of 
hanging windows can be replaced by AiR- 


Way. 


National Acceptance of R-W Products 


The R-W modern method of hanging win- 
dows—approved by architects, builders and 
contractors—accords with the advanced 
ideas that govern all R-W manufacturing 
processes. R-W door hangers—house, barn, 
elevator, industrial, fire and garage—have 
earned by their unequalled service, national 





ichards-Wilcox Mf 


“A Haneer forany Door that Slides. 


acceptance. The R-W Engineering Depart- 
ment will gladly cooperate with you without 
cost or obligation. Window and Door prob- 
lems are often knotty ones. Let this De- 
partment help. Also write for descriptive 
catalog of the R-W line. It will save you 


money and trouble. 
O. 





AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati 
Los Angeles 


RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. :; 


Chicago Minneapolis Kansas City 


Montreal - 
(221) 


Indianapolis St.Louis New Orleans 
San Francisco Omaha Seattle Detroit 


Winnipeg 
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Favorable Outlook for Fall Busimess— 
Collections Are Improving 


ROSPECTS for an excellent fall 


very bright. The condition 


(Minneapolis office of HARDWARE AGE) 
business still continue to be 
and quality of the corn crop is 


practically the only thing in question as far as the annual 


crops are concerned. 


New wealth in the Northwest tributary to 


the Twin Cities is estimated in the millions, and a greater propor- 
tion of this wealth by far than last year will find its way into mer- 


cantile channels. 


As the crops are marketed, new funds flow back 


through the retail stores to the wholesalers, and thence to the man- 


ufacturers. 


Collections are beginning to show improvement, and 


trade in general indicates an awakening from the summer quiet. 
Stocks are being graded upward for the fall and holiday trade. 

In many instances, the merchants have made trips to the buying 

centers, and are prepared to serve their customers better than for 


the last few years. 


The tendency, however, is for the retailer to 


carry as small a stock as possible, and rely on the jobber for re- 


placement of that stock. 


Good business methods have been con- 


stantly taught by trade associations the past few years, and those 


teachings are bearing fruit. 
Prices are particularly quiet at 
buying trend. Nothing this week 


AXES.—Stocks are in good condition, 
with nominal call for this season of the 
year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50 and double bit 
base weight axes at $19.50 per dozen 
net. 

BOLTS. 
well filled. 


We 





Sales are steady, with stocks | 
Prices show no changes. | 
stocks, | 





quote from jobbers’ 


f.o.b. Twin Cities: Large and small 

carriage bolts at 50 per cent; large 

and small machine bolts at 50-10 per 

cent; stove bolts at 75 per cent and 

lag screws at 60 per cent from stand- 

ard lists. 
BRADS. 
from the past few weeks, during which 
call has been heavy due to the amount 
of building work under way. Prices 
are steady as quoted. 

We 
f.o.b. 
25-ITb. 
list. 


BUILDERS’ HARDWARE.—Call for | 
builders’ hardware still continues to be 
good, as building, especially of homes, 
is progressing rapidly. Some office and 
commercial work is under way in the. 
larger cities, and school work is being 
rushed for the opening of the new sea- 
son. There is not much change in the 
grade of finishing hardware over the | 
past few years which is being used, al- 
though the hardware retailer constant- 
ly urges the better grades for use. 

CHURNS.—Call is steady, with stocks | 
well assorted, and prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type cnurns 
at 30-10 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand is | 
fairly good, with the amount of build- | 
ing in progress. Stocks are ample for | 





Demand shows no change | 
| 





quote from jobbers’ stocks, 
Twin Cities: Wire brads in | 
boxes at 70-10 per cent from 


all needs, with prices steady. 
Reading matter continued on page 64 


| FIELD 


'with a certain 


present, as usually happens on a 
shows a downward trend. 








We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead 29-ga. 5-in. eaves trough at 
5.50 per 100 ft.; 29-ga. conductor 


pipe 3 in., $5.15 per 100 ft., and 3-in. 
conductor elbows at $1.73 per dozen, 
net. 


FENCE.—Call is consistent 
with the season, the farmers being 
busy with their crops at present. 
Stocks are well filled, in the retail 


| store, expecting a fairly good demand 


during the early fall. Prices show no 


| change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26-in. L type field 
fence at $22.68 per 100 rods, net. 


FILES.—Demand is steady, being good 
from the service stations at the present 
time. Stocks are in good condition, and 


| prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from list. 

FREEZERS.—The heavy demand for 
the summer is practically over in the 
retail stores. Interest is turning to 
the other lines of merchandise for fall 
and winter trade. Stocks are being 
graded down for the lessened demand, 
and prices are steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
i-qt. freezers at $4.13 each, and 8-qt. 
at $6.75 each, net 

GALVANIZED WARE.—Call for pails 
and tubs still continues to be good, 
demand for baskets. 
Stocks are well assorted, and prices 
unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.25: No. 2, $8; 
No. 3, $9.20; heavy tubs, No. 1, $12.30; 


No. 2, $13.50; No. 3, $14.70; standard, 
1f-qt. pails, $2.65; 12-qt., $3; 14-qt., 
$3.35: stock pails. 16-qt., $5; and 18- 
qt., $5.50 per dozen, net. 





























| 
i 


GLASS AND PUTTY.\Dealers’ 
stocks are being attended to for the 
fall trade, although the heaviest call 


is for new buildings as yet. Prices 
show no changes. 
We quote from _ jobbers’ stocks, 


f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent; and _ strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 
HAMMERS AND HATCHETS.—De- 
mand continues to be good, as the build- 
ing season is not over. Stocks are in 
good condition and prices unchanged. 
We jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenter’s hammers at $12.60; Plumb 
No. HF81, $10.50; Plumb No. 2 broad 
hatchets, $14.45: No. 2. shingling, 
$11.20, and No. 2 claw, $12.50 per doz. 
net. 


HOSE.—The heaviest trade season for 
hose has passed, although dealers are 
still selling this line to some extent. 
Stocks are being graded down rapidly 
for the fall and winter season. Prices 
show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Good Luck, % in., 
f-ply hose at 10%c.; Bull Dog, % 
in., 7-ply, 18c.; Leader, %& in., 5-ply, 
%*%,c.: molded black, % in., 11%c. 
per foot, net. 

LAWN MOWERS.—Call is consider- 
ably lighter than a few weeks ago, with 
dealers and jobbers reducing stocks as 
rapidly as possible. Prices still remain 
as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, 
styles A and B lawn mowers at 35-5 
per cent; style E at 40-5 per cent, 
and style K at 35 per cent from lists. 

MILK CANS.—Call is steady, showing 
an increase every year in the North- 
west. Dairying is gaining rapidly in 
this section of the country as an estab- 
lished part of agricultural pursuits, 
making a steadily increasing market 
for dairy supplies. Stocks are well 
assorted, and prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.60; 8-gal. at $3.10 and 
10-gal. at $3.20 each, net. 

NAILS.—Sales have been fairly satis- 
factory over this territory all during 
the summer. Building conditions are 
above those of a year ago. Stocks are 
well filled, and prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
ene wire nails at $2.65 per keg, 
mMSe, 

OIL STOVES, OVENS AND WATER 
HEATERS.—Call is fairly satisfac- 
tory, with stocks ready for any demand. 
Prices show no changes. 


Oil Cook Stoves 


quote from 


PERFECTION— 
a we I, occ cwcucesece $17.50 
Seah, Wee OCs cccccveceseecr< 22.50 
is Crs Ms 8 wcwcwccece 28.50 
ok, ae we Cc occkencscaceee Se 


Verfection dealers’ discount, 30 and 
>» per cent on lots of 10 or more: on 
less than 10, 30 per cent. 
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How hardware dealers everywhere are 
realizing good profits! 
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They are quick to take advantage of 
the big market for Blabon’s Feltex Rugs! 
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It gives them a wonderful chance to 
do a bigger volume of business without 
increasing overhead. 
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The investment is small. Turnover is 
quick. And they net a substantial in- 
crease. 
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= ——— wh 4 It is an easy matter when customers 
SS" aay Al mM # come into the store for kitchen utensils 
oe Sc ! iB | B h k ° li ° a h 
ans |.) ie or housekeeping supplies to interest them 
Sn le in these beautiful, durable felt base rugs 
. o di { is at such attractively low prices. 


Why not get your share, too, of this 
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= wb) profitable business. Write us for the 
as gy ! Blabon’s Feltex Sample Book and further 
information. 
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so Mm , —_ The George W. Blabon Company 
~ = n BLABONS Philadelphia 
min FELTEX Establiched 74 Yeare 
. vy | Trade Promotion and 
| yy aren: RUGS | Demonstration Department 
Philadelphi 
Th Gog Ban Comp iladelphia 
Head Office of the 
Sales Department 
This Blabon's Feltex San- 295 Fifth Ave., New York 
= —, Pag rugs in 


coiors, sen r 
Dealers upon request. 


BLABON’S | Feltex Rugs 


FELT-BASE 
Beauty Economy Service 
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by using tools is both difficult and easy, ac- 

cording to F. W. Cook, owner and manager 
of the Pioneer Hardware Co., Seattle, Wash. Last 
year this firm sold between $25,000 and $28,000 
worth of tools. This was double the amount sold 
in 1923. 

“What was the reason for 
Cook. 

“Only one thing. We put every tool we had in 
open displays. The glass was taken off every 
panel-board display so that every sample could 
be taken down and handled. We put in all open 
counters, and got rid of all closed cases. Cus- 
tomers are now at liberty to handle every tool we 
have in stock. They can help themselves to any- 
thing, and a clerk doesn’t bother them until they 
are ready to give us the money in exchange for 
the tool.” 

“Do you mean to say,” we asked, “that simply 
by putting in open displays you doubled our tool 
business in one year?” 

“T certainly do.” 

“It seems almost too simple to work.” 

“T’ve had other people tell me the same thing,” 
he replied. ‘“‘But the fault is, that is all we have 
done. I guess a lot depends on the kind of cus- 
tomers a store has. Take us, for instance. Prac- 
tically all of our customers are men—carpenters, 
plumbers, mechanics, ship-builders, contractors, 
laborers and so forth. If we had a lot of fancy 
showcases and glass door panel displays, and 
everything systematic and in order the way an 
efficiency expert would have it, and a clerk to 
hand out everything a customer wanted, so that 
a customer was absolutely dependent on the clerk 
for everything he wanted to look at, we wouldn’t 


cor tools to men who earn theer living 


it?’”’ we asked Mr. 


Seattle Hardware Firm Doubled Tool 
Sales in One Year by Open Displays 





sell $1,000 worth of tools a year. Imagine a ship- 
builder or a mechanic coming in here, in a hurry 
to get something that he needs in his work, hav- 
ing to wait until he is waited on and then having 
to ask a lot of questions about price before he 
could buy a tool. It would be ridiculous. And 
imagine a hardware clerk trying to sell such a 
man a substitute, and trying ‘to tell him that it 
would be just as good for the purpose he intended 
to use it. If we ran our store on that basis we'd 
have to go out of business.” 

While Cook was talking to us there were about 
25 or 30 men in the store looking over the open 
displays of tools, examining them, talking about 
them and buying them. All of these men were 
manual workers, men without pretense or hypoc- 
risy, men who knew what they wanted and why 
they wanted it, and who always bought if the tool 
measured up to their requirements and their idea 
of a reasonable price. 

Incidentally, practically all of the tools carried 
by the Pioneer Hardware Co. are standard, well 
known lines. Each manufacturer’s line is grouped 
together in one place wherever practicable. Every 
article is price-marked. Some of the open dis- 
play tables are devoted entirely to special sale 
items, which are bought by the store, not as sub- 
stitutes, but as tools to be sold to anybody who 
wants them, not as standard lines, but as specials, 
and, of course, therefore, at an attractive price. 

Another thing about this store. It sells mer- 
chandise for cash only. No credit is given. This 
point is emphasized, and also used as an explana- 
tion to customers to convince them, if necessary, 
that because the store’s overhead expense is kept 
down to the minimum, it is able to sell hardware 
at a price that is both attractive to customers 
and satisfactory to the store. 





Business of H. A. McCallister | 


Taken Over by J. J. Harris 
Hardware Company 


The John J. Harris Hardware Co., 
Inc., was recently organized for the 
purpose of purchasing and carrying on 
the hardware business previously con- 
ducted by Horace A. McCallister at 
4939 N. Broad St., Philadelphia. It is 
said that the company will in all prob- 


of hardware and kindred lines. 
company has issued capital stock to 
the amount of $16,000. 





J. J. Guerin Now Saies Man-— 
ager Michigan Stove Co. 


John J. Guerin, who has been asso- 
ciated with the Michigan Stove Co., De- 
Mich., for the past twenty-three 


troit, 





| Peoria, Iil., 
| Woodside & Co., 128 North Wells Street, 


years, 
motion manager of this organization. 
Mr. Guerin’s new duties will be to 


work more intimately in sales develop- | 
ment with the ever increasing number | 
of Garland dealers throughout the coun- | 
has had thorough | 
_training in both stove manufacturing 


try. Mr. Guerin 


and merchandising and is giving up 


has recently become sales pro- | 


_the position of chief of the purchasing | 


department of this company to assume | 


ability confine itself to the retail sale | )is new duties. 
The | 


-H. C. Woodside to Represent 


—_- -—_—— 


Keystone Steel & Wire Co. 


The Keystone Steel & Wire Co., 
has just appointed H. C. 


Chicago, as sales representatives in 
the Chicago district. The agency also 
represents the Crawfordsville Wire & 





Nail Co., of Crawfordsville, Ind., and 
the Iowa Gate Co., of Cedar Falls, 
Iowa. Mr. Woodside, the head of the 
concern was connected with the Pitts- 
burgh Steel Co. for 18 years and was 
sales manager of the Northwestern 
Barb Wire Co. for three years. 


New Hudson Catalog 


The Hudson Mfg. Co., manufacturer 
of dairy barn equipment, ventilators, 
etc., Minneapolis, Minn., has recently 
issued a new catalog, known as catalog 
No. 20, in which the company’s com- 
plete line is illustrated and described. 
For the purpose of facilitating the sale 
of its products, the company also is- 
sues supplementary booklets, circulars 
and envelope stuffers which are avail- 
able for the use of any dealer desiring 
them. In addition, the company sup- 
plies retailers with ready to run news- 
paper ads covering any part of its line. 
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THE QUEEN ANNE 
MERCHANTS’ SELLING PLAN 


POW ERFUL—PERSONAL—PROFITABLE 


This direct-selling plan is built for you. It is built around you and your 
store. It is prepared and ready to expand your business without waste. 


Here’s Your Chance for a Big 1925 


Every home owner and builder in your territory will feel the force of this 
campaign. Send for details. , 


The Queen /tme Flome tealter 


Too many cheap heaters are flooding the market. The thinking merchant realizes the impor- 
tance of stabilized merchandise—of sure profits, satisfied customers, and a steadily increasing 
volume of business. 


The Queen Anne Home Heater is an innovation, distinctly different, and obviously superior. 


The combination is unbeatable. See the Queen Anne Home Heater and the Queen Anne 
Merchants’ Selling Plan. It will prove your business choice. 


ANCHOR STOVE & RANGE COMPANY 
NEW ALBANY, INDIANA 


The QUEEN ANNE 
Ftome Heater 
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hee fa eee predictions of a good year have been| SASH CORD AND SASH WEIGHTS. 
No. 43 3 burners............... 22.50 realized so far, with indications that Demand still is good, consistent with 
° , re »' yf . . . . e . . 
Bertin elsunas ne ic Perten. | the season will show fairly satisfactory | the progress of the building operations 
tion. totals. Stocks have been drawn on| in this section of the country. Stocks 
~~ bs tilaaeaiaaes | $9.50 _heavily, but are sufficient to meet the! are well filled, and prices steady. 
No. 212 2 burners...... ery ‘call. Prices show no changes. We quote from jobbers’ stocks, 
a PD edenecnn dest 22.00 : = , ; f.o.b. Twin Cities: Best grade sash 
IO. BAS @ DERMOT. cccccccccess Bw f wv ng tao Fee penn gg ome cord, 78%c. lb.; second grade, 45c.; 
y 915 5 SS Se soos OOO OD, ; es: bes srade suse see es oni - 9 — 
— coe Prorginc oe * paP a 5 or | paints at $2.80 per gallon in 1-gallon — iron sash weights at $2.10 cwt., 
No. 1103 high shelf only........ 6.50 | Cans, and white lead in 100-Ib. kegs sae 
No, 1104 high shelf only........ 5.00 0— | = SE *ONS.ES per cwt.,. net. STEEL SHEETS.—Sales are fair, with 
No. 1105 Dish shel omy se ana 2 | PAPER.—Sales are holding up well,| ample stocks on hand. Prices have not 
AERC sAier Ss Sc > o ‘ ~ » 
per cent. _with stocks well able to meet the de-/| changed. 
Ovens mand. Prices have not changed. We quote from jobbers’ stocks, 
, : ’ o.b. Twin Cities: Black steel 
PERFECTION— We quote from jobbers’ stocks, f.o PO tet = ‘ 
No. 211 1 burner plain door... .$2.50 fob. Twin Cities: Red rosin build- sheets at $4.25 cwt., base, and gal- 
No. 2114) 1 burner glass door.... 2.70 ing paper in 20, 25 and 30-Ib. rolls em steel sheets at $5.35 cwt., 
No. 121G 1 burner glass door.... 4.90 at $3.25 cwt., net. ABC. 
Xo. 1226 2 burners glass door... 6.00 | POULTRY NETTING.—Sales show a| SOLDER.—Demand is fair, _ with 
Dealer's discount, on 10° or mere falling off from the high point of early stocks well filled. Prices are slightly 
eae & her of ane 0. 3 . . 
——_ oo : a . summer, and stocks are being reduced | higher. 
—--— | necordingly. Prices have not changed. | We quote from jobbers’ stocks, 
PURITAN— ; . ' oie Pa | f.o.b. Twin Cities: Strictly half and 
No. 4245 2 burners glass door... .$5.25 | ¢ why sae ee —_ te half solder at 40c. Ib., and warranted 
Dealer's discount, 10 or more, 30 0.0. Twin Cities: Hexagon poultry half and half solder at 41c. Ib. net. 
and 5 per cent: less than 10, 30) pret netting at 50-10 per cent from lists. 
, rm . ° 7 ‘ ra’ T » * « > s ‘Ta! 
cent. | PYREX OVENWARE.—Sales are even t IN I LATE.—Sales are good, re flect- 
ueehe.- 'and fairly good. Dealers are beginning | '"¢ the building trades activities. 
No. @5 1 burner solid door. .....$2.00 io round out stocks for the holiday | vices are unchanged. 
No » | burner glass door..... 2.2% - ; , ; 
No. 0106 1 burner solid door...... 1.15 trade. Prices have not changed. | , we Met Ps sa a ato oy 
No. 101 burner glass door..... 1.40 | be “? | | .o.b, ‘Twin es: ‘nace coke, 
No. 020 > hermers watt deer ~— 5.15 f = Fwy toga “anor. tet hh | (CL, 20 x 28 tin at $14.25 box, and 
No. 20 2 burners glass door.... 5.40 at $1.17: No. 292 pie icin ine: Se. | eo 60 gen ne 
os = . reer — es eo “10 pie plates, 67¢c.: No. 212 bread ; "7 , 
3f urners £1ASS OOT.... D4 ' ae ~~ aie. anes a < , ‘ ' 
, Renter's Sanaaek "30 and 5 per pans, Ovc..; No, 231 utility Ter bic. ; Ww HEELBARROWS.—Contractors are 
_ | No, 12 tea pots, $1.67; No. 24, $2; No. . . . 
cent | —-:26. $2.38 each, net. still buying for their needs, although 
Water Heaters /SCREWS.—Sales are steady, and re-| "ot so briskly as earlier in the season. 
Nesco .......--.. eee e es $95.00 'flect the building situation. Stocks are | Domestic demands are fair. Stocks 
Pa rfarti ~- » ; _ ; Oooo | . ; ° ‘ > “ > 
Perfection No. 112. | . aes | well filled, and prices unchanged. | are ample for present needs, and prices 
Nesco discount, 30 and 5 per cent, We quote from jobbers’ stocks, steady. 
Perfection discount, 30 and 5 per fob. Twin Cities: Flat head bright We quote from jobbers’ stocks, 
cent in lots of 10 or more; less than wood screws, 75-25 per cent; flat f.o.b. Twin Cities: Fully bolted bar- 
if, 3 per cent, head japanned, 65-25 per cent; round rel type tray wheelbarrows at $36.50 
Wicks. Et head blued, 70-25 per cent; flat head doz.; No. 2 tubular barrows at $7.33 
ay brass, 70-25 per cent, and round head each, and No. 1 garden barrows at 
Rockweave wicks, 2c each FASE, saollssed aad cent from lists. $6.25 each, net. ‘ 
Perfection and Puritan, $4 per doz. / SCREEN DOORS AND WINDOWS.— WIRE CLOTH —_._The season is ‘prac- 
and $48 per gross. ~mse sc) OH} air 7} av ° ‘ ° : . 
Discounts same as on. oil cook Demand is still fair, with the heavy tically over for this year. Small quan- 





stoves, ovens and heaters selling season nearing the end. Stocks | tities are still selling to the home 
"rg*c* 7 y ys « > 11 © > y iy A) ; y ° 
PAINTS AND WHITE LEAD.—The are being graded down accordingly. | owner, and stocks are being cleaned 
painting season has been very good all | Prices are unchanged. up for the year. Prices have not 





over the Northwest. Dealers have We quote from jobbers’ stocks, changed. 
; » lack « ainti of the fob. Twin Cities: Common screen 4 
found that the lack of painting t doors, 2-S x 6-8, $1.82 each; fancy | We quote from jobbers’ stocks, 
past few years, together with the better doors, 2-8 x 6-8, $2.16 each: metal | f.o.b. Twin Cities: Black painted 
- ° — . % , LCT ee . ‘ j st. = ¢ - rj an 9 ce 9 ] re ]- 
— : s have cre oa s ood window screens, adjustable, 24-in., wire cloth, 12 x 12 mesh, ¢, and ga 

financial condition have created as ’ $7.40 doz. and wood frame screens, vanized, 12 x 12 mesh wire cloth, 
market for paint materials. Jobbers adjustable, 24 in., $6 doz. net. $2.50 per 100 sq. ft., base. 








Profitable “Rubbernecking” 


N old-timer in the circus, a manager'e man, vouchsafes the interesting information 
N that giraffes have no vocal cords. They can make no noise. In spite of their long 
necks which seem ideally constructed for trumpet and megaphone effects, they are 
about the only denizens under the circus great-top who failed to broadcast neither roar 
nor cry nor even grunt the other day, when the microphone was brought to their cage. 

It would be a whole lot better for a great many merchandisers if they could emulate 
the giraffe to some degree. They doubtless would tally greater sales totals if only they 
would talk less and “rubberneck” a whole lot more. 

There are four kinds of “rubbernecking” in which they should indulge more freely: 
(1) to see what their competitors are doing; (2) to keep abreast of new goods so they 
will better know what to stock; (3) to find out and fix in their minds the points of sune- 
riority of those goods they do stock; and (4) to watch out for possible cuts in their sales 


expense. 
Are you a giraffe-merchandiser? Is your motto: “Talk less and observe more?” 
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“Seeing is believing’—Deal- 

_ ers who display the National 
No. 804 Garage Door Set will 
find “Seeing is buying.” 
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These illustrations prove the former statement—the ‘“Na- 
tional” itself does the talking and puts over the sale. 





of space 1n opening. 











atic 


Frankly this is one of the many easy-working 
combinations for hanging weather-tight gar- 
age doors. It is simple, practical, attractive 
and efficient. ‘This set is complete for a four 
door garage. It is securely hung with durable 
4” x 4” butts and the doors require a minimum 


Equipment is furnished complete 
with 12 feet of dependable rail. 
Cuts show adjustable, roller bearing 
hangers. 

National direct to Dealer service 
allows you greater profits and pro- 
motes speed. Your order shipped 
the day received. 

Get acquainted with National Builder's 


Hardware. It builds permanent business. 
Send for latest Catalog and Prices. 


National Mfg. Co. 


Sterling, II]. 
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poison,” is an old adage, but it is just as true. 
in regard to store arrangement as it is to;,* 


food. Take the case of the Emigh-Winchell Hard- ¢ - 
/ in the center of the store and smoked their pipes 


3 and talked about the weather, the soil, crops, poli- 


E poiss “one man’s meat is another man’s. 


ware Co., 715 J Street, Sacramento, Cal., as an 
example. A few years ago the old store that 
this company occupied burned out, and it moved 
into its present quarters, which is a big barn-like 
store. It has a high ceiling supported by heavy, 
whitewashed beams. Why? The next sentence 
is the key to the story. About 50 per cent of the 
{otal business of the Emigh-Winchell Hardware 
- Co. is in farm implements. Most of its customers 
are farmers. And that explains the reason for 
the big store with whitewashed beams and high 
ceiling. 

When the firm moved into its present store on 
J Street the directors of the firm planned to make 
it into a modern, up-to-date, finely appointed 
hardware store. A store which could be pointed 
to with pride by everybody who had any con- 
nection With it. 

As a beginning radiators and a steam heating 
furnace were installed so that customers and 
clerks would be comfortable during the winter 
months. Compared with the East it seldom gets 
very cold in Sacramento. But there are several 
weeks during the winter months when icy winds 
sweep in through the Golden Gate of San Fran- 
cisco Bay, from the Pacific Ocean, and blow in- 
land up the Sacramento River. During those 
weeks a small fire is a pleasant thing. So the 
Emigh-Winchell Hardware Co., as the first step 
toward improving its store, installed radiators. 
and waited for a cold day to see how the farmers 
would take to them. 

Finally the cold spell came. The furnace was 
lighted, the radiators began to click and bang, a 
slight odor of steamed paint was perceptible to 
sensitive nostrils, and there was some sizzling of 
valves. All these things attracted their share of 
attention, were commented upon and watched 
with interest, as the store grew warm and com- 
fortable. This was the first day. 

On succeeding days farmers would arrive, ex- 


Stoves vs. Radiators as Business Getters 


amine the radiators, perhaps buy something, walk 
around the store a little, look at the radiators 
again, stand around a little while and then walk 
out. Formerly they had sat around a big stove 


tics and local gossip. For several weeks the 
farmers—old customers—came and went. They 
found no comfort in the painted regularity and 
austerity of the coiled steel pipes. They no longer 
felt at home in the Emigh-Winchell store. 
Realizing this, C. W. Emigh, one of the partners 


- of the firm, decided it was time to forget about 


modern improvements. He called a conference of 
the other firm members and it was voted to get 
rid of the radiators and to bring back the old coal 
stove and the comfortable arm chairs, and the 
square wooden boxes filled with sand. 

So this was done. The result was natural, 
inevitable and gratifying, to the firm and to the 
farmers. But instead of putting in only one big 
stove in the center of the store, two or three were 
installed on the implement side of the store. The 
other side was used for show eases, tables and 
« varied display of household, sporting and small 
hardware goods. 

Since then the farmers have come to the store 
and sat around the stoves. They are free to read 
the newspapers, catalogs, magazines or to talk 
about the weather, the condition of the soil and 
the last crops, and the iniquity of politicians. 
They are at liberty to smoke anything that will 
burn, and to chew tobacco and spit on the stove. 
Every once in awhile one or two of them get up 
and walk around the store. They see something 
that interests them. They buy what they want, 
and what they take a fancy to, and then they go 
back to their chairs by the stove. 

Mr. Emigh says that a store can be made too 
damn nice for farmers. The dealer who has the 
kind of,a store that farmers will come to and 
feel at home in, is the kind that they will spend 
their money in. He is particular about that. That 
is why he has newspapers and farm papers for 
them to read. 





Urges Business Men to Think in Terms of Commodities 
Instead of in Terms of Dollar 


too much in terms of the dollar instead of in 

the terms of commodities, according to 
James Mathews, director of the bureau of eco- 
nomics of the Boston Institute, Wellesley, Mass. 
“This is the wrong attitude,” he says, “because 
money is merely the medium of exchange, or the 
incidental, between two principals. Business is 
still merely the bartering of service for com- 
modities, or service for service, or commodities 
for commodities, with money as the intervening 
Incidental medium. 


PR to meat men make the mistake of thinking 


“Narrowness and provincialism in business is 
mostly international,’’ Mathews deelares. ‘Busi- 
ness men still entertain a fear of their competi- 
tors. The slogan still seems to be ‘every man for 
himself and the devil take the hindmost.’ More 
business men should awaken to the realization 
that America’s prosperity is vitally connected 
with that of the rest of the world. 

“It seems that most American business men 
want to sell, but are not anxious to buy. Buying 
power, however, is created by selling, and buying 
in return, and thus the even balance is attained.”’ 


-~ = 
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Nationally Advertised 


For the last three years a large national advertising campaign 
has been telling people to get Home Comfort Weatherstrip 
from hardware stores. The Saturday Evening Post, Good 
Housekeeping, Better Homes and Gardens, American Builder 
and many other publications are carrying this campaign. This 
year it will be larger than ever. We have prepared a series <a 
of small newspaper electros for dealers to use that are what 4 
you have always wanted—a help that talks about your store 
and the lines you carry as well as Home Comfort Weather- 
strip. Send for some; they save you the trouble of writing ads. 
Demand Home Comfort Weatherstrip by name. Inferior prod- 
ucts cause dissatisfied customers. That is why Home Comfort 
is made of the best materials obtainable. 


DISTRIBUTORS 
©. D. Peters, Ladore & Co., 


42 Murray St., New York 429 Wayne St., 
Chas. J. Wachter Co., Detroit, Mich. 
103-5 North 2nd St., 7 
Philadelphia, Pa. 7 Ss. pede 3 
ymout jg., 
W. W. Bolz, Minneapolis, Minn. 


Brady Bidg., Pittsburgh, Pa. 


Hardware Sales Co., 


The Prycer Co., 
1276 West 3rd St., y 


Cedar Rapids, Iowa 


Cleveland, Ohio 
C. j. Waterhouse Sons Co., Air-Seal Products Co., 
55 New Montgomery St., Albany, @a. 
San Francisco, Cal. 
The Danw1!1Co.. MacFadgen & Hart, 
167 Columbia &t., 1060 Milwaukee Ave., 
Seattle, Wash Chicago, Il, 











Circulars 











Counter 


cA National Demand Has Been Created for 
HOME COMFORT WEATHERSTRIP 





EALERS are proving that Home Comfort 

Weatherstrip is increasing their sales. It 
is an economical, efhcient strip that home 
owners can edsily apply and they naturally 
look for Home Comfort Weatherstrip in 
hardware stores. Displaya reel on your counter 
and you will be surprised at the number of 
extra sales you will make. 


You receive the handsome display stand with your 
initial order of one or more 500-ft. reels. Pockets on 
the back of the sign contain packages of tacks and 
circulars. Think what a great convenience the reel, 
stand and packaged tacks are to you. They take up 
little room on your counter and as Home Comfort 
Weatherstrip comes in continuous lengths, you cut 
off the exact footage each customer wants. No waste 
in left over pieces. Lasts for many years and is moth 
and vermin proof. No counting or weighing tacks as 
they are packaged; each package containing enough 

for applying 20 feet of Home Comfort 
Tacks Weatherstrip (the usual amount required 
for one window or door). 
: The maroon color Home Comfort 
Hy Weatherstrip, including enameled rust- 
Y proof tacks to match, retails for 1oc per 
foot; the white, including enameled rust- 
proof tacks to match, 13c per foot. 
Place your order now with your jobber. 
If he cannot supply you order direct, men- 
tioning your jobber’s name. 

E. J. WIRFS ORGANIZATION 


Sole Manufacturer and Patentee 


128 South 17th St., St. Louis, Mo. 
PSs Sees ee 





WEATHERSTRIP 


TRADE MARK REG. U.S. PAT. OFP. 
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Turns $10,000 Kitchen-Ware Stock 


3 Times a Year 


HE very much diversified lines to be found 

in some drug stores, especially in the larger 

cities, have gotten to be the subject matter for 
many jokes and stories—the city drug store is 
said to “carry practically everything except 
drugs.” The hardware man has seen several 
profitable items of his line handled by the druggist 
while the grocer and dry-goods man have had 
similar experiences. 

But while we are criticizing the druggist, let us 
check up with ourselves. Isn’t it true that, in his 
desire for a larger volume, the hardware man 
sometimes reaches far outside of his regular line 
and spends a great deal of his energy pushing 
some non-hardware specialty when the same 
amount of effort expended on the staples of his 
regular line would possibly bring equal results. 
Of course specialties do help to brighten up a 
store, and there are many such items that can be 
handled profitably which will help fill in many a 
dull season with the regular lines and add ma- 
terially to the annual sales volume. At the same 
time many hardware men lose sight of the fact 
that his regular lines carry a good margin of 


profit and are just as susceptible to increased sales 
effort as specialties. 

E. EF. Johnson, of Peoria, Ill., may be said to 
have specialized in staples, for his business is 
made up very largely of the more common hard- 
ware items. Kitchen-ware forms a large part of 
his business, representing approximately 40 per 
cent of his sales. His stock in this department 
averages about $10,000 and turns a little better 
than three times a year. 

Practically the entire right-hand side of his 
store is given over to the kitchen-ware stock which 
is carried on open shelving. The shelving itself 
is rather unusual in that the lower half is a series 
of seven shallow booth, the first four being five 
feet wide and the others seven feet. The booths 
are only thirty inches deep and all the shelving 
is twelve inches wide. Naturally this arrange- 
ment gives more shelf space and at the same time 
makes a much more easily seen and attractive 
display to anyone entering the front door. 

Much of Mr. Johnson’s volume in this particular 
line comes from his aggressive solicitation of the 
institution, hotel and restaurant trade. 
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GOOD deal of the Revere 

dealer’s success in keeping his 
customers so well satisfied, lies in 
the fact that he is close to his source 
of supply. 


He never faces that embarrassing 
situation of running short on the 
particular tire that a motorist needs 
—and yet he doesn’t have to over- 
stock to be prepared. 


When you consider that every 
Revere dealerin the country enjoys 
this same advantage, it becomes 
evident that Revere has built upa 
most complete system of distribu- 
tion. Theleading hardware jobbers 
of the country are today distribu- 
tors of these famous tires. 
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REVERE 
CORDS 
(FULL PRESSURE) 
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This explains why Revere Tires 
are distributed so economically. 
This enviable list of Revere jobbers 
is the result of forward looking 
planning over a period of years. 


The Revere dealer isin a position to 
compare prices favorably with any 
in effect at anty time. It gives him 
a great selling advantage in his 
community. 

The unquestionable quality of Revere 
Tires is firmly established inthe minds of 
motorists the country over. This quality 
is present in the entire Revereline which 
includes a tire for every requirement. 


Write us for the name and address 
of the nearest Revere jobber. 


REVERE RUBBER COMPANY 
1790 Broadway New York City 
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REVERE 
HEAVY SERVICE 
CORDS 











REVERE 
BALLOON and BALLOON. 
TYPE CORDS 
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Tie up with 64,000,000 Pages of 





Gillette advertising 


The national maga- 
zines are telling the 
people in your neigh- 
borhood why they will 
want the New Im- 
proved Gillette Safety 
Razor. 


Do they know that you carry this razor? 
Tell them by using this Display No. 1TX 


GILLETTE SAFETY RAZOR CO. Advertising Dept. Boston, U.S. A. 
































Hyco Brand Spatula— 


a flexible knife of high grade 
_ steel. Particularly adapted for 
frosting cake and cleaning 
~ cake bowls. 


Another Kitchen Tool in 
the Hyco Brand Line 


Every tool like the Spatula 
here—and there are ten in this 
compléete line of Hyco Brand 
Kitchen Cutlery—fits the cooking 
requirements of every home. 
Each is of the consistent high 
quality and workmanship that 
has made Hyde Cutlery the 
leader. 


Hyco Brand Kitchen Cutlery 
Includes a Tool for Every Need 


Made in stainless or carbon 
steel with white or black glazed 
rubberoid handles. High grade 
steel cutlery edges. Blade and 
handle securely riveted together. 
Sold individually or in a set, 





A good seller for others—why 
not for you? Write for full 
particulars. 





Hyde Manufacturing Company 
Southbridge, Mass., U. S. A. 























They Cut Hot Bread! 


Two-Dozen Container. Individual Cartons 
Sold by Jobbers 


GENEVA CUTLERY CORPORATION 


Geneva, N. Y. 
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- Courtesy J. Wiss & Sons Co. 
Chart showing manufacture of shears. See text for description of various processes 
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Shears and Women 


By JOHN CASSIN 


‘HEARS and scissors and household cutlery 
are the two principal cutlery lines hard- 
ware merchants can use to retain and en- 

large their trade with women. It is generally 
conceded that the women of America buy most 
of the shelf and package merchandise used in 
our country. Their trade is valuable. Get the 
women’s trade and you’ll enjoy the trade of 
the family. The woman who buys her shears 
and household cutlery from you is likely to 
direct or suggest to her husband or son where 
to buy the lawn mower and other items that 
follow in the wake of women trade. 

All women want good shears. They are not 
always able to obtain them. Many have formed 
the habit of trading in stores that do not know 
shears as well as the hardware merchant knows 
them. No one is in a better, if as good-a posi- 
tion as the hardware merchant to get the 
women’s shear business and the trade it in- 
fluences. Let the women of your community 
know about your knowledge of shears; they 
will buy. 


__4 Man Who Knows 


The best quality American made shears are 
sold throughout the world. Shears are one of 
the two leading American made cutlery export 
items. All forged steel laid shears. 

While approximately eighty operations or 
handlings are required in the making of the 
best quality steel laid shears the illustration 
shows the following stages of shear making: 

High carbon crucible steel blade 

Unbreakable forged steel frame 

Blade laid in frame ready to weld 

Frame and blade welded together 

Frame and blade after tempering; cutting 

edge hard as file steel; frame tough and 

unbreakable 

Blade ground to edge 

Finished half of shear, polished and nick- 

eled ready to be fitted to other half 
and description of process and method of manu- 
facture will give a comprehensive idea of the 
value of good shears. 

The frames of shears (handles and outside 
of blade) are forged of tough steel upon which 
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A Clever Cutlery Display 


You will find inspiration for your cutlery display in this clever window of Steiner & Voegtly, Pittsburgh. 
This shows an elderly, 
different uses of shears and scissors. 


thing in this window display is the Centerpiece. 
Below this centerpiece are displayed cards showing many 


The most conspicuous 


gray-haired woman cutting out a dress pattern. 


In the foreground is a large card on which are mounted shear blades in various stages of manufacture. 


Close to the glass are several pairs of shears actually 


cutting a piece of cheesecloth. 


In addition to Shears, Pliers were shown in this window on a large panel at the extreme left—and also in the foreground of 


the left hand side. 
Steiner & Voently 
in their window. 


report they sold an unusually 


is welded a blade of carbon crucible steel which 
after grinding, tempering and sharpening will 
be the cutting edge. 

Great care in tempering is necessary to as- 
sure both blades of the shear being of the same 
degree of hardness, otherwise one would cut 
into the other. Expert grinding, sharpening, 
finishing and fitting is required so the shears 
will have a smooth even running edge and to 


large quantity 


of Pliers during the two weeks that this display remained 


keep blades properly adjusted so they will not 
work loose and “chew” the material the user 
is cutting. 

There is a big difference between an all 
forged and a steel laid shear made by laying a 
crucible steel blade upon a cast steel frame. The 
all forged shear is unbreakable in use for the 
purpose shears are intended for and will take 
a better finish than the cast frame shear. 








The Vulnerable Spot 


rFENHE dyed-in-the-wool salesman cannot help seeing the selling possibilities in every situation which 


confronts him. 


to say that successful salesmen are born and not made is erroneous. 


To recognize and to take advantage of them becomes second nature to him. But 


Many, many of them will 


tell you how thoroughly frightened they were when they first displayed their samples or told of their 


services. 


The ability to see the sales possibilities in a situation comes more from practice and will-power 


than from birth. 


It was a brain made keen by practice and will-power which saved the situation for 


the vacuum cleaner salesman when told by the man he was attempting to sell that nothing of the 


kind was needed in his household. 
That salesman was quick on the trigger. 


save time for her in her cleaning so she can work hard at other things for you.” 


sale. 


Every sales prospect has his or her vulnerable spot. 
4 


to find it. 


He had chosen his wife because she was a good hard worker. 
He came back with the retort: “Then surely you want to 


And he made the 


All the successful salesman has to do is 
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BREAD KNIFE 


“CUTS LIKE WILDFIRE” 


Patented §-23-21 





The serrated edge cuts with each motion of 
the hand, producing a clean cut without 
tearing the bread or making crumbs. It is 
not in a class with ordinary cheap bread 
knives, but an article of merit that you will 
appreciate. The serrated edge will last for 
vears and can be resharpened by rubbing 
the smooth side of the blade on a whet- 
stone. 


*“It cuts a slice 
that’s twice as nice”’ 


The Burns Bread Knives are made of high 
grade Carbon Steel, also Stainless Steel, 
hand ground and highly polished. The 
handles are made of Cocobolo wood, which 
is also hand finished and polished, and 
fastened to the steel with three brass rivets. 
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Please write us for catalogue and prices. 


The BURNS Mfg. Co., Syracuse, N. Y. 
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No. 2B 10 S 43 


Genuine Stag Handle, 
Sterling Silver Ferrule, 
Stainproof Steel Blade. 


New York Office—36 Warren St. 





LAMSON & GOODNOW MFG. CO.,Shelburne Falls,Mass.,U.S.A. 








SCISSORS 
=cHome)= m1 SHEARS 


J' IBBERS 
e quality-cast 
DEPENDABLE. 


“Famous since 1874” 


found ACME 


have always 
i and shears 


scissors 


The largest production in the world of 
this line guarantees prompt order filling. 
Unvarying quality and fair prices are the 
keynotes of our success. A COMPLETE 
LINE is offered, a huge variety including 
the very latest in display carded and box 
| assortments. 


| THE ACME SHEAR COMPANY, INC. 


BRIDGEPORT, CONNECTICUT 
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J. W1IsS @ SONS COMPANY 








Wall Display Case No. 200 


An Inside Store Display 
That Sells Goods 


(Qh 


TORES which do the largest business in 
shears and scissors are those which display 
the largest variety. 
An arrangement like the Wiss wall case No. 
200 has been found most successful as an 
inside store display. 
as a. silent 


It attracts customers. and acts 


salesman. 

This wall case (29 X 43 X 5 1m.) contains 48 
standard patterns—all of which ‘are easily ac- 
cessible. 

It is compact—saves floor space—and_ the 
whole assortment is visible at a glance. 

Dealers find it easy to keep up stock by re- 
ordering numbers which are running low. 
There is no chance for overstocking or dup- 
licating. 


and detatls. 


Ho rite for price 
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J. WISS & Sons Co. 


Established 1848 Newark, N. J. 
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This cutlery display was used with unusually satisfactory results by Stone-Stebbins Co., of Hancock, Minn. 


After welding the crucible steel blade upon 
the forged frame the blade has to be trimmed 
to its correct shape. Then the screw hole is 
drilled. Next comes hardening and tempering. 
The blade is heated to the required degree and 
while hot immersed in water. The blade is then 
placed in solution and heat treated to make it 
tough and durable. The blade is then straight- 
ened and shaped after which it starts through 
its course on various sized grinding stones; 
after which the half shears are paired, screwed 
together, polished, nickeled or japanned, fin- 
ished, adjusted, tested and ready for inspection. 


The Old-Customer Department 


NY sales effort naturally divides itself into 
\ two parts: Getting new business. Re- 
” taining old business. The great trouble 
with most sales efforts is that they concentrate 
predominantly upon the first and leave the 
second alone. An analysis of a number of busi- 
nesses shows that many of them do not devote 
more than 10 per cent of their selling effort 
to building up old customers and that a large 
part of that small percentage is allocated to the 
credit-and-collection departments. Without a 
doubt, new customers must be constantly ob- 
tained. They are new and vital blood. 

Never forget that a business is like an army. 
Both fight. But, with the army, the consolida- 
tion of the advance, when the latter has been 
effected, in order that it may be held and be 
made permanent, is held to be quite as impor- 
tant as the advance itself. Of what use is it 
to an army to charge ahead a mile or to a sell- 
ing organization to gain a hundred new cus- 
tomers, if that mile or that group of customers 
cannot be held and held to advantage? 

What most selling organizations need badly 
is a “Statu-Quo Department,” one which will 
endeavor in every way to keep customers as 
they are now, studying the needs of present cus- 
tomers and troubling its official head little or 
nothing about the customers who might, would 
or should be landed. “A bird in the hand is 
worth two in the bush;” and, conversely, the 
old-customer who is lost may easily prove the 
“root” of much “evil,” especially if he or she 
does much talking about one. 


When they reach the retailer they are beau- 
tiful, well made “tools for women” that the 
women of your community will be glad to pur- 
chase. 

For the average store a very small stock is 
required. The best sellers are 7, 714, 8 and 814 
inch full nickeled, straight and bent. Have a 
few of the other sizes of straight full nickel 
and if you need japanned handles carry them 
straight pattern 6, 7 and 8 inch. 

While thinking of shears keep in mind a 
good serviceable kitchen shear. Every kitchen 
needs a pair of shears. 


Worth Thinking About 


It is good business for a retail salesman to 
think less about how to sell them something 
“Just as good,” and more about how to sell 
them something “in addition.” 








the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit” will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 

maker. Send for our special offer! 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 














STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


AmericanShearer Mfg.Company 
Nashua, N. H. 














SHOE SLOYD 
KITCHEN NIV S OYSTER 
PRUNING K - RUBBER 
PAPER PATTERN 
HANGERS’ MAKERS’ 


Send 
jor 
Catalogue 





ROBERT MURPHY ’S SONS CO., Ayer, Mass. 
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Russia . 
(Continued from page 47) 


country making the experiment of Communism? 
What is happening in Russia? How are the 


people living? What do they think about it? As — 
I have stated in the beginning of this article, I | 


have heard this story from witnesses who have 
just returned from Russia and in the next two 
articles I will report their stories. 


* * * 


The second article will be Mr. Selfridge’s vivid | 
Naturally, Mr. Self- | 


story of his tour in Russia. 





ridge, a man of high standing, only touched the | 


high spots in Russia. He admits this, but his 
story is a very interesting one. 


*K * *k 


The following, and third article, will tell the 
story of the young student who lived a year in | 


Russia. 
people. 


He will tell the story of the working | 
He was thrown with them intimately. | 


He will give us their opinion of Communism. I[ | 
think his story, with its contrasts and dramatic | 
climaxes, is the far more interesting one of the | 


two and for that reason, with your permission, I 
will tell it last. 


*K * * 


In concluding this article, let me add that the | 
first I ever read of Russia was the articles by | 


George Kennan, published in The Century 
Magazine in the middle eighties. You will 
remember George Kennan entered Russia and 
traveled with the convicts from post to post 
over the snows when they were deported to 
Siberia. He saw at first hand and wrote about 
the terrible sufferings of these Russian political 
prisoners, the victims of the autocratic Czarist 
form of government. 


Afterward I met George | 


Kennan at breakfast one morning in Boulder, | 


Colo. I was selling hardware and he was 
on a lecture tour. 
in Colorado together. 
and most interesting companion. 
have always been interested in Russia and the 


Russian people. I have read their authors and 


We visited a number of cities | 
I found him a charming | 
Since then I | 





have attempted to get a cross-section of the Rus- | 


sian mind. 


I have read all of Tolstoi, Gogol, | 


Sienkiewicz and a number of other Russian writ- | 


ers. These books indicate that the Russian mind 
is different from the European or the American 
mind. The Russian has a high form of idealism 
based on the most straight-out realism. In other 
words, he bases his intellectual flights on the bare 
facts of life. 

kK ok * 

When I argued with a Russian against Com- 
munism, his answer was—‘“All very good, but 
what has capitalism done for the mass of the 
people? Have we shared in the results of ma- 





chinery? If your capitalism and Christianity are | 
such a wonderful thing, how do you explain the | 


World War? How do you explain the dreadful 
poverty of the large cities in the midst of such 
great wealth? What was the condition of the 
workers all over the world just before the World 
War?” Such were his questions and in the ar- 


ticles that will follow, I will try to tell what these | 
materialistic idealists have done with the country. | 
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A big Difference 


in Hollow Screws 


What we offer the Dealer in 
Hollow Screws is the built-up 
sale of the best known article 
—not just something that ought 
to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to 
the men in shops. _ The spe- 
cial heat-treatment, the un- 
breakable quality, date far 
back in factory experience. 


But the sale that has grown 
from these things—from the 
years of promotion and service 
—is an asset the Dealer can 
annex to himself in a day. 


Practically speaking you will 
take over sales, rather than 
stock. You'll take over a Rep- 
utation—with a following. 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Pacific Corst Distrisutor: W. J. McRae, 
329 Market Street, San Francisco, Cal. 
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Natural Born Salesmen ?” 


Are there any such? ‘True, some men 
on entering the selling fraternity bring 
with them an almost native ability to see 
an article of merchandising through the 
customer's eyes—to see the merchandise 
in terms of its use and to sense the satis- 
faction the customer is seeking in its pur- 
chase. In selling a cook stove, for in- 
stance, he will talk much more of the cus- 
tomer’s kitchen than he will of the stove 
itself. He will interpret the merits of 
the stove in appearance and perform- 
ance in terms of the customer’s own in- 
terest. 

This ability will carry a salesman far on 
the road to success, for it is the foundation 
for sales accomplishment. But upon that 
foundation must be reared a structure of 
thorough familiarity with the merchan- 
dise to be sold—a thorough knowledge of 
its use and the quality of its performance. 


Manufacturers can tell you how their 
merchandise is made and how it will per- 
forminuse. They are glad to help build 
up your stock of selling information. You 
don’t even have to ask them. They are 
doing that very thing constantly in their 
trade advertisements. ‘That is one of the 
purposes of every advertisement in this 
and every other issue of HARDWARE AGE. 
It is to your interest to get just as much of 
this information as you can assimilate. 
This information plus the ability to apply 
it makes successful salesmen. 


In this tssue note especially the following ideas— 


Some Sales Points for Pipe 


Po cat ecnnen ees Page 7 
Tools for Radio Work...... Page 10 
Sales Clinchers for Files... . . Page 14 
Are There Differences in Quality 

SE ee Vee CREO wet Page 15 
Evolution of Screw Plates. ..Page 17 
Points of Interest to Carpenter 

SOUS. cee seven ceva’ Page 21 
Some Hand Saw Details..... Page 26 


Sell Kitchen Cutlery in Sets. .Page 72 


Some Cutlery Suggestions for 


a 


the Housewife........... Page 75 
Some Safety Lock Pointers. ..Page 92 
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. Its a Lot of Bunk 


HIS wholesale talk floating about the busi- 

ness world concerning a so-called “slump” 

is a lot of bunk. Anyone who will take the 
trouble to analyze the economic conditions of 
the country will quickly find out that business, 
as a whole, was hardly ever better than at the 
present time. 

The trouble with most of us is that we listen 
too much to what others tell and don’t pause to 
figure out the why and wherefore ourselves. If 
we did there’d be a whole lot more contented 
minds and a lot less of the general dissatisfac- 
tion with things in general. 

For instance, one business man asked an- 
other, who employs a force of 10,000 men, how 
business was. 

“Rotten!” replied the B. M. 

— down?” questioned his friend. 

sé = 

“What are you doing then, storing goods?” 

“No, indeed! It isn’t as bad as that—it just 
seems that we are not doing as well as we ought 
to, or rather as we expected to.” 

And that conversation about sums things up 
as they really are. Business is not doing as 
well as we expected it to do. Asa real matter 
of fact proposition, business was never as good 
as it is right now. Never were such unusually 
good opportunities presented to all of us to 
make our businesses what we want them to be. 
Never in the history of our country were con- 
ditions better set for progress. 

Just take these few facts and then draw your 
own conclusions: 

In 1924 the retail business in this country 
was the greatest ever recorded, and 1925 is 
running ’way ahead of it.. Each month is get- 
ting better and better. 

The world’s wealth is far greater than it was 
in 1913, in spite of the war’s waste and the in- 
flated value of our dollars. 

The wonderful transportation facilities, the 
most efficient at any time in history, are being 
used to their fullest extent, bringing the retailer 
closer to the market, closer to current prices. 
Merchandising has been able to change to 
quicker trades, speedier turn-over. 

Prices in Wall Street are higher today than 
at any time in 1924, and the agricultural situa- 
tion, which showed such a wonderful improve- 
ment last year, indicates an even better return 
for the farmer this year. 

‘xcepting the abnormal after-the-war boom, 
our foreign trade is the greatest we have ever 
known. 

And still we talk about a “slump.” 

So here’s business for everyone all down the 
line from the doctor to the undertaker, and if 
you are not getting your share that’s strictly 
up to you. 

Taking everything into consideration, the 
country’s business balance sheet was never 
better—foundation for progress was never more 
sound. 

Let’s stop this bunk about “slump” and boost 
things as they really are.—f'rom the Bulls-Eye. 
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How the Small Town Merchant 
Can Retain Local Trade 


(Continued from page 42) 


to them. As a result a good share of his stock 
and sales are made up of items that were un- 
known to him in his earlier experience. Last 
year, for instance, he sold approximately 
$1,500 worth of radio sets, $3,000 of electrical 
appliances, ranging from washers to curling 
irons, $1,200 of sporting goods and tourists’ 
supplies, $500 of children’s toys and $800 of 
automobile accessories. Of course he still keeps 
up his volume of the so-called staple lines, but 
even on these he has found that he must dis- 
play them attractively to make them move. His 
paint stock just to the left of the front en- 
trance, where everyone can see it, turned four 
times last vear, and his kitchen-ware, most of 
it on display tables, turned five times. Early 
this spring he held a “cash and carry” sale o1 
housefurnishings that brought in $1000 in six 
days and more recently he purchased a large 
quantity of pocket knives which he moved in 
a few weeks time through the large city method 
of advertising and window display. 

Credit is extended on approximately 60 per 
cent of his sales but on a somewhat different 
basis than the annual payment plan that was 
in vogue throughout the country a few years 
ago. In the first place his farmer customers 
are no longer dependent upon the yearly crop 
of small grains for their entire livelihood— 
diversified farming with its monthly cream 
checks has changed that. Statements of all 
open book accounts are mailed promptly on the 
first of each month and-payment of all ac- 
counts is due on the tenth of the month follow- 
ing purchase. Many of the larger items, such 
as ranges, washers and the like, are sold on 
the installment plan, but with interest added 
on the deferred payments, and the article is 
covered with a chattel mortgage note which is 
placed on the county records in all cases, the 
filing and satisfaction fees being added in and 
paid for in advance by the customer. 

We can at least give the automobile the honor 
of having put the small town customer in 
touch with city business methods and making 
more rigid credit terms possible. 





Pigs Is Pigs and Aluminum Is 


Aluminum! 


By Witiiam A. Hastines 
Aluminum Products Co. 


ECENTLY a housefurnishing goods buyer 
made the above statement to the representa- 
tive of an aluminum company. He was try- 

ing to convey that all aluminum ware is the same 
—that neither gauge nor weight, nor workman- 
ship makes any difference to their customers— 
that their trade didn’t know the difference or 
anything about quality—that thin, cheap, 26 
gauge kettles or pans are just as good as heavy 16 
or 18 gauge trade-marked goods. Quality “cut no 
ice’? with him—price alone did all the talking. 


| 
| 
| 



































The Biievenes Goes Into 
Your Cash Box 


Price should never stand between you, as com- 
' munity protection adviser, and your customers’ 
| complete protection. Assurance of protection is 
' always worth many times the cost of an absolutely 
_ reliable Eagle Quality Lock. 
| Every store should always have in stock at least a 
| twelfth of a dozen pin tumbler padlocks to satisfy 
| customers who need real protection. 
| 
| 


EAGLE 
PIN TUMBLER 
PADLOCKS 


Specifications 








Can be master-keyed or set up in sets alike. 
| Case, solid extruded brass with brass shackles for protec- 
tion against moisture. 
| Also steel case hardened, galvanized shackle, giving extra 
| protection against filing or any forced entry. 
| All interior mechanism of brass or bronze—the highest 
| grade padlock made. 
| Made in 1, 1%, 1%, 1%, 2 and 2% inch sizes. 


The Eagle Quality Line 


Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 


Wood Screws 


Eagle Lock Company 


General Sales Office 
ncomusearore 2G Warren St. New York « ~+:» 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 


| 
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by the keenest buying 


brains in the country 


Through unity of effort, 
large scale production, the 
elimination of waste by 
the use of efficient ma- 
chines, the hearty coopera- 
tion of satisfied employees 
and specialization, the 
Tubular Rivet and Stud 
Company has for 50 years 
manufactured rivets. that 
are the recognized stand- 


ard in their field. 


KHAKI 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


He did not then realize (and perhaps doesn’t 
yet) that 75 per cent of all the aluminum ware 
business done in America is on old-established, 
well-known quality lines, and that the remaining 
25 per cent represents all the other kinds. 

He did not realize that during the last two years 


| the American housewife has discovered that 


cheap, thin, unbranded, 24 and 26 gauge aluminum 
ware is not as serviceable as she had expected it 
to be—that the housewife has become wise to the 
fact that quality means more than price. Just re- 
cently, 100,000 high grade pudding pans were 
sold during a three weeks’ period in Kansas City 
alone, while at the same time chain stores there 
were offering similar size, thin, light-weight pans 
at less than one-half the price they brought. Inci- 
dents of this sort show convincingly that the de- 
mand is now for the heavier, better utensils. 

In 1914 there were nine recognized, reliable 
aluminum ware manufacturers. In 1920—six 
years later—there were twenty-eight concerns 
manufacturing utensils. Within the past four 
years, sixteen of those new concerns have gone out 
of business—failed or quit. 

I venture to assert that 95 per cent of all the 
first-class hardware stores concentrate on the 
highest quality aluminum ware. Why? Prevail- 
ing economic conditions demand keen, intensive 
competition in all lines, and so far leading manu- 
facturers have not been dealt with unkindly. 





Other Fellow Sometimes Right 


EMEMBER that the other fellow firmly be- 
lieves in himself and that: 

His religion is just a little better than the 
one you have. : 

His particular experience proves more than 
your logical argument. 

His ideal of success is better than yours. 

His safety razor cuts better than yours. 

His wit is original; he’s heard your stories 
before. 

His car is the best on the market for the 
price; because it’s a traveling vindication of his 
best judgment. 

You will never get anywhere trying to argue 
him out of these prejudices. Do you suppose 
that he is going to admit that you are brighter 
than he is? Self-respecting men don’t do that. 

Even the self-pitying genus homo is pitying 
himself because other people are too blind to 
appreciate him. 

Battle with vour customer and he will wait 
until a more intelligent salesman comes along— 
one who has brains enough to appreciate him. 

Make the customer think that you have dis- 
covered him, and he will advertise you as a 
great prophet and tell his friends about the 
merits of your merchandise. 

Old stuff, you say. So is human nature!— 
From the Allith Bulletin. 







































































A Thought for Today! 


If it’s not on your shelves, you can’t sell 
it. 
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Don’t Sell Like an Automat 


By RUTH LEIGH, Retail Sales Expert in Contact 


NE day I was in the electric appliance section of a 
QO store and happened to be standing near a large, stout 

lady of complacent manner, with a quiet, drawling 
voice. She was standing at a counter looking at electric 
fans about which she had apparently inquired. 

Before she had the words half out of her mouth, the 
salesman -had rattled off a battery of selling points— 
technical facts, most of them. He paused inquiringly as 
he finished, as if to say, “Now you’ve heard all about it; 
do you want it?” 

In her slow, drawling voice, I heard the customer say: 

“Will you please begin at the beginning, young man, 
and say it all over again—slowly ?” 

Dejectedly, the salesman repeated the selling points, 
and his customer listened attentively. Occasionally she 
asked a question. It was apparent, from her slow, delib- 
erate way, that she was a slow thinker and did not like to 
be hurried. 

I did not stop to observe whether or not she bought the 
fan. The point I pondered over was the failure of the 
salesman to size up his customer and to handle her ac- 
cordingly. 

It’s such a simple matter that I wonder why more sales- 
people do not seize the obvious and capitalize it. 

Take my own case, for example. I am a nervous, 
active type, walk quickly, move quickly, think quickly and 
talk quickly. When I approach a counter, a salesman of 
keen observation could notice this from my words, man- 
ner and actions. Isn’t it plain, then, that to sell a woman 
of my temperament, it would be common sense to talk 
quickly to me, give me quick service, not keep me waiting, 
and in general, to give the impression of keen alertness? 

On the other hand, take that stout deliberate woman 
who was buying the electric fan. She walked in a slow, 
heavy, ponderous way. Her words were slow and drawl- 
ing. She handled appliances, I observed, in a careful, 
deliberate way. To my mind, it would not have taken a 
very keen observer to handle that woman in a way cor- 
responding to her temperament. Yet, you recall that 
snappy young salesman who rattled off the points of the 
electric fan without the slightest consideration of the 
woman to whom he was explaining them. And so it goes. 

I was shopping one day with a woman friend. She 
wanted to buy an electric iron. We stood at the counter 
and listened to the salesman’s selling talk. My friend 
had frankly confessed to me before that she knew noth- 
ing about electric irons and that she would leave the 
choice to me. When we approached the counter, however, 
it was she who made the request, although it was I who 
was obviously going to make the decision. 

During the sale I interrupted with questions and ob- 
jections, and my friend stood silently by. Recognizing, 
however, that my friend was the real purchaser of the 
iron, the salesman proceeded to ignore me. I thought 
that rather stupid of him, or any salesman in a similar 
situation. 

When two women shop together I have always believed 
it was simply common sense for the salesman to sell them 
both, and to direct particular effort toward the woman— 
whether she was spending the money or not—who was ob- 
viously going to swing the decision. 

I have seen customers who are skeptical, suspicious, 
and I have seen salespeople who do not make a single 
effort to adjust themselves to the manner of such a per- 
son. One woman said: “H’m. Must be something wrong 
with this curling iron if it’s reduced.” Or: “Can’t be 
much good if that’s all it costs.” 

Such customers require the most open, frank, explana- 
tory treatment possible, and you’d think that a salesman 
would recognize this. Many, I have observed, do not. 

Once I saw a misguided salesman attempt to jolly and 
joke with a tall, dignified customer. Apparently his tech- 
niaue was to “kid ’em all.” Well, it may have worked 
with some good-natured, easy-going customers, but that 
salesman should have been discerning enough to realize 
that an aloof customer emphatically resents being 
“joshed.” 

It all comes down to this. Each customer whom you 
serve is an entirely different problem and must be han- 
dled in a different way. You cannot have a set of re- 
marks, a general manner that can be universally applied 
to every individual, any more than you can have one kind 
of merchandise that suits every person’s taste. 
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Store 
before and after the installation of Warren 
Fixtures. 


Interior views Frank Novotney’s 


Increased Sales 40% 
With Same Floor Space 


What Warren Fixtures do tor a hardware 
merchant in actual sales results 1s evidenced 


in the experience of the [rank Novotney 
Hardware Store, Crawford Ave., near 22nd 
Street, Chicago. They faced the problem of 
the average store—to secure greater sales 


turn-over in a limited store space. 


In his store, only twenty by sixty-five feet, 
one side was furnished with Warren Sec- 
tional Display Fixtures. 


In the face of new competition nearby, that 
developed recently, he increased his sales 
40%. And despite the store’s previous 
crowded appearance, he added about 20% 
more stock. 


The sales turn-over, effectiveness and adapt- 
ability of Warren Sectional Fixtures will do 
the same for any progressive retail hardware 
dealer. Whvy not investigate? Send tor the 
Warren Catalog that suggests a few of the 
possibilities for sales development. Investi 
gate Warren pre-eminence, adaptability, ease 
of installation and money-making opportuni 
ties. 


‘*There Is No Substitute for Warren Fixtures’’ 


J. D. WARREN MFG. COMPANY 


159 N. State Street Chicago, Illinois 
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Automatic Saw Filer. ‘ou simply 
crank or let the motor turn it—)just 
the kind ot a cutting edge you want, 
1/1oocth of an inch. Hand _ labor, 
compete with the loley Saw Filer. 










The [oles 
saws. Even retooths saws that have 
nothing like it on the market, 
pay big wages to the operator. 


What Users Think 


‘The Foley Saw Tools that we bought from 
you in October, 1924, have paid for them 
selves many times and we are now in a 
position fo give proper demonstration and 
sales talk to dispose of a great number.”’ 
Quality Hpwk. SPRVICE Co. 
Baltimore, Md. 


business with your 



















‘“*T have done 
Foley Saw Filer during the past year, and 
it is the finest invention I ever saw. Am 
getting big business from 
they all approve of my work 
machine.’’ 


quite a 


done on your 


Joun L. Berz, Bogota, N. J. 





clamp the 
as tast aS vou want. 
and the teeth do not vary more than 


spending 30 minutes on 


anyone can operate tt, 


A Money Maker le * 


The Foley will pay for itself quickly 
—it turns out so many saws in a day, 
and people will pay well for such ex- 
Liberal trade discount 


MINUTES 
to‘tile a Saw with the 


FOLEY«incSAW FILER 


‘ive minutes is all it takes to turn out a perfectly sharpened saw with the Foley 
saw in the machine, 


Handles All Common Saws 
\utomatic Saw Filer sharpens hand, band, back, 
been abused by 
and you do not have to 


cellent work. 
to hardware merchants. 


ea*penters and vou 


| ools. 


full description of all 


FOLEY SAW TOOL COMPANY 


This Profit 
Belongs To The 


HARDWARE 
DEALER 









turn the 

The re: is jus 

e result is just Model F-3 Hand 
Drive 


a Saw, cannot Foley Hand Driven 
Automatic Saw Filer 
with graduated bars. 
For Hand, Band, Back 


and Meat Saws. 


meat and circular 


poor filing. There’s 


Let us send 
Foley 


906 E. Lake St., Minneapolis, Minn. 
















“In Business Since 1841” 


Worcester 


Mass. 
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Men Like to Work With Light Tools 


Size for Size Coes All Steel Wrenches are both lighter and 
stronger than the wrenches of any similar line. 


This feature is worth mentioning to all whose work requires 
the use of such tools. 


Certainly no man knowingly wants to work with a heavier 
wrench than necessary, especially when such a wrench has 
no greater strength. 


Ask your Jobber to supply you 


COES WRENCH CoO. 


Selling Agents 
J. C. McCARTY & CO. 29 Murray St., New York 


JOHN H. GRAHAM & CO. 113 Chambers St., New York 
FENWICK FRERES 8 Rue de Rocroy, Paris, France 
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GRIFFIN— 


the hinge that is designed 
and made for lasting beauty 
of finish, pleasing simplicity 
in design, lifelong endur- 
ance in service—the result 
of more than thirty years of 
experience in the manufac- 
ture of hinges. 


Griffin Hinges are made in 
a wide variety of sizes and 
designs—each butt wrapped 
in moisture proof paper and 
packed one pair in a box 
with screws to match. 


Write today for our price 
list and the catalogue of the 
complete Griffin Line. 
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UW e alsu manufacture 


Cellar Window Sets. Hasps 
and Safety Hasps. Door 
Handles and Door Holders, 
Brackets. Push Plates, 
Drawer Pulls, Door Stops, 
Sash and Screen Lifts, Bar- 
rel Bolts. Corner Braces, 
Corner Irons, Washers, etc. 


GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 74w.Lake St.Chicago, Ii 








“Perfea’ 


we have been mentioning 
We under- 


Some of those “Customers” 
here week after week are getting into action. 
stand they have been boosting “Perfect” Screen and Hard- 
ware Cloth. All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


y, 


Pid : re nny 
| WOLOW SAY LUN 

WIRE CO. 
= It started some time ago when our Dealer Friends insured 
themselves against dissatisfied customers by selling better 


Wire Cloth. 


\ 
: 3, 
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And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 


tell you about “Perfect.” 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 





Galvanized 
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The “Customers” Who Send a Friend 
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PAINTED SCRE 
WIRE CLOTR,, 
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Painted 
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OTHER 
MYERS 
PRODUCTS 
PUMPS FOR, 
EVERY PURPOSE 


MYERS 


elf-Oiling Bulidozer 
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Economic water service down 
through the years—temporary or 
permanent location of power water 
plant—small or large volume to be 
pumped hourly — twenty - four hour 
service week in and week out when 
necessary—high speed or heavy pres- 
sure with perfect safety—your cus- 
tomers have all of these and many 
more service features with MYERS 
SELF-OILING BULLDOZER 
POWER PUMPS and MYERS 
SELF-OILING WATER SYS- 
TEMS. Positive _ self-lubrication, 
completely housed gears and other 
working parts, improved method of 
power application, extra large valves 
and other radical departures in 
design and construction give 
users one hundred per cent 
water service. Styles and sizes 
for many needs. We solicit 
inquiries from dealers and 
pump men. 

















HAY TOOL 
DOOR HANGERS 
STORE LADDERS etc. 


AND. . 
ASHLAND PUMP AND HA 
TOOL WORKS 








THe F.E.MYERS & BRO.co. 
ASHL OHIO. 




















No. 243 Circular Spring Balance 


JOHN CHATILLON ESONS © 


Established 1835 
85-99 Cliff Street 


A Vegetable Scale Must Be Durable 


to withstand the bumps and jars of potatoes or other vege- 
tables being dumped into the scoop. 















These strains that sooner or later work down all but the 
finest, have no effect on Chatillon Vegetable Scales. Scientific 
yet practical construction has given to each working part 
extra sturdiness and strength to withstand 
successfully the most severe use to which 
they can be put. 


Above all, Chatillon Vegetable 
Scales are accurate and of the 
approved type. They comply 
with the regulations of all 
weights and measures depart- 
ment sealers, and are noteworthy 
for their popularity with these 
officials. 


[f your jobber cannot sup- 
ply you, write to us direct. 


New York City, 7 No. 263G Circular Spring Balance 
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ABCOCKs: ; 


/SPRUCE LADDERS 
SEND » for LATEST BOOKLET & PRICES 













Coenen mm N.Y. 
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A “MARVEL” for SALES! 


eM ING The Deming “Marvel” Electric “Marvel” mechanism and you'll 
"eee Water System offers sales oppor- agree it is built right! 
tunities you cannot afford to over- When you sell “Marvels” you are 
look. One merchant sold $30,000 assured of satisfied customers and 
worth in 3 years! (Name and ad- safe profs! Why not get all the 
dress on request.) facts? Write today. 
You’re familiar with pump con- THE DEMING CO. 
struction. Check over the Deming Est. 1880 Salem, Ohio 
IDLER PULLEY . 





















AUTOMATIC SWITCH 


CONTROLLER TUBE 
TO SWITCH . 


PISTON ROD 


STUFFING BOX GLAND 
AIR CHAMBER 


DISCHARGE VALVES 
AND SEATS PRIME PLUG 
DISCHARGE BRONZE PISTON 






LEATHER BELT 










TUBE 
ey BRASS LINED 
CONNECTING ROD # — DRAIN CYLINDER 
Pp 
° DOUBLE BEARING : a VACUUM 
° ECCENTRIC SHAFT CHAMBER 
The Deming ‘“Marvel’’—Self- 

starting; self-oiling; self-prim- CRANK CASE AND AIR INTAKE 

ing; self-stopping. Delivers fresh OIL RESERVOIR VALVE 


water direct from the well. 
Power end, water end, and air 


chamber are separate, a protec- CRANK CASE ~/@ 4 BRASS SUCTION 
G, @) } 


Io, ‘a . STRAINER 
a ee ae 4 , oo \ 


aiid 






tion in case of freezing. Valves COVER 
are noiseless and accessible with- 
out disturbing connections. Cyl- 


oy, 











inder liner, piston rod, plunger, BRONZE A 
and valve seats are brass. Pump BEARIN ‘ 

is slow speed with consequent anges 

long wear. Built in 240 and 


450 gallons per hr. capacity. CROSSHEAD™ = “a NG om 


* : mel 
pon a 2 cents per day to RETURN OIL CHANNEL “—8P PLUG CAP TO REMOVE 


SUCTION VALVES DRAIN PLUGS STRAINER 
CUP LEATHERS AND SEATS 






UNION TUBE AND NUT 
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“Our trade doesn’t want to take 
any chances with picture cord. 
That’s why we have always carried 
Excelsior Brand. We know it is 
made to keep the pictures on the 
wall, and i¢ ts always true to length.” 



























American Wire Fabrics 


Corporation 
| subsidiary of 
S Wickwire Spencer Steel Co., 
\ General Offices 


41 East Forty-second Street, New York 
Western Sales Office 
208 South La Salle Street, Chicago 


Worcester Buffalo Cleveland Detroit 
San Francisco Los Angeles Seattle 











SPECIALTIES cater esac 


CHROETER’ 


SEE “812-814 WASHINGTON AVE. SLLOUIS 


Our Own Manufacture 













No. 16—Vegetable or Almond No. 1500—Horeeradith or Cocoa- 
Grater. nut Grater. 





No. 4—Home Bowl Nut Cracker. 








No. 720—Nut Cracker. No. 10—Electrie Motor Driven Scroll Saw. 


SCHROETER BROS. HARDWARE CO. ae ~~ Mo. No. _1—Veloeipede 


Scroll Saw. 
(Patentees and Manufacturers) ° . ° 
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Here's a Store Customers Find Easily 
Both Day and Night 





See how bold this hardware store personality. It embodies all 


store sign is. It is readily seen 
and easily read though surrounded 
by many other things competing 


that is best in the art of electrical 
advertising. Flexlume gives the 
impression of high quality, good 























for attention. No trouble picking taste, refinement and success that 
out this store on this busy street means so much to your business. 
an i hoe — Write today for literature and 

, photoprints showing  Flexlume 
Flexlume will make your store working day and night for other 
front “reach out” and get more hardware stores, and information as 
business too. It will give your to how it can profitably serve you. 


We also build exposed lamp and 
other types of electric signs for those 
who prefer to require them. 


FLEXLUME CORPORATION 
1230 Military Road Buffalo, N. Y. 






Factories also at De. 

troit. Los Angeles, 

Oakland, Calif., and 
Toronto, Can. 






Phone ‘‘Flexlume’’ 
—All Principal 
Cities 
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Still MORE POWER behind 
KESTER METAL MENDER 


The Household Package of Kester Acid Core Solder 








OOK ’em over—a formidable battery of Battering down sales resistance on this large 

eighteen state and sectional Farm papers scale will mean much to you. Not only will 
together with the Country Gentleman. This sales on Kester Metal Mender have a healthy 
powerfullistcarriesthe Kestermessageintoover __ rise, but the entire line will feel the stimulus. 
3,120,000 homes per month. Itwillmakesales Are you prepared to meet the increased busi- 

in a most fertile territory —the rural districts. ness? Better check your stock now! 


CHICAGO SOLDER CoO., 4205 Wrightwood Ave., Chicago, U.S.A. 


Originators and World’s Largest Manufacturers of Self-Fluxing Solder. | 
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The Improved air duct increases the heating 
capacity about 30 per cent in our 


WASHINGTON 





“Ne—This is not 
@ Vistrola” 


Patent No. 12494 





HOME FURNACE 


Placed above the floor, hence saves 
the cost of digging cellar. 


Produces circulating, moist heat for 
five to seven rooms. Only stove or 
furnace ever built without name plate 
or advertisement on the outside. 


(Name is molded on the inside of 
front door.) 


Beautiful grained mahogany finish 
harmonizes with finest mahogany fur- 
niture. (Also in plain finish for one 
third less.) Made in the same plant 
in which we manufacture 100,000 
Washington Stoves and Ranges an- 
nually. Can ship promptly, as we 
now manufacture fifty furnaces per 
day. 


Hot Blast Fire Box 


Correct location of water pan. Most 
beautiful and most expensively con- 
structed furnace now on the market. 


Gives the consumer an excellent value 
and the retailer a handsome profit. 


Write today for exclusive agency 
plan; your district may be open. 


Gray & Dudley Company 
NASHVILLE, TENN. 


*“‘We melt more than 100,000 pounds of 
Southern pig lron per of 4 





SWEDISH TOOLS 


Are Noted for Their Durability 


Made from Swedish tool steel—the very best 





“BANKO” 
Swedish scythes made. 
II styles 24 to 48 inches. 


SWEDISH SCYTHES are the best 


Warranted to hold their 


cutting edge, thus giving complete satisfaction to your 


customers. 


Natural Scythe Stones 


Special quality imported for our 


Anvils. 


“Sandvik” Saws. 


Banko Swedish Scythes 


Pliers, aJl styles. 
Plane Irons. 

Cabinet Scrapers. 
Shoemakers’ 


Bow Frames. 
‘Sater’? Axes, 
“Banco” Scythes. 
Hoes. 

Barking Spuds. 
Scythe Stones. 


Cutlery and Razors. 


Order from your jobber to-day, or write. 


SCANDINAVIAN 


WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 


509 E. Hennepin Ave. 
Minneapolis, Minn. 


Coristine Bldg. 
Montreal, Can. 














LULL 
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Lupton STEEL SHELVING 


AKES a modern, efhcient stock-room 


of any storage space. 


Try it. 


DAVID LUPTON’S SONS COMPANY 


2235 E. Allegheny Ave. 


Philadelphia, Pa. 


Ue Pee 
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PERFECTION at last 








in HOSE NOZZLES 









GUARANTEED 
made of heavy wrought brass 
throughout, rugged, durable, this 
New Sherman Diamond Nozzle 
is free from sand holes or flaws 
and bears our unqualified guar- 
antee for good workmanship 

and material. 


H. B. Sherman Mfg. Co. 
— _ 


© DIAMOND 


It will throw more water far- 
ther. Each nozzle tested 
under water pressure. Even 
spray. Straight stream and 
tight shut-off. 


Your Jobber can furnish Sher- 
man “Diamond” in display 
cartons, for counter. 

H. B. SHERMAN MFG. CO. 
Battle Creek, Mich. 
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Some customers want a Mop Squeezer—others prefer a Mop 
Wringer. In offering them Ezy-Squeeze Mop Squeezers 
and Boller Mop Wringers you are sure to please both 
classes, because each type is the recognized leader of its 
kind. 

Variety counts, too, your jobber can immediately obtain 
from us either or both kinds—34 styles to choose from. 
This eliminates sending a separate order to two different 
houses when both types are wanted. It also saves time all 
around and saves the expense of keeping two accounts. We 
help the Jobber to help the Dealer. 


PETER P)OLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, IIl. 














Mop Squeezers or Mop Wringers? 









at ao 
Re 
‘AE AIA 


A 
ith | 





Wi 
’ = — — a | - 


TY wry 


No. 9 Challenge 














business. 


vice. 





Improved Nipple Holder 
wrench. 
No. 20 for No. 2 Stock 
Range %4—1” Right or Left 
No. 30—for No. 3 Stock 
Range 1—2” Right or Left 


home. 





The right nipple is always on the job 
when you carry one of these tools. 


ster are 


The Armstrong Mfg. Co. 


Bridgeport 





Ss &@ C. 
WRENCH 
improvements. 
forged from open hearth 
steel with oval front and 
back, giving additional 
stock and 
Handle, frame and bol- 
piece. 


For Perfect Team-Work 


Turn your wrench sales into an opportunity to cul- 
tivate good will and build 


Your suggestions are 
an important part of 
merchandising 
Your trade ap- 
preciates cooperation 
and will reciprocate. 


B. & C. COMBINATION 
WRENCH 
performs the work of a 
good monkey 
Pleases 
well as 


SERVICE 


mechanic as 
answering every call for 
a handy tool around the 


TRADE 
BRC, 
SCREW 


offers real 
Bars are 


one 


Write for complete de- 
tails and prices. 


or pipe 


strength. 


a substantial repeat 


Feature tools that are adapted to the individual 
requirements of your customer. Point out the many 
PREIS advantages of Bemis & Call features that “hold 
THE ARMSTRONG MEG CO.GRIOGEPORT. CONN. * _— their own” against the best. 


ser- 


the 





Conn. BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 

















short time by enabling you 
to wait on more trade, save 
the wear and tear on your 





ee OOO 
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MILBRADT : 
LADDERS There’s a Mine 
Will pay for themselves in a of Information 


ens fixtures and goods, as well vitally-important facts, live mer- 


— eae as: bring the appearance of Ape ‘ 
_—— your store up to date. chandising ideas and sales-produc 
HT Write for catalogue show- , : 
mH — sultable “for all” kinds” of ing methods in HARDWARE AGE 
et ees each week. Make it a habit to read 
aoe = Milbradt Mfg. Co. your business paper regularly and 
as = er ‘ae “ag thoroughly. 
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Mathias 


Established 1857 Ki FE 3 


Sell. Them | 
by the set 





& Sons 

















“The Line 
That Keeps Moving” 





Every “Threadwell” Tap, Die, Screw Plate 
and Kindred Small Tool is given a factory 
test that is tough for the tool, but safe tor 
the dealer. 

The point is that when “Threadwell” Tools 
reach your customers they are fit and ready 
for the work intended. We stand squarely 
back of “The Line That Keeps Moving.” 
Send for latest 88 page Catalog. 


THE THREADWELL TOOL CO. 


Greenfield Mass. 


Offices: 
New York City Philadelphia Chicago 
396 Broadway 809 Harrison 300 Wrigley 
Bldg. Bidg. 
Cleveland San Francisco 
135 St. Clair Ave. 604 Mission Street 
N. FB 








Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 








It isn’t hard, Every mechanic needs the entire set in his work, and it 
resolves itself to a question of selling him once or seventeen times. Bring 
out the value of the case, its use in keeping the bits in order and near at 
hand, preventing loss, ete. Try it. 

Forstner Bits are the only bits that are not dependent on a center or a 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no Jagged ends; every part of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving & smooth hole snd clean, polished surface. 


Let us send you catalogues, Order through your jobber or direct. 


The Progressive Manufacturing Co. 


TORRINGTON, CONN., U. S. A. 


A GUIDE TO BETTER BUSINESS _ | 


Heller’s Reference Book on Hardware Store Fixtures will 
be mailed free upon request to any Hardware Dealer. 























Every one of the scores of beautiful pictures and every line Cc 
of the reading matter is designed to increase sales in oupon 
Hardware Stores. . 
. - 4 ¢ >. 
Many of the interesting problems solved in modernizing _w CO. Heller & - 
over 2000 Hardware Stores are made clear. Always the Montpelier, Ohio 
Dealer writes, *“‘You have increased my sales.”’ : = r 
The display difficulty that has baffled you has probably al- Please send without cuatge 
ready been solved in one of these many Hellerized stores. and without obligation on my 
It need bother you no _ longer. Ask for your copy of part the reference book on 
‘re y 97 . 

Reference Book No. 27-A. Hardware Store Fixtures ad- 

W. C. HELLER & CO rertied In Hardware Am 

° e ° Magazine. 

Main Office and Factory: Name “eee eeeee e*eeneeseeeneeeeee 


700 Wabash Ave., Montpelier, Ohio 


Eastern Display Room: 
20 Vesey St., New York City 
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WOOD SCREWS 
MACHINE SCREWS 

DRIVE SCREWS 
STOVE BOLTS 






















Quality Service 
Samples Gladly on Request 


CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 


















™ 






Mj 





Uy] 






Ibs 


wits: 


EI 100 


WW 





WW 


/ 


ee. 


READING 
CUT NAILS 


72% Greater Holding Power 
Than Wire Nails 


READING IRON COMPANY 
Reading, Pennsylvania 


Also makers of RICO Hard Cut Floor Nails, made to 
drive into hard wood without bending 














HARDWARE AGE 





August 20, 1925 


Sell the Best 
HARDWARE 
For Hard-wear 


For more than 48 years 
Bommer Spring Hinges have 
maintained their leadership and 
proven their superiority over all 
others. 

They have kept pace with the 
times, because t have been 


5 Ss 
G kept up with the times whenever 
improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 
They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
e. 
Your Jobber handles them. 


Send for New Catalog 47. 
big help in ordering. 


Bommer Spring Hinge Company 
Manufacturers BROOKLYN, N. Y. 
































It is a 





































The Keil Jim- 
mry and Bur- 
lar Proof 
k in the 
home, shop, 
warehouse or 
office as- 
sures the 
user the 
same degree 
of security 
as a massive 
safety de- 
posit vault 
affords a 
modern 
bank. 
The bronze bolts 
with revolving steel 
inserts render the saw, 
jimmy or wedge useless. 
Cannot be put out of order 
by either locking, handling or 
forcing—a major point in mak- 
ing a lock sale. 


ayy" iu 
rd i , 


hy 


© 1925 


The locking bolts shoot out 
perpendicularly — turn and 
rest horizentally in locked 
position. Cylinder pattern. 


FRANCIS KEIL & SON, Inc. 


Established 1876 
401-425 East 163rd St. New York, N. Y. 


Write for particulars on the Keil 
Lock counter display model 
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A Big Seller 
to Boat Owners 


Jeffery’s No. 7 Marine Glue is a big cm@_I Bem 
seller to boat owners, because it will WL ud 
positively make any boat leakproof so 
long as the frame is in fair condition. 


We do more than guarantee this boat 
glue; we help you sell it. As soon 


as you order 
JEFFERY’S 
WATERPROOF MARINE GLUE 





we get busy and co-operate with you. 


Send you Dealer Helps, provide you with Interesting 
Booklets with your imprint, circularize in your locality 
and help you in every way. 


It is Nationally advertised—known the world over. With 
your order we send a liberal supply of Interesting Book- 
lets neatly printed with your name and address on them. 
Write for Trade Discounts now. 


L. W. Ferdinand & Co. 
150 Kneeland Street Boston, Mass. 











Chair 
Tips 





No. 12, 1 inch 


For the Sharp Ends 
of Rocking Chairs 


have quickly found favor with the 
trade. A positive protection against 
the sharp ends of rocking chairs. 
Durable and easily 
fitted to the rocker. 
Catalog, prices and 
terms on request. 


Elastic Tip Co. 


370 Atlantic Ave. 
Boston Mass. 


No. 13, % inch 














BLUE 
Baked 
Enamel 











MOE’S POULTRY SUPPLIES 


























This is our No. 3 Mammoth hopper for feeding dry 
mash. Holds more than a full bag of feed, prevents 
waste, and is a great favorite with poultry raisers. 
Write for Catalog and attractive prices on “Moe’s 
Line” which is a standard, complete line of Poultry 
Supplies—everything for the poultry yard. A fine 
line for you to sell. 


HOEFT & COMPANY, INC. 


Manufacturers 
2305 Davis St. North Chicago, IIl. 
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Called for by Name and Number 
“Detroit No. 2” 


This high quality torch has 
earned a reputation for depend- 
ability and service—tn service. It 
is popularly known among its 
users as THE DETROIT NO. 2, 
THE BEST TORCH. 

Patented burner generates high 
degree of heat, producing solid 
blue flame. 

One quart capacity. 
by all pening Jobbers. 
uur catalog “H.” 


Detroit Torch & Mfg. Co., Detroit, Mich. 


New ¥e rk Office 15 Warren St.; Canadian Rep. George P. Fraser, 39 
Tyndals Toronto; Kettmann & Ten Eyck Sales Co., 2131 E. 9th St., 
Los Angeles, Calif. 


Furnished 
Write for 
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TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX,and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS + COTTON TWINES 





Osborne High Grade Punches 





Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our pi “ducts. 

We gg back of every tool we make. Try us. 
and Price 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Belt Punches 


Write for Catalog 











American Steel & Wire 


Chicage, New York, Bostes 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co, 
San poe Los Angeles, 

Seattle 


BARBED: Ellwood ~n Am. an 
Waukegan, Baker ban ey * eihewod J or, 
NAILS, IKES, STAPLES, TACKS, Hot. ‘Gelv'd Nat Nails. 
ZINC INSULATED FENCES: American, Royal, Anthony, 
Banner. Steel Gates. 
BANNER (former! & ovvee) STEEL ‘POSTS. 


noes Ta - reliable brands. 


WIRE for Mes aa 
Quick Delivery. Write us for selling plans. 






























Sells Well for Many Uses 


Radio builders say this is the handiest vise made 
for radio work. 

It is also very popular for use 
in the garage, workshop and 
home. 


Made with a swivel base and 
3%4-inch jaws which open to 4 
inches. Weight 19 pounds. 
Attractive bright Red finish. 


Very rugged. Sells readily at 
adiovise a liberal profit. 


Write «ws for details and prices. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILLINOIS 


Give them PHENIX QUALITY 
In Screen and Storm Sash 
Hangers and Fasteners 
Phenix Storm Sash Hangers and 
Fasteners are simplest, handiest, eas- 
iest applied, most 
efficient--that’swhy 
they sell best. New 
improvements put 
them in a class 
of theirown. Write 
to-day for Catalog 
showing full 
Phentx line. 

Samples free. 


Sold by all leading 
jobbers. 




















i 








od 
No. 115 Fastener 


PHENIX MFG. CO., 032 Center St., Milwaukee, Wis. 
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Bets) for Rite i name 


Russell Jennings 


stam] ed on the aelerate| of our 


Auger Bits 


Phe or tinal doul CW auger pit, 


Mr Risa ngoBhe in 185 


Russell Jennings Mfg. Co. 


Chester, Conn. 
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Shoe Lasts and Stands 
Link your efforts 


with a winner 























When you sell your customers Ney MADE ABSOLUTELY 

Dairy Barn Equipment and Haying OF => —] GUARANTEED 

Tools you sell them 100 cents value for SEMI-STEEL eo AGAINST 
BREAKAGE 





every dollar you invest; you sell them 
46 years of honest effort to build the 
best equipment for their particular re- 
quirements; you sell them: the Ney iron- 
clad guarantee of absolute satisfaction. 


Doesn’t that set-up square with your 
ideas of a profitable line? Isn’t that 
the kind of line that deserves the 
pressure of your selling energy? 


You can make more dollars with the 
same effort, attract new customers— 





- 
a 








The lasts are lock bearing. One 
me effort, attract new customers last is especially adapted for ladies’ 
ul nkKin ° 
oa with tho Ney value line of Dairy pointed-toe shoes. 
Barn Equipment and Haying Tools. Order the “Ohio” and you will have 
| the most popular sets on the mar- 














Original~Genuine et ‘Widen Shir oot 
MAYING TOOLS : — 
Standard Everywhere | 
| / THE NEY MANUFACTURING CO., Canton, Ohio The Fate-Root-Heath Co. 
Minneapolis, Minn. + Established 1879 + Council Bluffs, Ia. Po 
Manufacturers of Dairy Barn Equipment and Haying Tools | Plymouth, Ohio 


including stanchions, stalls, pens, litter carriers, water bowls, hay carriers, 
hay forks, pulleys, hay knives, barn door hangers and hardware specialties. 


N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 























Big Profits— Quick 


From Special Auto Hardware 








The man behind the wheel is the man behind the 


All the ease of operation and freedom from 
p money. Show him hardware that he wants and 


jamming, breaking and noise inherent in ball 
ots cementite is secured by the “Acme” anne every day—he'll buy—and buy quickly. 
pat furniture. It is a na ball bearing That's why hundreds of hardware stores through- 
. ‘ a ; ‘ out the country display Auveco Handy Trim’ 
[he large surface ball in contact with the floor Sapsiiie~ctpeabdh blader fer semtesiets. 


carries the weight, and revolves upon smaller 
anti-friction balls, free to move instantly in any 
direction. 


R From your Jobber: send for Catalogue 


They are put up in handy 
low-priced packages, 
J displayed in attractive 
km dcisplay* containers that 
Titman) ZEt the business NOW. 
They’re selling all day 
and every day. 





“Hit ’em’” 
Nails by the ‘ ' 
million are| If you haven’t a set of 


used by motor- _— 
ists Yate Auveco 9 Handy Trim 


they are the : ’ 
strongest nails Supplies on your coun- 


made for all| ter, you’re missing some 
upholste ring 7 
pu rpo se s.| mighty profitable sales. 
‘hey’re ‘‘turn- : . 

ing” speedily| Dut that’s easily rem- 
in __ hardware! edied; order a set today! 


‘6 29 
Roll Along on Acmes whose at ite. All hardware jobbers 


THE]SCHATZ MFG. CO. ee 
Poughkeepsie, N. Y.  Guilo-Velucle Powats Co, 


AGENTS: Manufacturers 


J. C. McCarty & Co., 29 Murray St., New York City 3319 Colerain Ave. Cincinnati, O. 
Cc. W. Gause Company, 693 Mission St., San Francisco, Cal. 











have them. 
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Sell the 


TAPE 
that Sells 


Reliance 50-Ft. 


Quick-reading steel tape, foot marked at each inch, divided to 
12ths of inch, steel lined leather case. 


Send to nearest branch for information. 


EUGENE DIETZGEN CO. 





Meet All Household Requirements 
with About 4 the Usual Tack Stock 


Any dealer can do it with Shelton Tacks which are 
graded in eighths instead of sixteenths. You will have 
to carry only about one-half the tack stock, in fact six 
cartons of our tacks will 
usually be found sufficient 
to meet all general house- 
hold requirements. 

Our Fancy Display Boxes 
cost no more than plain 
boxes and sell these tacks 
like sixty. 

Insist on getting Shelton 
Tacks from your Jobber. 





The Shelton Tack Co. Chicago New York Sen Francioce 
Sh | Cc New Orleans Pittsburgh Philadelphia 
elton, Conn. Washington Milwaukee Los Angeles 





























\ 


No longer necessary for your 
customers to gamble time, eggs and 
money— 
































STORE METHODS 
To provide adequate storage facilities for 
shelf er make it accessible and con 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
NOISELESS CUSHION TIRE LADDERS. 
Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction throughout, 
eliminate vibration and roise and produce a ladder 
of ample strength for safety, cenvenience and 
efficiency One style only—neat of design— B n 


attractively finished — on height — 
ee 





























are guaranteed to hatch full hatches of 
strong, healthy chicks that live and grow. 


Write for dealer’s proposition. 








Queen Incubator Co. 
1124 N. 14th St. Lincoln, Nebr. 


easily ae 














DIAMOND PITCHING Se hese nail 


el 
F we Y AE 
; . 
pail EER Vi elf Bie Re 
ee (|g a 
SRT RINE CNS ERE es oh > 
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Every tourist should carry a pitching horseshoe outfit. A neces- 
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PRIVATE BRAND Post Hole Diggers Are Not 
IWAN Tools 


Se ote ee, See Se ae pee, mor compete with you 
by selling te mail order houses. Specify GENUINE IWAN Auger, 
Invincible Digger, yo Digger, Perfection (Atlas) Digger, Heroules 
Digger end Veughan A te your j 

See complete IWAN line, Sagn 526 Mesdvese Bupess estates. 


IWAN BROS., Mfrs., SOUTH BEND, IND. 


sity to limber’ up after the day’s drive. Convenient to carry in 
small space. Suggest it to them. 

Diamond Pitching Horseshoes are drop forged steel, scientifically 
heat treated. They are sold in sets complete — stakes, or with 
leather carrying cases holding two pair, also by the pair. 

Ask for copies of the folder, ‘‘How to Play Mecsethes.** to dis- 
play on your counter. Address 


DIAMOND CALK HORSESHOE CO. 
4622 Grand Avenue Duluth, Minn., U. S. A. 

















Ensign Bickford is the ORIGINAL 
S safety fuse—tested and tried by 
time and experience. 
We manufacture various 
FUSE brands of fuse, among 
which you should find 


one adaptable for your 
wor 








The Ensign-Bickford Co., Simsbury, Conn., U. S. A. 400 N. Monticello A ve., Chicago, Ill. 
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Eeaneptninnaeienmenmannene 


Ask your jobber or his salesmen about new 
deal—lower prices— 


E-Z CORN POPPERS 


“The Popper that put the Pop in Pop Corn.’ 


0. S. KEENE MACHINE CO. 
1118 Michigan Ave., S., Chicago, IIl. 





DEALERS WANTED EVERYWHERE Iron Fence, Gates 


wn Vases 
Settees 
General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 
Cinemnati, 


€ 









































if asezal| 


THE STEWART IRON WORKS CO., Inec., 225 Stewart Bleck, 








Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. o 
9 Jones Street Rochester, N. Y. 

















Donley Screen Door Guards 


Prevent bulging and _ sagging. 
Add to the life of the door. Five 
sizes to fit any door. Retails at 
75 cents and $1.00. 


The Donley Manufacturing Co. 
10585 Quincy Ave., Cleveland, Ohio 





GiB PRODUCTS RIB) x beeen od 
GABRIEL STEEL COMPANY 


BELLEVUE AVE. DETROIT, MICH. 














Better Machi ne Screws 
for the flardware Trade 


Bridgeport, Conn. 





HARVEY HUBBELL, INC. 





Q. Lindemann & Co. 
BIRD eno re 
CAGES Established 1863 


35-37 Wooster Street, New York 



















CRECOITE TOOLS 


A complete line of qual- 
ity tools at medium 
prices. Ask your jobber 
or write for Catalog H. 







Nail Hammer 


MARION TOOL WORKS, INC., Marion, Indiana 


POWERFUL 
DEPENDABLE 





EVEREADy 
RELIABLE 


COLUMBIA Order from your jobber 
Dry Batteries winner hk 


~they last longer New York 





San Francisco 

















BOLT 
“VICTOR” cLipPER 


Send for Catalog 
ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 








Meet every ‘‘call’’ 


Taste in percolaters varies—but the 

Rome complete line meets them al). 

And meeting the ‘‘call’’ means profit- 

able turnover. 

ALPS 
any 


Write— 


ROME MFG. CO. 
Factories and Offices, Rome. N. Y. 














Fly Screen Cloth 


Attractive finish, durable 
quality. We can fill your 
orders promptly. 
Write for prices. 


Spargo Wire Co., Rome, N. Y. 


Bronze 
and Copper 








Robertson “Horse Shoe Magnet’ Hammers 


Permanent magnet which holds Se 
the tacks in position for driv- “@ een 
ing. Awarded the Silver Medal eo 
(the highest offered) at the Panama- Pacific Exposition. 
Good profit. Write for price let. 

Name and design trade marke registered U. 8. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 















Quality product, involving 





to regular Ferd wiring as- 
“JUNIOR” sembly. lAsts dollar lower 
than any other quality timer. 
AG , oT WRITE TODAY! 
enuine urner 
Principle” Sliding — 
Contact Timer at— 


TURNER MFG. CO. 


Dept. E, Kokomo, Ind. 

















same principles and construc- 

° tion as originated by Turner 

} ( ] dj [ q in famous 2 in 1 Timer, ex- 
. cept entire unit is of genuine 
Bakelite and connections are 


















. H. WI , 
“* The Wrench People” STANDARD FOR 
New York BUFFALO Chicago MALF A CENTURY 
” tesa ctl eared 
































98 — 


HARDWARE AGE 








August 20, 1925 


Classified Opportunities 





Business Opportunities 





Business Opportunities 


Positions Wanted 








FOR SALE—Modern store and fixtures, clean 
stock of dry goods, men’s furnishings, shoes, 
groceries, hardware and im lements; in business 
twenty years, successful. ocated in attractive 
town of eighteen hundred, Yakima Valley, East- 
ern Washington. Diversified section, fruit, 
‘lairying, stock, grains, small trucking all kinds, 
and just starting to develop. Inventory stock 
$45,000, fixtures $5,700, buildings $27,000. Will 
lease buildings if prefer. Owners retiring, ac- 
count outside interests. Wonderful opportunity 
for the right man with capital. Address Box 
G-719, care Harpware Ace, New York. 


_ 








FOR SALE—On account of age and desire of 
stockholders to retire, the general hardware busi- 
ness and property of ‘the Newfane Hardware Co. , 
located at Newfane, Y. In the heart of 
Niagara County fruit belt; business established 
for 30 years. Incorporated since 1905. Gross 
annual sales $65,000. Inventory approximately 
$22,000. NEWFANE HARDWARE COM- 
PANY, Newfane, N. Y. 








FOR SALE—29 feet of Heller hardware 
shelving, including saw and gun cases, drawers, 
etc. Also mixed stock of hardware and auto 
accessories approximately $4,000; 25 per cent less 
than invoice value. Will rent room or sell goods 
to purchaser who may move the goods as he de- 
Business has been established 23 years 
but owner now in another business. SCOWDIEN 
IARDWARE CO., 409 Haywood St., Farrell. 


Pa. 


sires. 





FOR SALE—Good clean, well-assorted hard- 
ware, paint and electrical stock, also fixtures. 
Locate on Main Street, center of retail district 
in a growing city of Connecticut. Population 


31,000. Cash only, no trades considered. Rea- 
son for selling will be given on inguiry. Ad- 
dress Box G-710, care of Harpware Ace, New 


ork. 


YOUNG MAN OF GOOD STANDING and 
long experience in hardware trade would buy 
control (or outright) of small going factory of 
good reputation making lines sold to hardware 
jobbers. New York, Ohio or Pennsylvania loca- 
tion preferred. Proposition must be right. Re- 
plies strictly confidential. Address Box A-2, 
care of Harpware Ace, 1002 Park Building, 
Pittsburgh, Pa. 








in this 
years 


Hardware Store 
established nine 


FOR SALE—Best 
section, South Georgia, 
and has made money every year, located in 
Tobacco, Potato and Cotton elt. You can 
handle for $7,000 cash; good lease on building. 
Volume about $45,000 per year; 75% of sales 
cash. Address Box G-713, care of Harpware 
Ace, New York. 


_- 





SALES PROMOTION SERVICE—New stores 
completely arranged. Old_stores brought up to 
date. Samples mounted. Retail advertising pre- 





pared. Special ‘eer promoted and directed. In- 
ventories taker Stock appraised. I M. 
avant halk, 9070 206th St., Bellaire, L, I. Phone 
lo] 1s 0725 . 
FOR SALE—General hardware business. Did 
$36,000 business last year. Located in an in- 


corporated village of 3000 inhabitants which has 


15 large factories. Present stock will invoice 
about $12,000. Address Box G-717, care of 
Ilarpware Ace, New York. 





FOR SALE—Eastern Ohio Hardware Store 
for sale, stock and fixtures invoice about $6,000; 
fine location ; reasonable rent; no finer place to 
live in the State. Address Box G-701, care of 





Harpware Ace. New York. 

WANTED—Low pressure steam boiler about 
2500 ft. capacity. Must be in first class con- 
dition. In answering give manufacturer’s name 
an | serial number. ’. JRELAND CO., 
tit manasa N. ¥ 

FOR SAL E—64 feet latest design Duluth 


lass front cabinets, 
ry cabinets, with upper shelv- 
Four icaen Rolling Lad. 
ers Steam Fitters’ Tools. 
PORTAGE LAKE "HDWE. CO., LTD., Hough- 
ton ic 


Show Case Co.’s 
gun, tool and sun 
ing and = —- 





including | 

















CASH FOR YOUR IDEAS 


$25 paid for each accepted design for counter 
display cases for Pocket Knives, Hunting 
Knives, Razors, Kutcher Knives, or for any 
other article. Send sketch or model to 
World’s Largest Builders of Display Cases of 
Wood and Glass. SPECIALTY DISPLAY 
CASE CO., Dept. 62, Kendallville, Indiana. | 








a t 
PARTNER WANTED—Retail hardware store, 








excellent New York City location. ust under- 
stand hardware and be able to invest at least 
$3,000 cash. Address Box G-726, care ot 


IfarDWARE AGE, New York. 


Help Wanted 











) WANTED 


High Grade Specialty Salesmen capable of 
becoming District Salesmanagers. Salesmen 
make $300 weekly. Salesmanagers $500. 
Write now! 


MAIN—NATIONAL BOX 518, 
| Cedar Rapids, Iowa 




















SALESMAN WANTED-—Heavy hardware, 
metal products, wire cloth. Will pay 40 per cent 
of net profits on business done. Must have estab- 
lished trade. Our proposition is equivalent .to 
being in business for yourself. This position is 
aoe Bowling Green 9528. Address Box 

}-720, care of HarpWArE Ace, New York. 

~ SALESMAN WANTED—Calling on hardware 
trade to sell product of handle factory making 








maple pick handles and ‘ oak sledge hammer 
handles; also removable filler mauls. Factory 
located in Wisconsin. W hoes stating commission 


wanted and territory you expect to cover. E. M. 
SCHEFLOW, 10 Sherwin Block, Elgin, Ill. 

Ww AN’ TE ag First clase man “to take charge of 
hardware store in small town. Prefer man that 
has had experience in office work. State salary. 





Address Box G-725, care of HarpwareE Acx, 
New y ork. 
W AN TE D—E ‘xperienced buyer for large re- 


tail hardware, paints and housefurnishings store; 
must come well recommended. State iA your 
reply your experience. Address Box G-724, care 
ot Harpware Ace, New York. 

SALESMAN—Good opening for experienced 
hardware man to represent Eastern Pennsylvania 
jobber in New Jersey. Address Box G-715, care 
of Harpware Ace, New York. 


WANTED—A, YOUNG MAN familiar with 
Builders’ Hardware to cover Connecticut terri- 
tory. Address Warshow Hardware & Paint 
Company, 452 Main Street, Stamford Conn. 

WANTED—Man to take charge of retail 
hardware store. Must be at least 30 years of 
age. Married. Previous experience. Address 
30x G-712, care of Harpware Ace, New York. 

















Positions Wanted 


EXECUTIVE—Age 40, seeks position as man- 
ager of glass and paint department of wholesale 
hardware, glass or paint concern. Thoroughly 
familiar with duties of this character, having 
served successfully in this capacity. Exceptional 
sales ability, seasoned executive, fully capable of 
assuming full charge of purchasing, advertising 
and salesmen. Highest references § furnished. 
— Box G-723, care of HarpwaAre Ace, New 

OorK 


POSITION -WANTED—Middle aged man, ex- 
perienced in the following lines: Builders’ hard- 
ware, mill and factory supplies, pipe and fttings. 
cutlery, tools and many other lines. Not par- 
ticular as to location. References. Address Box 
G-708, care of Harpware Ace. New York. 




















| several states east of the Mississippi River. 








SALESMAN, executive ability, 15 years’ ex- 
perience, acquainted with wholesale and better 
class retail hardware, mill supply, auto acces- 
sories and housefurnishing trade in New York 
and Eastern territory, desires strong established 
line. Can handle big job. Address Box G-721, 
care of Harpware AGe, New York. 





HARDWARE MAN, 28 years old, wishes po- 
sition in retail or wholesale busines in Illinois, 
Michigan, Wisconsin or Minnesota. English and 
Swedish speaking. Good experience in retail 
and window trimming. Best of references. Two 
years in my own business. Address Box G-728, 
care of HARDWARE AGE, New York. 





YOUNG MAN, 28, with 10 years’ experience 
hardware jobbing business both inside and as 
road salesman desires inside position with pro- 
ressive hardware jobber or manufacturer who 
is looking for a man _ with ability and where 
there is an opportunity to grow. Excellent 
references. Address Box G-714, care of Harp- 
WARE, AGE, New York. 


SALESMAN, nine years’ hardware experience, 
last six years traveling, desires position, prefer- 
ably with manufacturer, but would consider posi- 
tion with jobber or retail store. What have you 
to offer, Address Box G-711, care of HARDWARE 
Ace, New York. 








Sales Accounts Wanted 


YOUNG man, thirty-two years of age, desires 
two good factory lines to sell to large and_ small 
trade in Baltimore, Washington, and within the 
vicinity of one hundred miles of Baltimore, to 





call on all small stores as well as the largest 
ones. Hard worker, and will produce results. 
Full proposition in first letter. Satisfactory ref- 
erences given. H. A. SANDLASS, 1736 N. 


Broadway, Baltimore, Md. 





SALESMAN—20 years’ 
ing salesman in general hardware, = sporting 
goods, auto accessories—with wide acquaintance 
in Michigan and Wisconsin—wants Ines to sell 
on commission to wholesale and retail trade in 
these States. Best of references. Address Box 
G-722, care of HARDWARE AcE, New York. 


experience as travel- 





Sales Representatives Wanted 


SALESMEN WANTED, who are calling on 





the retail hardware trade, to sell along with 
their present line our high quality “Purity” 
brand lawn seed. Protection is given in the 


territory which you cover. We desire men who 
are interested in the permanency of their business 
and in steadily increasing their income. _ Liberal 
commissions are paid. We have openings in 

ow 
is the time to book future orders. When writ- 
ing please give references, territory covered, etc. 
For further particulars, address Box G-676, care 
of HarpwWareE AGE, New York. 


SEPTEMBER 1ST we will have an opening 
in New York State (not including the etro- 
politan District) for a commission man elready 
acquainted with the trade, who is st fresent 
representing lines that will not conflict with a 
complete line of Builders’ Hardware. ARON 











HARDWARE MFG. COMPANY. Sharon, Pa. 
~ WANTED—Salesman - ealling on hardware 
stores and housefurnishings departments to 


handle line of bathroom fixtures in Western and 
Central New York. No direct competition and 


liberal commission. Goods already introduced. 
Address Box G-727, care of HaArpDWARE GE, 
New York. 








— — 


WANTED — HARDWARE SALESMEN for 
all states, to sell to hardware dealers and jobbers 


mechanics’ tool retailing for $1.25 to $2 each. 
Address Box G-678, care of Harpware AGE, 
New York. 


— —_ — 





SALESMAN WANTED. TO! SEI LL IN- 
CARD SSIS LAMPS ON A COMMISSION 
BASIS. GOOD OPPORTUNITY. ADDRESS 
BOX G-718. CARE OF HARDWARE AGE, 
NEW YORK. 














August 20, 1925 HARDWARE AGE 99 





THE H. L. BROWN FENCE AND MFG. CO., Cincinnati, Ohio 


AU Picketse Made of Wo. 9 Heavilg Galvanised Wire 











ahi’ ie MANUFACTURERS OF cote ASH vy 
Ss Ornamental Lawn Fence (Ect j~ROMPT SHIPMENT So 
eo @& Walk, Drive and Farm Gates i i FROM STOCK es 

Py 4? Rubbish Burners, Trellis WRITE FOR PRICES Se & he 





Flower Border, Tree Guards 














HACK "LE NOx” SAWS STRA TTO Plain a in 
inom DD. «oncom EE HANDLES 


“The Toots in Lhe Paid Boe” :: For Small Tools, Utensils, Electrical Goods, Ete. 
AMERICAN SAW & MFG. CO. SPRINGFIELD,.MASS. & eee ee 
MACK SAWS = BAND SAWS ~ SCREW ORIVERS - GLASS CUTTERS 3: STRATTON MFG. CO. Stratton, Maine 

















THE FOWLER & UNION 
HORSE NAIL CO. SUN’ BEA hat 











HORSE SHOE NAILS  ~— i Ul wage moters hese Es bl 
OF HIGHEST GRADE noe. Tt takes "up ittle specs and is tee oie ae 
Plant of anit THE FOX FURNACE COMPANY 
1000 MILITARY RD., BUFFALO, N. Y. E——— 





























BROWN & SHARPE TOOLS 


early LOO Years There Has Been No 


or 
stitute for Brown & Sharpe Quality 
Send for Small Poel Catalog No. 29 
1 BROWN & SHARPE MPEG. Co. 
o— veh . R SA 


PRONTDENCI Bis 


Blair | Mfc Co. parr ass 








Says this advertiser,— 


“We are pleased to advise that we have succeeded the best medium for advertising.”—J. H. Yewdale 
in getting compilers from the advertisement we & Sons Co., Milwaukee. 


ran in your publication, and we give it as our = i , 
opinion that for anything connected with the hard- It pays to use the Classified Opportunities Section 


ware business, HARDWARE AGE is, without a doubt, of HarRDWARE AGE. 

















“They Have a alee SS 7 


J. L. THOMPSON MFG. CO. 
Ball Dor arp” OSS American Can oe 
-_ Ss. Clothes Pin Co, Moxtpelie Vt. Te ond ~y - 
ak than Phi Pa American Can Company amet R 3 V E T S omme 


1015 Union Bank Bide. 
































The “TO » 
RRE A ze . ELEVATORS 
’ ass d N 
A Real Man’s Razor ag oe ogy . DUMBWAITERS 
Bend for Catalogue of Full Line Ry age cag ty mo : Write for eur cstaleg 
4 RR. T RAZOR CQO. Sisigenia tients , Energy Elevator Co. 
WOR MASS. ae : 211 New St. Philadelphia 





Syracuse, New York 




















If it’s the best tool you can sell 


For Working Stone 


SILVER LAKE | 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 





it’s ours 


Trow & Holden Co., Barre, Vt. 
Send for catalogue. 


Guard prevents stock from opening. Fast 
seller. Big Profit for Jobber and Dealer. 


JAMES MEG. CO., Macomb, Iii. 


4 Mae 























Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 
Economy Mfg. Co. 

Germantown Arve. 
Philadelphia, Pa. 


CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


‘uate since 1812, Axes since 1800 


RIXFORD FG. co. 





A a ttn ML Pe 
ee 


AXES Fenenel 

















100 


HARDWARE AGE 


August 20, 1925 











INDEX TO ADVERTISERS 








TT 











TEE ADVERTISERS INDEX is published as «a sonveniencs 


as © part of the advertising contract. Every eare will be, taken to index correstly. 
for errors or failure te insert. 
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Fowler & Union Horsenail Co 
Fox Furnace Co 
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Geneva Cutlery Co 
Gifford-Wood Co 
Gillette Safety Razor Co 
Gray & Dudley Co 
Greenfield Tap & Die Corp 
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Hubbell, Inc., Harvey 


*eeeeeeeoeveeeeneeeneeene 


oseeeeeeeevereeeeeeeeeeeeee 8 


Jennings Mfg. Co., 


O. S. Keene Machine Co 


ere eeeeeevneeeeeeeeereee 


Lamson & Goodnow Mfg. Co 
Lindemann & Co., 
Ludlow-Saylor Wire Co........c.cccccees 
Lupton’s Sons Co., 


ere eeeeeeeveeeeeeeee 


see eer eeeeeeeeeeeeeneeene 


McKinney Mfg. Co 
Marion Tool Works 
Milbradt Mfg. Co 
Murphy’s Sons Co., 
Myers & Brother Co., 


*eeeeveeeveeeeneeeevneeeeeeeene 


National Mfg. Co 
New Britain Machine 


eee ewe eee eer ee eee eee eewee ewe eeee 


oeweeevreeeeeeeee eee eeneee 


Osborne & Co., C. S 
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| Have You Investigated 


What Snap-On Wrenches Will Do 
Why They’re Selling So Fast? 
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The hardware dealers who are today selling Snap-On Wrenches a agli gay fess 
with such big success have found that these tools fit into a tool among the boys be- 
de t t d devel d ] 1 d bv other hind our dealers 
partment and develop and supply a demand unmet by any other counters which is cre- 
line ating a great deal of 


interest. This is an 

especially good time 
The service stations of leading makes of automobiles use Snap-On lg ila 
Wrenches themselves and recommend the selected Snap-On Sets 
prepared for the individual owners of their cars. The Set for any 
make of car gives its owner—at a price he is willing to pay—the 
proper assortment of wrenches to do good, thorough work with 
the least effort. He is eager to buy genuine Snap-On Wrenches 
when shown, because they carry the prestige of almost universal 
use among expert garage mechanics. (Inquire of these men in 
your own neighborhood. ) 
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With the Snap-On Display Cabinet and “What Car Do You 
Drive” book you can supply a tool service which nearly five 
thousand dealers on our books have found very easy to render and 
very profitable. We are the originators of car owner tool service. 
Why not investigate the Snap-On Plan now? Drop us a line. 
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Snap-On Wrench Company 


Manufacturers Milwaukee 


Motor Tool Specialty Company 


Sole Distributors 
14 E. Jackson Blvd. Chicago, Ill. 





Distributing Branches in 18 Principal Jobbing Centers 


Snap-on 


INTERCHANGEABLE 


S ocket Wrench =: START YOUR SB@P-O# ASSORTMENT 


Look for the name Snap-On on Add iid Extra Sockets and Handles As Needed We = 


each handle and socket. It , = - = 
is not a genuine Snap-On oo 


without the name. 
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In the genuine Wooster Shasta the bristles are held firmly 
between small pegs by the compression of the steel ferrule. 
Note how the bristles at the side extend up into the brush, 
natural ‘‘chisel’’ and preserving the ‘‘flag’’ ends of 
es. 







giving a 
the bristl 


The Most Imitated 
Brush in America! 


But Here’s the Difference 


HE genuine Wooster “Shasta” brush and its imi- 
: tators look alike but there the likeness ends. The 
construction of the genuine “Shasta” is patented 
and the word “Shasta” is registered. 
The “Shasta” construction is shown by the illustration 
above. The black Chinese bristles are firmly held in 
place by wooden pegs and compression in a nickel plated 
steel ferrule—not a single tack. 
And an equally important fact is that the patented 
Shasta construction cuts production costs so that your 
customers actually get a better brush at a lower price— 





Ted the Tester 


the biggest brush value on the market! That’s why the | lke wong, Fog Pe 

“Shasta” is so tremendously popular. Brush —an actual 
; ; , ‘a est. 

Ask your jobber for the genuine Wooster “Shasta 

assortment. 





Tie Wooster BrusyCo SHASTA 


Since 1851--One Family -- 
One Idea--Better Brushes 


It must be a Wooster 


WOOSTER ten, wematne 
**Shasta.”’ 


WOOSTER BRUSHES 


FOR PAINTING ~— VARNISHING ~KALSOMINING 





SN ED A 





